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NEW! 
Ring in end-cap! 
Every flashlight in the 
special assortment is 
cquipped with a hinged 
metal ring in the end- 
cap for hanging up 
flashlight when not in 
use. Ring snaps se- 
curely around end-cap 
when not hanging up. 
Exclusive Eveready fea- 
ture. Keeps flashlight 
in sight—therefore, in 

use! 





Showing ring- 
hanger snap- 


EvErREADY FLASHLIGHT OFFER Saeed 9 


—Unusual value for the consumer isnot in use. 
—Profit for the trade 


Here’s a chance to clean up. A special, attractive dis- 
play-carton containing 9 No. 2604 ribbon black flash- 
lights and 9 No. 2631 nickel flashlights. 18 standard 
Eveready Flashlights in all, complete with batteries, 
to retail at $1.25 each. Regular retail price, $1.85. 
These flashlights are genuine, standard Evereadys 
in every respect, with safety-lock switch, octagonal, 
non-rolling lens-ring and the latest Eveready improve- 
ment—the new ring-hanger. A bargain for the con- 
sumer—a money-maker for the trade. Start taking 
orders for combination package No. 18 at once. 
Notre—The list price of $1.25 each applies only to 
these lights when purchased in the special packages of 
18 (nine of each type), as described above, together 
with 36 No. 950 unit cells. 
Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 


Atlanta Chicago Dallas Kansas City Pittsburgh 
Canadian National Carbon Co., Limited, Toronto, Cntario 


EVEREADY 


= FLASHLIGHTS —— 
Jo. ws — Eveready &’ BATTERIES No. fe. — aul 


-cell flashlight. Ribbon e ast lon qer 2-cell flashlight. Nickel 


~ EVEREADY 











uo 41925 


Y 


© c1 8664331 


Cc 
12 








“The Jobbers Salesman- 


REG. U. S. PAT. OFF. 


HOWARD EHRLICH, Editorial Director 
HENRY W. YOUNG, Managing Editor 








CHICAGO,’ AUGUST, 1925 


‘J No. 8 





CONTENTS 


Page 
“Beating Your Bogey” With Exhaust Fans—By W. J. McLaugh- 
lin 


5 





Where the Field Lies—The Talking Points—The Simple 
Task of Figuring Installations. 
Excursions in Jobbing—By W. R. Herstein 
Apparently Very Little Difference Exists Between the Elec- 
trical Wholesaling Business and Others. 
Where Did You Go? What Did You Do?.. 2. 
“Regular Territory” Salesmen and Commercial Lime Units— 
By Belden Morgan ............... ae 


Small and Medium Sized Sales. ‘Through px Contractor 
Total Greater Than the “Big Order” Stuff—They Repre- 
sent an Unlimited Opportunity. 


Let There Be Light—By Thomas A. Doran 


How a Sales Manager Picked a “Super” Salesman for a 
Tough Job and What the Outcome Was When the Smoke 
Had Cleared Away. 


What Sales Managers Think About—By E. A. Lindquist............ 


There Are Certain General Problems Common to All Job- 
ber Sales Departments—Here are 12 of Them Together with 
a Brief Description of How We Handle Them. 


13 


The Diplomat 

Market for Electrical Supplies 

Rising With the Wave—By Dr. Frank Crane 

Top Men Are Carried Aloft by the Ideas of Others. 

Pictorial Review of Electrical Developments.. 

Men You Should Know—William A. Re Qua 

Jobber Notes 

Summer Sales Prize Contest .... 


Illumination 








Index to Advertisers on Page 118 
Published monthly. Entered as sgtond class matter October 24, 1922, at the 


jie THE section devoted to “News 
of the Jobbing Industry” in this 
issue you will see that there is a con- 
siderable amount of space devoted to 
special news from the South. Lively 
accounts and interesting pictures ar- 
rived in such quantities from this 
active jobbing section of the country 
that it gave us the idea to segregate 
the material in so far as the news 
section of the magazine is concerned, 
and make it, without undue formality, 
a sort of southern issue. 

One thought leads to another, so 
the next idea was that this plan 
might be pursued in each issue, di- 
viding the country up into say six 
divisions, giving each division two 
issues a year in which special pains 
would be taken to give an account of 
the activities of as many jobbers as 
possible in that division. The plan 
seems practical and can be carried 
out on that general line and perhaps 
add to the interest of the news sec- 
tion. Anyway it is worth trying. 
Next month a special job of report- 
ing will be done on a group of west- 
ern states, next skipping to New 
England possibly, and so on. 

This does not mean that the im- 
portant news of the industry through- 
out the country will not be recorded 
each month. It doés not mean that 
if Bill Rogers in Utica lands a prize, 
gets married, catches a big fish or is 
hit by a Ford that the event cannot 
be recorded until some issue in the 
distant future. General news through- 
out the industry will be given each 
month as in the past. 

a = 

E ARE starting now on the 

second month of THe Josser’s 
SatesMAan “Summer Sales Prize Con- 
test.” Of course there is a lot of in- 
terest now as to who were the win- 
ners in the July half of the contest, 
but unfortunately the returns could 
not be obtained in time to make an- 
nouncement in this issue. The July 
prize winners will, however, be an- 
nounced in the September issue and 
the August winners in the October 
issue. 
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VALFLEX is a flat armored cable de- 

veloped by the National Metal Molding 

Company to make wiring easier. It is 
13/32 of an inch thick and therefore can be 
laid on the surface of brick, concrete or tile 
walls—without cutting or grooving—and be 
completely covered with the usual thickness 
of plaster. 


For surface wiring, because of its extreme 
flexibility and flat shape, Ovalflex is particularly 
desirable. It is easily bent edgewise or flat- 


Ovalflex 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 





































wise. It fits snugly into corners and can be 
carried through the sides of shallow attractive 
boxes and into places where a round armored 
cable would be considered unsightly. 


For re-wiring, a narrow groove in the plaster 
is all that is needed. After the OVALFLEX 
is laid it can be completely covered with an 
ordinary coating of plaster. 


Safe everywhere, easy to handle, OVALFLEX 
saves time, saves money and saves labor. 


A Flat Armored Cable 


National Metal Molding Co. 


1480 Fulton Building, Pittsburgh, Pa. (x39) 
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Editor’ 


Merchandising’s Three Phases 


“6 HERE are undoubtedly three phases 
Tia the distribution of any product: First, 
the pioneer period, when the manufac- 
turer is endeavoring to interest any type of out- 
let that he can obtain to handle the product and 
what he is interested in primarily is reaching a 
certain volume so that he may attract a broader 
market with a better price. After he has dem- 
onstrated the need for an article, such as the 
automobile, washing machine, phonograph, 
radio, and that it is profitable, then all types 
and kinds of wholesalers and retailers immedi- 
ately clamor to handle the article and the de- 
mand is in excess of the supply. ‘This is the 
speculative boom period—with the inevitable 
over-production. Naturally, this period does 
not obtain for considerable length of time, and 
the third phase entered is the period of stabili- 
zation, advertising and selling, which means a 
careful selection of wholesalers and a selection, 
also, of the retail outlets as well as advertising 
mediums.” 

These words were uttered by Edward N. 
Hurley at the recent N. E. L. A. convention. 
How true they are of the radio situation in par- 
ticular. In that case the period of creating de- 
mand was very short, but it was there. Then 
came the boom and over-production, and now 
we are to all appearances entering upon the 
period of stabilization, when as never before it 
is necessary for the electrical jobber to care- 
fully select well-tried and well-advertised lines 
and then employ every effort to maintain his 
position as the chief wholesaler of radio prod- 
ucts. 

* * * 


A Case of the Cart Before the Horse 
Ts MAN in business wants to make sales. 


Sure, that’s what he is in business for. 
But, taking your own case as an exam- 
ple, has it ever occurred to you—say, in your 
alvertising—that you stress the buying urge a 
little too much? 

So many advertisers attract attention, and 
then try to get buying action without creating 
interest and desire. If enough interest is created 
people will buy without being asked to buy. 

‘That is the reason some advertisers complain 
that advertising doesn’t pay. They get the 
cart before the horse, and then blame the horse. 
In other words, they are so anxious to sell, they 
forget to interest people in buying. 

Reduced to an essence, there are three great 
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laws, one or more of which causes every human 
action. The first is self-preservation; second, 
the love of men and women; third, love of par- 
ents for their children. From these laws spring 
the real buying urge—pride, ambition, ease, 
comfort, happiness, and all the rest. 

Use these laws to stimulate interest and de- 
sire, and, as sure as you use them, you will sell 
more without forever harping on the string of 
buy, buy, buy. 


* * * 


Summer Sales Contest 


ITH the “Summer Sales Prize Con- 

test” half run it is already evident that 

the enthusiasm of the jobber’s salesmen 
is running high and that that competition for 
the prizes will certainly be keen. 

The July contest is over and reports of re- 
sults should be mailed in by the sales managers 
so that they will reach this office by August 10. 
The prizes to be given by THE Jonser’s Saes- 
MAN for the July contest amount to $825. 


Those entered in the July contest will of 
course again compete in the August contest. 
The conditions are the same with the exception 
that the manufacturers lines listed in the Aug- 
ust insert are the ones on which prizes will be 
awarded. Jobbers salesmen who win prizes in 
July may compete again in August. Reports 
on the August contest must reach this office not 
later than September 10. 


Salesmen not already entered may compete 
in the August contest by having their sales 
managers send in their entries. Full instruc- 
tions and report forms will be sent to sales 
managers entering their men now. 

Jobbers salesmen should not overlook the 
‘““Sales Ideas” given. There are suggestions 
covering all manufacturers’ lines entered. 
These ideas are meaty and valuable. They 
do not originate with us but are gathered from 
the practical experiences of salesmen and 
dealers who have used them. The dealers can 
increase their business by using the “Stunts” 
outlined, and the jobbers’ salesmen can in turn 
increase their sales by explaining these ideas 
to their customers and having them put the 
suggestions into effect. 

It’s a great temptation for all of us to “call 
it a day” and drop business in this period, but 
that spirit does not win prizes. 

Let’s go! 
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Always head and shoulders above the rest! 


That’s been the X-Ray Reflector policy for 
twenty-nine years! 





Four new X-Ray Reflectors to help you get 
show window lighting business. The holders 
are FREE. 

Jack! Jill! King! Queen!—two pair that you 
should get acquainted with. Two pair that 
have stepped right into the lead with the rest 
of the X-Ray Line. 


The coupon brings all the data. It means 
new business! Put it to work—NOW! 


CURTIS LIGHTING, Inc. 


1113 West Jackson Boulevard 
CHICAGO 














3113 W. Sixth St. 
Los Angeles 


31 W. 46th Street 
New York 














with holders—FREE. 
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“Beating Your Bogey” With 
Exhaust Fans 


Where the Field Lies—The Talking Points—The Simple Task of 


Figuring Installations 


By W. J. McLAUGHLIN 


have had to contain, as an introduction to the sub- 
ject, a few words not:so much in defense of arti- 
ficial ventilation as in ex- 


A FEW years ago an article on ventilation would 


in the welfare of labor. The general health and efficiency 
of the employes are dependent upon their being supplied 
with fresh air. This is a well known fact substantiated 
by the statements of thou- 
sands of employers. 





planation of the actual idea, 
its benefits and the necessity 
for educational promotion. 
Today that introduction is 


Class of Buildings Air Change 


Restaurants ....Every 2 min. 


Aside from the provision of 
fresh air for breathing pur- 
poses, installations of fans 
and blowers prove of inesti- 


peer ete ’, Offices .............- “very 5 to 10 min. 

The men who campaigned Nene 8 ee. mable value in many proc- 
in this branch of the electri- Stores - a ae - vanid 7 tol — esses of manufacture such as 
cal industry when it was in Factories nas Kvery ye to 10 min. cooling, drying, and carrying 
its initial stages, and those Kitchens .......... Kvery 2 min. : away fumes and_ vapors. 
who have followed in their Garages .......... Every 5 to 10 min. There are thousands of such 
footsteps have done their Theatres .......... Every 2 to 5 min. applications, among which 
work so well that the thought, | Every 5 min. may be mentioned the drying 
the idea, the logic of proper Laundries ...... Every 2 to 5 min. of leather, macaroni, pottery, 
ventilation has been brought Farm Barns....Every 10 min. cooling meat, removing dust, 


home to all in a forcible and 





fumes, and gases. 








lasting manner. 

We are concerned not so 
much now with selling the idea of ventilation as we are 
with selling the individual installations. In that we are 
interested. 

One of the largest fields for ventilating equipment is 
one to which the jobber’s salesman from the nature of 
his work has an excellent entree. That is the industrial 
plant field. Fortunately, the ventilation of industrial 
plants has been the subject of direct legislation, and it 
naturally follows that it is given serious consideration 
by every plant manager. Every known means of pro- 
te'ion and safety to the workmen is employed these 
davs in industrial plants, and proper ventilation has 
lone been recognized as playing a most important part 





A jobber’s salesman can 
learn from the engineer just 
how the plant is equipped with fans and blowers. When 
he finds one not thoroughly ventilated, perhaps not ven- 
tilated at all, or the plant in a process of construction, 
he can start the ball rolling by sending a report to his 
house giving the size of the plant, what it manufactures 
and its general layout. A factory representative is al- 
ways available to give help on jobs of this character. 
and after one or two installations the salesman’s knowl- 
edge and confidence will carry him a long way with the 
next prospect. 

However, a salesman should at no time feel that an 
industrial plant is a difficult one to handle. In practically 
every factory the problem is about the same—dust, steam, 
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fumes, over-heated air, are to be removed. 
size fan is figured on the basis of an air change every five 
to ten minutes (in extremely bad conditions every two 
minutes) and,the fan is installed as near to the point 
Installing a fan in this manner 
means that all the bad air is exhausted directly to the 


of difficulty as possible. 


and fresh air is drawn 
past the workers, toward the vats, 
ovens and furnaces. 

Should the furnaces or 
be located in the center of the 
room it is best to recommend a 
roof ventilator, placing the fan 
over the place where the fur- 
naces or ovens are located. These 
facts are simple and no jobber’s 
salesman should _ entertain 
fear of his inability to recommend 
the proper unit and where to in- 
stall it. 


outside 


ovens 


any 


Sales to garages should not be ° 


a difficult matter. The early fall 
is the best time to develop garage 
prospects. During the fall and 
winter, cars are overhauled behind 
closed doors. The danger of car- 
bon monoxide gas is pretty well 
appreciated now. And, where a 
man’s personal safety is involved 
it should not prove a difficult task 
to reason with him. Many peo- 
ple die of carbon monoxide poi- 
soning. How much general ill 
health and headaches is caused 
by it is pretty difficult to deter- 
mine. 

“Ohio Health” says that from 
Sept. 1 to Nov. 17, 1924, seven 
sudden deaths in Ohio were recog- 
nized as due to this cause. Six 
were due to automobile exhaust 
gas and one to a gas-fired water 
heater. Up to December 26 there 
10 deaths and 10 near 
deaths due to non-flued gas heat- 
Two died in Colum- 
bus, two in Toledo, and one in 
Cleveland by reason of inhaling 
automobile exhaust gas. 


were 


ers alone. 


The bureau of mines, United 
States department of interior, 
says that scarcely a day passes 
without the papers recording the 
death of one or more persons by 
asphyxiation in the home or ga- 
rage. The exhaust gas from an 
automobile contains carbon mon- 
oxide, and so does gas, both nat- 
ural and manufactured. 


“Many house heaters have no flues for carrying off 
the waste gases, which then simply pass off into the 
If all windows and doors are closed, as they 
generally are in cold weather, the effect of these gases 
sooner or later becomes apparent on the occupants, who 


rooms, 


The proper 


windows 


become dull and sleepy and who sometimes die. 
gas heater without a flue is used, a window should be 
partially open all the time; that is, half an inch or so. 
Even heaters with flues should be 
rooms. Never go to bed with a heater burning and thie 
and doors 
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Ten Examples Among the Many Ap- 


plications of Exhaust Fans. Is 


Your 


Contractor and Dealer Conversant with 
All the Possibilities In His Neighbor- 
hood? If he Were Shown these Graphic 
Suggestions Quite Likely They Would 
Start a Train of Thought That Would 


Lead to Orders Within a 


Throw. 


Stone’s 


Ask Him to Name 10 Exhaust 


Fan Applications Off Hand and See 


How Near He Comes to These. 


placed low. 





If a 


in well-ventilated 


closed. If the engine of an 
automobile must be kept running 
while making repairs, the garage 
must be ventilated. Never craw] 
under a car when the engine is 
running, no matter how good the 
ventilation is. If it is desired to 
isit in an automobile when the 
engine is running in order to keep 
warm, the automobile must have 
proper ventilation. 

“Another hazard of exhaust gas 
is that of sitting in a tightly 
closed automobile on a_ highway 
or elsewhere in the open with 
the engine running. The car may 
be fitted with a leaky heater, 
through which the exhaust gas 
gets into and concentrates in the 
car, or else the exhaust from the 
muffler in some way gets into and 
accumulates in the car. If the 
people must sit in automobiles 
they must have some fresh air 
entering, otherwise they are toy- 
ing with death, and if overcome 
may be found frozen, as was re- 
corded in one case last winter.” 

The above statements coming 
from sources of such high a na- 
ture and written only in the in- 
terest of better health are tre- 
mendous talking points in favor 
of proper ventilation in general 
and garages in particular. 

The basic principle of correct 
ventilation is to create a general 
circulation of air across the entire 
room in order to remove the im- 
pure air from every corner and 
replace it with pure fresh air 
drawn from various possible in- 
lets. In installing a fan in a ga- 
rage or, in fact, in any room, care 
should be taken to see that it is 
placed at the farthest point from 
the fresh air. 

The general layout of a garage 
is the storage in front and tiie 
repair shop in the rear. The fan 
of course should be in the repair 
shop. It is well to remember tliat 
carbon monoxide gas settles on 
the floor and the fan should be 


If a roof ventilator is to be installed a 


vertical duct from the ventilator on the roof to about 
two feet from the floor should be installed. Garages 4s 
a rule require about a 6 min. air change. 
figure the cubical contents of 


First of all 
(Turn to Page %6) 
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Excursions in Jobbing 


Apparently Very Little Difference Exists Between the Electrical 
Wholesaling Business and Others 


By W. R. HERSTEIN 


Vice-President Wesco Supply Co., Memphis 


presented are not intended as propaganda either for 


L SHOULD be distinctly understood that the figures 


or against the position of the 
electrical supply jobber in industry. 
No attempt has been made to show 
that his business is more or less at- 
tractive than that of jobbers in other 
lines or that he is working under con- 
ditions more or less favorable than 
those surrounding other jobbers. 

For my own part, I think the fig- 
ures show, and my talks with those 
furnishing them indicate, that there is 
little difference between our business 
and others. It will be seen that on 
the whole the gross earnings of most 
of the lines selected are fairly com- 
parable with our own. Where these 
earnings are notably higher or lower, 
operating expenses correspondingly 





fluctuate, so that net results are about the same, leaving 


ample opportunity 





for the rewards to be gained by effi- 
ciency in operation. The only striking- 
ly outstanding difference seems to be 
that for an equal area of territory 
covered, the available volume of busi- 
ness in the electrical field is slight 
compared with that of groceries, 
hardware, dry goods, etc., and that as 
a consequence, the net return on in- 
vested capital is much lower, in our 
case, than in the case of these other 
concerns, even though their net mar- 
gin of profit may be lower than ours. 
For example, an electrical jobber in 
a city of 200,000 population, enjoying 
a volume of $1,000,000 per annum, 
may earn two per cent net on sales, or 
10 per cent on his capital. An aggres- 
sive hardware jobber in the same 





Wholesale Automotive 


Wholesale Hardware 


Cotton Rope « and Other ‘Cord- 
‘age.. 13. 


— 





Equipment 
Margin 
Mid. 0. 625s aril ne Ces) ote, MOC 
Brake Linings. ...... 00... 30.5 
Motometers. . Gay ten 
Shop Equipment. 6 ack: <p 
Spark Plugs. . at Male cieeiee ee eee 
| I a ee ee ee ee 
Chains . rae aps od 6 dcnelgiiats 
Bumpers. . : + we ae ee 
Average — Moran. 24.9 
Operating Expenses. . 23.4 
Net Earnings.......... 1.5 
Turnover, per Annum.... 3.4 times 
Losses from Bad Debts... 0.7 per cent 


N arg n 
Pocket Cutlery... ... 25.0 
Flashlights, Batteries, Bulbs. 22.5 
Farm Implements.........:.. 22.0 
Glassware and Queensware.... 21.9 
Auto Accessories............. 20.2 
Stoves and Ranges........... 20.1 
Tools, Hatchets, Axes... . 19.0 
Household Specialties, Refrig 
erators, etc.... . oe 18.4 
Harness and Saddles. ee ee 
Prepared Roofing, Building 
Paper. . 15.8 


Screen Wire. . 
Metal Roofing. . 


11.4 
10.2 


Wholesale Weaken 


Margin 


Cast Iron Soil Pipe and Fi ieee es .0 
Plumbers Brass Goods.... .. 
Wrought Iron and Steel Pipe.. 


Brass Pipe. . 


Enameled leon Ware ‘(Bath 


Tubs, 
Kitchen Sinks). 


Lavatories 


and 


Cast Iron and Malleable ¢ Pipe 


Fittings. . 
Brass Pipe Fi ittings. 


Plumbers Lead Products... 
Cast Iron Heating Boilers.... . 
Cast Iron Heating Radiators. . 


Wholesale Drugs 


Bulk Goods... .. 


Fluid Extracts, Elixirs, Tine- 


tures. 


Rubber and Bristle C Goods. : , 


Stationery. . 

Patent Medicines, 
Formulae. . 

Candy. . 


‘Non- Secret 


Soda F ounts and Fixtures. 4 
Perfumes and Cosmetics . 
Giese Bottles. ..... 2 ......%.. 
Patent Medicines. ........... 
» Sie ae, ee, eee ae 


Chemicals........ 


a 


20. 


_ 
ie.) 
oO 


_ 
i | 
uonuwn 


Margin 
25 


22 
22 
22 


20 
20 
20 
18 
18 
15 
15 
14 


Wholesale Margins in Five Lines 





Lead and Oil cape Soe. 10 
Tobacco... ..... shen 10 
Average enaie.: Ris ao ch, ee 
Expenses... . 16:3 
Net Earnings... 0.9 
Stock Turnover per 
Annum. . . 3.6 times 


Losses from ‘Bad Debts.. 0.4 per cent 


Wholesale Dry Goods 


Margin 

Millinery. ......... sey ee 
Queensware. . 24 
Men’s Hats. . 22 
See... .. 20 
Dress Goods . 20 
ee 20 
Notions...... 20 
Hosiery. . oe 18 
Overalls. 17 
Carpets and Rugs.. 16 
Ginghams....... .. 15 
Linoleum......... 14 
Duck. . Ss ae 12 
Sheetings. . rer 11 
Window Shades. poer 10 
Threads.. AMD eat Bene 10 

Average Margin. 17.6 

Total Expense.. 16.6 

Net Earnings........... 1.0 

Stock Turnover per 

Annum.. a . 3.4 times 
Losses hon Bad Debts. 1.0 per cent 

















‘9°'¢ ‘uNnuUY Jed 49A0UIN] BBBs19AY ‘ques sad [°p] ‘esuedxy [#10] aed Z'g| ‘ursaepw ssoas 

Ll Sl Zbl Szlzt sot L581 91 ‘st 92 I'st 29 L6 6'9T 991 ‘LU WV Lt 

Il ae Sey “él ecto +a as ‘30 060 96€T ‘Ir 0°60 0°40 ‘Or . 7 See 
Il y vl ‘6 Slt 60 29t OO ‘Ol 60 ‘60 7Zzor <4 | ‘OL OCI ‘or am a § 
ZI a is | a it 2st Of ‘Tr a ‘30 «6S tt \sa "OL EEE ‘OT € ar 
91 ‘LY a= = i 624€T £60 ‘ST of “sl ‘0Z “et ‘6l + 8I ‘OT Y 0°02 
60 eer ee | | “Or “60 a ' ce “v0 ae 6 oS Ort 
2 “LT eee Poy ‘6% |8°S@ O'TZ “0@ “0Z ‘9% “Tt 02 “€@ [0° vz 0°02 
| 

\ 


9t 
IT 

It 
el 
st 
It 
(a6 


et ¢ Zl a. ' - +> saspaaayp 
a 810320J] 
S| eke | 
ee ore! sisuUI0jsUueI 
laa jetzezey] eury 
‘bO 7 Oat Ay yooud19y zee 


aoe.  $@an}xLy 
Sunnysry jepazeurui0) 

T€ * $9ANZXLy 
‘ Sulqysry] euspisey, 


gee 2 spavog jeued 
OL “e S9YIBIMG A72jBS 
Ze ‘~“gSUIQzIY pue sexog 
oe OG * UTepeo10g 
<4! 

eT ith yinpuoyd Uol] 
“bl ; “S41 PeteA0d-19qqny 
7 | , SODIAVG BUIIIM 


+ Oowmrtre Oe OM 
a 6 eRe oe Ee 


€Z me —_— ee “t ‘8z 18°St 0 SZ 


wo tan mraonnr om 


ie £4 ‘9% “1% 02 ‘ (o'sz “ST 
‘el “Te ‘80 a) 
SI “Et 

02 2x4 “O€ 
92 ; “Gb “02 
LI “02 ‘9% 
el 4! m4 
el “$t ‘ST 
sl a4 92 
m4 SZ 

1z , ‘T@ 44 
1z TZ “TZ 
&Z a €Z 


‘tI0OO IT «(O'OT 
6l 8 IZ 
vl Sel 
‘Ze 02 
‘OL «66ST 
Ol + €l 
rat “eI 
oz 8 61 
=": 
74 ‘he 61 
| 0°61 


“SZ 0° % 


“Or “SI ‘OT al 7 0'9T 
61 “02 ‘vl q €°6r 
-z “€z Sais ves : O'll 
“Be “bZ “LE tad ‘ 0°62 
zz ‘IZ pa a ai Ss . ‘ZI 
at “St fae a a 
a va vor : Zbl “Or 
6I “GS 44 £6! “vl 
9% “2z ‘Iz ee : “81 > rae Weston : AND Sar ; sie81ey> £1079%q 


IT 
“T% 
co 
i 3 
ee 
“Ol 


I]} SALESMAN 
coooeoece 
ot ad OO, 


} 


Iz -0z ‘ye oo P ST i Mae aang s011033eq g 
Lt “81 bz 1Z : ‘oz Leds . ry so1033eq A1q 
bz “bz bz -9z : te ans : ee $0110} 
~yeg pue sqysry YyseLy 
“el ST 4 | i € 91 Sak sduie] JUs0sepuBsoUy 


eo @ a ee torte ee St 
ormnm~nannwoeonso 


el Il 
Iz 02 
st St 
a. = eR 
91 LY 
” “Se 
"EL the €l 
0Z «00% «2:02 


ST 
t% 
el 
6 
SI 
LT 
SI 
6l 


a 0 el 
02 

“LT b OL 
€T 6 v1 
02 ¢ ‘91 
bt 681 
ST Let 
02 € 81 


‘St 
02 
oT oi “ot ‘ST 7 eS i : : 4 ; ; sad1Aeg SurzeVepy 
80 “eI “LI ‘ST Pong. Por = “he : . Ta digas  soBuey 


I 
€°9% 61 sn : CEO ee ROE, ee eae mes ol Pte Com s9[qe140g 
6 
0 
91 O-LI ‘Cl 61 : “ZI ; j oe gue 
€ 
S 
€ 


‘02 
st 
‘TZ 


fost 
‘SI “Ol \ 6 81 sae ae "- s9uIyoRpy] ZurysemM * 
02 ‘ot L6t : 


> 
Nn 
= 
7 
aa 
a 
© 
™ 
a 
<0) 
& 


xa em Oe oOo OOM 
nwovovt on FT 
—- OnrwnnonNn + 
ononowrn oS 0 


6 
8 
L 
9 
s 
v 
€ 
Zz 
I 


SaX Se2X gON eS9A e89A SPA ESPA ON ON sox eseA eS2A ON “oo gpapnyoun 3481044 
uiB4D yy 00'S 000° 0OS‘Z 000% 0OS'T 00ST 00Z'T 0OZT OOZT O00'T O00'T 000'T 7 *ydOX Man UsDAy SPI 
aBvsszoy iz 0z-—si‘—iSCEC(‘<‘iéCC gt Sst ol &t zI iL ol 6 . L 9 c een oe ee ae 


LIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR' 


E 





‘yuary tod QOL — 29g Zurypag s.aeqqof ‘“sesnoH guo-fju9M J, JO siskjeuy uody/ poseg 


sajIpowuUod Aq sursiey, Stoqqof [es14}92774 


D ON THE B 








“FOUNDE 


























gust, 1925 THE JOBBER'SffJSALESMAN 9 





yn and with the same capital may easily secure a vol- 
ie of $2,500,000, and with a net profit of 1 1-2 per cent 
on sales, earn nearly twice the return on his average in- 
yestment. 

In order to form a basis for comparison, it was. first 
necessary to ascertain the operating income earned on 
our own jobbing lines. To accomplish this, I took the 
figures of our Memphis house, and submitted them for 
comparison and correction to 25 members of this Asso- 
ciation. The majority of these members submitted their 
own figures in return. 

One table presented shows gross earnings on 27 lines 
in our own industry, and the figures are furnished by 
21 different jobbers. A glance at this table will show a 
wide variation of earnings on identical lines. 

The most serious handicap encountered in gathering 
this information from our own ranks was the question of 
freight. Owing to the lack of a uniform accounting sys- 
tem, the figures furnished by some jobbers included the 
addition of freight and those of others did not. The job- 
bers who stated clearly that their figures did or did not 
include freight are indicated by letters “A” and “B”, 
respectively. Those followed by a question mark repre- 
sent my own guess after careful comparison of their fig- 
ures. Strange to say, however, the matter of freight does 
not seem to materially affect the figures, except in the 
case of commodities where the degree of fabrication is 
very slightly removed from the raw material, such as por- 
celain, conduit and boxes. On articles highly fabricated, 
a comparison of gross earnings between different jobbers 
shows little susceptibility to the influence of freight. 

Whether or not the items of cash discount and annual 
rebates enter into the figures, I am unable to say. It is 
possible that extreme variations may be accounted for in 
this way, but I believe it is the common practice to omit 
them from consideration in data of this character. The 
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presence of these factors of uncertainty, I realize, affects 
to a greater or less degree the value of the figures as pre- 
sented, but as before explained, the lack of a uniform 
accounting system makes this disadvantage unavoidable. 

Taking up, now, the figures which I have secured in 
other lines, in addition to seeking information concerning 
gross earnings on the various lines handled, I endeavored 
to ascertain trade conditions and practices in the different 
industries, and I feel quite certain that we share our suc- 
cesses and failures, our trials and triumphs, largely in 
common with these other jobbers. 

The class of jobber (shown in the second table) whose 
business I believe to be most nearly comparable with our 
own, is the jobber of plumbing supplies. This particular 
jobber has a volume of about $400,000 per annum, and 
as nearly as I could judge, has, for several years past, 
shown net earnings of from $10,000 to $20,000 per 
annum. His chief competition is from certain well-known 
manufacturers who operate their own jobbing houses, of 
which there are two in his town. He has no traveling 
salesman, his business being largely local, supplemented 
by such mail orders as his advertising brings in. He, like 
most plumbing supply jobbers, maintains a rather neat 
display room which is at the service of his contractors 
and their customers. 

His principal complaint seemed to be against the type 
of individual known as the manufacturer’s agent, whom 
he described as a considerable pest; and a growing tend- 
ency of his competitors to sell unsafe credit risks by tak- 
ing the owner’s guaranty, which involved increased book- 
keeping work and collection expense. The item of 
wrought iron pipe seems to be the football of the indus- 
try. In carload lots, the manufacturer usually takes the 
business. If fortunate (or unfortunate, if you please) the 
jobber may get the business at 2 1-2 per cent gross profit. 
Asked if he regarded the industry (Turn to Page 100) 





Where Did You Go? What Did You Do? 





Vacation days are here. What does a jobber salesman do on 
his vacation? That is the question. Everybody is interested in 
knowing. Therefore, send in snap shots of yourselves taken 
during this summer’s vacation. Everybody! We will print a 
lot of them. For the most unique one in our estimation we will 


give a $5.00 CASH PRIZE 









Be sure and write your name and the name of your company 
legibly on the back of the print. If it is a group, identify 
yourself in the group. Swimming, fishing, resorting, farming, 
camping, playing with the kiddies, golfing, tennis, entertaining 
the ladies—anything goes that the Post Office will let through. 
Also write on the back of the print “For Vacation Contest.” 
The closing date of the contest is September 15, 1925. 



























































10 THE JOBBER’SfJJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\.” 


“Regular Territory” Salesmen and 
Commercial Lighting Units 


Small and Medium Sized Sales Through the Contractor Total Greater Than 
the “Big Order” Stuff—They Represent an Unlimited Opportunity 


By BELDEN MORGAN 
Mid-West Electric Co., Omaha 


66 HERE’S no two ways about it,” the auditor 

said as he looked over the yearly statement, 

“commercial lighting fixtures made us a lot of 

money last year and the percentage of profit was almost 

the highest of all!” 

How can you, as a “regular territory” jobber’s sales- 
man, develop the sale of 
commercial lighting units 


The third group comprises those sales, small and 
medium sized, with an occasional large one which are 
made through, and mostly because of the efforts of an 
electrical contractor or contractor-dealer, the electragist. 
These sales lack the sensationalism of the “whopping big 
order,” but in the long run their total is probably larger 

than the other groups. It 
should be if the territory 





in your territory? 
Commercial lighting, 
stores, offices, schools, 
show-windows and so on, 
offers one of the most 
profitable and _ generally 
least developed fields to 
the jobber that there is 


money last year.” 






to-day. 

Thousands of lighting 
units are being sold alli 
over the country, yet walk 
down the street of what- 
ever city or town you hap- 
pen to be in to-night and 
you will see within a very 
few blocks how little has 
been done and how much 
there is yet to do. 

Let us analyze, for a 
moment, the means by 
which these thousands of 
sales are made and how 





“PO HERE’S no two ways about 
it,” said the auditor, ‘““commer- 
cial lighting fixtures made us a lot of 


Charlie Smith and Bill 
Brown is responsible 
for a large part of the 
business. But there is 
plenty more left. 


men are taking full advan- 
tage of their opportunities. 

And this is where the 
jobber’s salesman can 
show results. Some of it 
can be done from the home 
office, but the greater part 
is the result of your work 
with Jack Jones and 
Charley Smith and Bill 
Brown. 

Here’s a case that hap- 


Your work’ with 


pened the other day that 
demonstrates this point. 
When the jobber’s sales- 
man called at a contrac- 
tor’s store he noticed a 
clothing store only one 
door away that was doing 
rather extensive redecor- 
ating. One of the first 
questions he asked the con- 
tractor was whether he had 


ae al 








the jobber’s salesman en- 
ters into them. 

Probably a large per- 
centage of them are made in campaigns put on by big 
central station properties, and groups of properties. If 
your company plays a part in these, it is usually taken 
care of by the lighting specialist or someone in the office 
so that the salesman, except in isolated cases, has little 
to do with it. 

In another group are sales which individually run into 
high figures, for big buildings, big schools in large 
cities, etc. The salesman often plays a part in these big 
installations, but most often they are handled by the 
lighting specialist, perhaps with the aid of the manufac- 
turer's representative. Much time and follow-up is needed 
on jobs like these, more time than the regular salesman 
can give. Keeping his eyes and ears open for important 
prospects and reporting them to the office is the sales- 
man’s chief duty in this group. 


approached the other mer 
chant about new lighting. 

“Why, no,” he replied, 
“I suppose he’ll use the old units. He thinks one fixture 
is about as good as another.” 

So the salesman saw a good chance to put something 
across. He took a modern lighting unit and hanger that 
had been sent by his house as a sample. He wired it up 
and put an attachment plug with extension cord on it. 
Then, more or less against his will, the contractor was 
persuaded to accompany him to the merchant’s store. In 
a jiffy the unit was lighted and had the attention of tlic 
man who was paying hundreds of dollars for new paint, 
but who thought his 10-year-old lighting units were ‘“‘good 
enough.”’ Inside of 10 minutes the salesman and the con- 
tractor left the store with a nice order. 

Let your mind run over your territory and estimate tlic 
proportion of your customers that are actually selling 
commercial lighting, week after (Turn to Page ‘7) 
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Let There Be Light 


How a Sales Manager Picked a “Super” Salesman for a Tough 
Job and What the Outcome Was When the 
- Smoke Had Cleared Away 


By THOMAS A. DORAN 


NEW sales manager invariably brings 
A an entire new flock of ideas with him 
when he begins business for a new 
house. It’s a natural enough condition. And 
it’s very human also if the sales manager 
tries to transform things right off the bat. 
Sometimes his pet plans materialize into 
wonder workers, and again, “the best laid 
plans of mice and men aft gang aglee,” but not always. 
And this recalls a certain incident that almost borders 
on the ludicrous, which came about as the result of the 
engagement of a new sales manager by a big electric 
supply concern in one of the largest cities in the east. 

Although the concern employed some first rate sales- 
men, yet they were from the point of view of the new 
sales manager a rather mild and far too gentle aggrega- 
tion. He had been accustomed to what might be called 
a wild bunch in his last place; men full of fight, pep, and 
that anything-goes-to-get-a-sale spirit. 

Immediately on taking charge, the sales manager set 
about to discover problems to solve. Wasn’t there some- 
thing concerning the sales force that required adjusting? 
Wasn’t there a leak in the office end? Much to his cha- 
grin, he was advised that everything was satisfactory. 
The fact was that the firm was an old, well-established 
house that had been doing business with the fathers and 
grandfathers of the present residents. Hence, things 
moved along slowly and, after a fashion, unprogressively. 

But one day the sales manager cocked his ear and gave 
a sigh of relief. There came a chance to make an experi- 
ment. It happened in this manner. Several salesmen 
were swapping stories of difficult sales and failures. The 
junior partner and a number of the office workers were 
listening in when the sales manager augmented the group. 
The story that interested the sales manager most was the 
one the junior partner had to tell. In fact it was related 
for him especially. All the others were familiar with it. 
It concerned an elderly retired builder who lived in a 
large old-fashioned mansion in an exclusive section of 
the city. The house contained 23 rooms. The man was a 
bachelor and had a painful way of living in the past. 
That is, he sort of abhorred everything modern and cared 
only for what was ultra in the early eighties. 

This singular old gentleman kept a retinue of servants, 
most of whom had grown gray in his service; and he still 
sported a vehicle that had horse power for motive power. 
In fact, the only thing in the whole household that seemed 
to belong to the present generation was the telephone. 
That had been installed because the servants required it 
for purchasing the household necessities. 

Gas light was the only form of illumination in this 
wealthy old builder’s great house, and thereby hangs this 
tale. The junior partner explained with great gusto how 
ll his salesmen had been trying for upward of 10 years 





to electrify this old gentleman’s house, o¢- 
without success, Rival concerns had ais: 
been on his track, but he vowed he would 
never install a foot of electric wire. 

The sales manager greeted this bit of in- 
formation with evident delight. “I know a 
salesman,” he said, “who, I swear, could get 
that man to change his mind and put in 
electric lights the first time out.” 

This remark only drew laughter from the crowd. 

“I mean it,’ he protested. “If I could bring Fred 
Beacon here, give him the information you have just 
given me, and allow him full rein, I’d be willing to wager 
that he would have a contract to wire that man’s place 
within 24 hours. I don’t say that he would use the most 
ethical means to accomplish this result, but I would 
guarantee that he wouldn’t do anything that would reflect 
on the house or Jand himself in jail. This fellow Beacon 
is really away ahead of this psychology stuff. He’s the 
quickest one for analyzing and for forming an attack 
that I ever came across in my 12 years in the selling busi- 
ness. He’s is a past master in getting difficult orders. 
He likes to specialize in them.” 

The crowd manifested interest in hearing about Beacon 
but many heads were shaken in the negative manner. The 
president of the company, a very genial man, had entered 
during the sales manager’s talk and, patting the latter 
on the back, said: “I have a prize of two hundred dollars 
for the salesman who can sell this man on electric lights. 
It cannot be done; I’ve tried it myself, and my father 
before me tried it when electric lights were first being 
put on the market. Get your man here and let him just 
try it. I don’t care what method he employs, as long as 
we can stay on this side of the police courts.” 

That marked the beginning of a very interesting inci- 
dent. The concern Beacon worked for was in an ad- 
jacent state, but the sales manager succeeded in getting 
him to come over as soon as he wrote him about the two 
hundred dollars in prize money. A three-day vacation 
from his firm was necessary. 

He got into the good graces of the president as soon 
as he was introduced. It appears he was flawless, and 
had what might be called a trick face. It was capable 
of many instantaneous changes. Somewhat like a protean 
actor’s. 

After getting all the data from the junior partner, he 
asked a few questions pertaining to the old gentleman’s 
politics, health, insurance, religion, etc. On being in- 
formed that he was a very religious man belonging to the 
same church as the president of the company, Beacon 
immediately sought out the president to learn all he could 
about the denomination, its ideals, projects and dogma. 
He found the president ready to give him all the informa- 
tion he could. 
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The next morning, about 10 o'clock, armed with all he 
had learned from the president, and from what he had 
learned from other sources the night before, Beacon 
ascended the dignified brownstone stoop that had basked 
in the sunlight for over 40 years. He yanked the old- 
fashioned bell-cord and waited until a lady came to the 
door. A matronly lady presented herself and scrutinized 
him severely, simultaneously inquiring his business. 

Beacon stated his mission, which was in the nature of a 
religious call, and after several trying moments succeeded 
in passing through the portals. He was escorted to the 
Porley library to wait Mr. Porley who was breakfasting. 
Beacon’s face bore the grieved air of a Quaker, Black and 
white predominated in his attire, which was anything but 
modern appearing. Eventually, Mr. Porley with great 
dignity entered the room and soberly surveyed the modest 
looking individual before him from over the top of his 
gold-rimmed eye-glasses. After stroking his well-groomed 
gray beard, he said, with a very satisfied air: “My good 
man I don’t know what your business is, for I do not 
recollect any engagement made for this time o’ the morn- 
ing. You will have to enlighten me. Beggars, salesmen 
and money-solicitors never get this far, so that speaks 
highly of you.” 

“Mr. Porley,” began Beacon, with a sanctified grimace, 
“T come to you partly as a beggar, partly as a solicitor 
But don’t become alarmed, 
To be brief, 
my mission is of a religious character . I am of the same 
religion as you, working, I hope, for a common end. I 
come to you to solicit, and, if need be, to beg. But for 
nothing more than the good will of a religious man.” 

The old gentleman’s eyes popped with amazement and 
is slim little hands embraced each other with warmth as 
Beacon concluded his introductory remarks. The attack 
was clever and won more than the rich man’s ears. 

Beacon, conscious of the good effect of his beginning, 


and partly as a salesman. 
money is in no way involved in my mission. 


continued. “I represent a newly-organized society of ou 
faith who are banded together for the one unified pur 
pose of seeking better working and living conditions fo 
the downtrodden worker—the servant in the house. Yo: 
know, my dear sir, that there are all sorts of laws, so 
cieties, settlement and uplift movements, and countless 
agitators working for the benefit of every kind of worker 
with the exception of the servant in the house—that un. 
sung and usually unhappy individual who plods inces- 
santly along with no one to raise a hand to smooth the 
way.” 

Mr. Porley was palpably nervous at what must have 
struck him as a highly colored picture of himself doing 
a Simon Legree. There was the vaguest semblance of 
a tear hibernating in his eye as Beacon paused with 
considerable pathos in his voice. The old gentleman was 
about to say something but Beacon circumvented any such 
action by raising his tone a little higher: “Yes, Mr. 
Porley, we of our time-honored sect have incorporated, 
not only to intercede with the law-makers to enact special 
legislature in behalf of these hard-working creatures, but 
also to help along in a personal way, to set as it were by 
our examples an idea] that others beholding will wish to 
emulate. We wish to see all obstacles removed that tend 
to undermine the health and happiness of these individ- 
uals, who by force of circumstances are obliged to gather 
in the wheat for others, reaping but a scant measure for 
themselves.” 

Mr. Porley’s warm heart was palpitating noticeably 
at this dramatic juncture. He was anxious to make his 


stand clear on his own humaneness before his fellow re- 
ligious worker, but Beacon was determined to precipitate 
the climax before allowing his adversary time to recover. 

“Of course I know, Mr. Porley, as a man of religious 
fervor, and material resources, if I may so say, you have 
done all in your power to make easy and joyous the 
pathway of 


servants in this 98 ) 


(Turn to Page 





























“The Attack Was Clever and Won More Than the 


Rich Man’s Ears.”’ 
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What Sales Managers Think 
About 


There Are Certain General Problems Common to All Jobbing Sales Depart- 
ments—Here Are 12 of Them Together With a Brief 
Description of How We Handle Them 


By E. A. LINDQUIST 


Sterling Electric Co., Minneapolis 


of compensating salesmen. At the same time we as regards potential buying power and competition. 


\ \ ) E ARE sold on straight salary as the best basis We make due allowance for the difference in territories 





believe there should be added opportunity for The old order of bickering and misunderstanding be- 
the men to benefit financially tween the sales and credit 
by continual push and extra departments has been out of 


style for so long it seems 
like ancient history. We do 
not make many changes but 
when we do take on a new 
salesman, care is taken to 
start him off right as to our 
credit policy. This  side- 
tracks future trouble. effec- 
tively. 

Our salesman are not 
asked to function as collec- 
tors unless it is absolutely 


effort. Our problem is to 
find a means to keep our 
salesmen always on their 
toes by a system that will 
appeal to them and _ not 
grow stale. 

The answer is a succes- 
sion of ‘Specials’ —paying 
the men a definite amount 
for each article or unit sold 
in a certain line during a 
given period, usually 30 





days. It is surprising how necessary, but when it is, 
much extra a man can earn they “hop to it” with pleas- 
in this manner. It may be Twelve Sales Problems ing success. There is not, 
25 cents on each iron sold Discussed and never has been any 
or a larger sum for major doubt that the man in the 
appliances. It soon mounts (1) Method of Compensating Salesmen. field is worth his weight in 


gold when it comes to a 


up. (2) Handling Salesmen in the Terri- pret ey hte 
elicate credl situation 


These specials are often 





seasonable lines, or may tory. : : — with a touchy or unfortu- 
consist of items which the (3) C o-operation with the Credit Dept. nate customer. 
sale is due to drop at the (4) Salesmen's Reports. No two cases are exactly 
time, such as lamps in July (5) Automobile Operation. alike, One calls for diplo- 
or August. Again the items (6) Hiring and: Training Salesmen. macy of a high order, while 
are those classed as “slow- (7) Backing Up the Salesmen. the next demands firm, ag- 
moving.” This flattens sales (8) Relations of Sales Manager and gressive talk and action on 
curves and stimulates each Customer. the part of the salesman. As 
salesman’s activities on all (9) Manufacturers’ Literature. an example of the latter, 
his lines. (10) Entertainment. here is one characteristic 
The best feature of these (11) Monthly Price List. instance. A _contractor- 
specials throughout the year (12) Sales Meetings. dealer in a certain town was 
is that they give each man efficient and respected, but 








a definite chance to raise his very backward about cash- 
salary, each payday — he ing in on his reputation. In 


doesn’t have to wait until the end of the year. It also other words he missed a lot of things because he hated 
keeps him ranging from one line to another and prevents to ask for them. 


him from unconsciously falling into a rut. In addition, One day our salesman was trying to collect this deal- 
vhile in search of orders on specials, he often runs into er’s past due account. It was bitter cold and the sales 
ther business while stirring up the customers. wan didn’t care to go out with his customer on a collecting 


We travel men in three states. One man has head- tour. Knowing the man’s solid standing he suggested that 
uarters in Minneapolis but goes out to surrounding ter- the amount of our overdue bills be borrowed at the bank 
itory. Another lives in Iowa and takes in part of S. and repaid later when the dealer collected some of the 
takota as well. Another makes southern Minnesota. money due him. The customer wasn’t enthusiastic about 
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the idea, but agreed to do it. 
and saw the president. The funny part was the dealer 
had to be prompted by our man or he would have 
hemmed and hawed his way out without a nickel. “How 
much?” asked the banker. ‘“Oh-er-about $100” was the 
reply. Our man spoke up, “Bill, you know d—d well 
you need $200.” The banker was perfectly willing to 
lend the money and moreover, showed our man by his 
manner that he saw the humor of the situation, Having 
assumed this obligation the dealer became more strict in 
his own collections. 

The only report we require is sent in on a form called 
“Traveler's Blank,’ with spaces for name of town, cus- 
tomer, etc., and any information of importance about the 
account. Naturally we furnish all our men with advance 
information on prospective business and expect them to 
do the same for the office. Outside of this, we are not 
interested in generalities. 

The company buys the cars and pays all expenses in- 
curred in their operation. We believe this is the simplest 
and most efficient system. 

We believe in training men in our organization, but as 
we do not make many changes, cannot give a long list of 
experiments and their results, Men who learn our meth- 
ods and policies by working up inside, have a better idea 
of our business as a whole. It is unfair to send a man 
out until he is thoroughly “primed” and if he graduates 
from stock on up does not have a lot of things to unlearn. 
He knows long before he goes on the street or road that 
there is no deviation from set -prices, methods, etc., and 
finds the work easier for that reason. 

Since a salesman’s chief worry is getting profitable 
business and keeping it, this house concentrates on the 
proper handling of the orders sent in, so as to retain the 
good will created by the man in the field. Prompt ship- 
ment comes first. Any order received by 3 P. M., for 
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They went to the bank 


which the material is available, goes out the same day, 
and not maybe. In addition, we have cut red tape to a 
minimum to give the orders a clear channel. Whatever 
the world may think of slogans, living up to them salvy- 
ages many an order which otherwise would be lost. On 
our acknowledgments of orders is printed: “Service and 
Satisfaction With Every Transaction.” When everyone 
in the house knows that a slogan must be backed by action, 
it improves the morale. 

Every effort is made to promote close acquaintance be 
tween the customers and the house. As this can best be 
done by getting the customer to visit us, we have always 
tried hard to get them in and to repeat the visits. Fur 
thermore, care is taken to show them just how we op 
erate, just what happens to their orders, and how we 
manage our service, 

In visiting customers the sales manager has time to 
get their angles and desires to correct any errors of 
omission or commission and to cement relations. On his 
trips he can aid the salesmen in closing and bringing deals 
to a head. At the same time he has a good chance to 
invite the dealers to visit the house at a definite time. 

When they come, it is equally important to make them 
feel at home. I believe there is a lot in getting a cus- 
tomer in the habit of calling for the sales manager, or in 
his absence, someone else fitted to welcome him, by the 
first name. They are good fellows and like the idea of 
breezing in and calling for “Ernie’’ because it bespeaks 
friendship and informality. The salesmen are urged to 
extend these invitations and of course they are responsi- 
ble for many dealers coming in. 

Every two weeks we send to our whole mailing list 
some piece of literature featuring a live unit or a line. 
In addition we are strong for window trims, circulars 
and direct-mail advertising. Every request from a sales- 


man or customer for circulars, (Turn to Page 98) 
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Dear Folks: 


air and pierce it with a swish. 


add to them 
thing at any cost, this seems to be their creed. 


a frown. 


them into flame, which sometimes leads to bitterness 


to play. 


and do it unafraid. 
~ 


the prefix, please. 





Some folks have blunt and snappy ways of getting things they wish, their language seems to cut the 
They say, “Come here” 
They haven’t learned the wisdom of a finished diplomat. 


They know their word is law and so they lay it roughly down, they give commands in surly tones and 
They look to see their word obeyed with much dispatch and speed; to get a 
The friends they have are mighty few, their manner is 
so curt, and tho perhaps it isn’t meant, it often leaves a hurt. 


The diplomat will get results in quite another way, he knows the game of give and take, and also how 
And those who work beneath his law, will see that he’s obeyed, and find a pleasure in their work 


Diplomacy is what we need to learn and cultivate, right now we ought to practice it before it is too late. 
Not only here where we’re at home but also ’cross the seas, it’s time we learned to give commands and add 
e 


and “Hurry up” and “Do” and “Don’t do that.” 


It fosters fear and discontent and blows 
and deeds of mortal shame. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 




















































































































































































































EASTERN STATES* CENTRAL STATES* WESTERN STATES* 
MARKET PRICES MARKET PRICES MARKET PRICES 
June 15 to General June 15 to General June 15 to General 
COMMODITY July 15 Trend July 15 Trend July 15 Trend 
| & | ob & | 

Transformers, insulators, distribution equipment 1);18] 8] O| @] 0 4;/11] 4] 1]18] 0 Oot Qi Gi Fis 
Poles and pole-line hardware ...............- on S13} OT OTR 2 6{14/ 3} 1;20); 1 1}; 4] 1] 0} 6] 0 
Switchboards and accessories ................:: 4} 9/11] 0] 24] 0 4)/12) 7] 0; 19| 4 A St S11 Ot Fi e@ 
Motors and control apparatus ................. 6|}10] 8] O|@@] 1 8/17} 83] 0/20] 8 3} @t. Ste | 0 
Sally GMOS oa Gib ves se eos n con ke ace wes aaets 20 | 10 3 2} 31 0} 17 9 1 0 | 25 2 5 6 0 1} 10 1 
Witt GUNN 5 eictvn sano cevicwmsess tac meee 15 | 16 2 3 | 25 5} 16} 11 1 1; 18 8 6 5 0 1 | 10 0 
Comdutil GME BVGIOD « 6.5. < cee edisiccecess veese ya nae ced ae 0; 82 1 fad 17 Pins iad hail 0 9 2 0 0} 10 1 
PUSOS caine c's me vine Wee eweseeatensssioncsemaes 10; 19; 4 0 | 33 0 5 | 19 3 0; 27) 0 5 6 0 0} 11 0 
R. CG. i OI vig ev ond Se tse ce dae > ee 15 | 17 1] 18] 15 0 || 14] 12 1}; 16 | 10 1 6 5 0 3 7 1 
Wi Pos on citer are ee ete rereneceeanees 71|15| 10/18] 18 1 6/18 2;10] 15 1 3 4 1 3 | * 1 
ee eT Pe Cee eT eee oe 6 | 24 8 0 | 83 0 5 | 20 2 0 | 27 0 2; 6 3 0; 11 0 
Indwat@iel SOR NEIOOR 66.5 oio-sc.cicciclcnc vc scveecewes 4/)18 9 0} $1 0 3 | 14 7 0 | 24 0 1 5 5 0/11 0 
Commercial lighting units. ............-ee0000- 6} 15 6 0);27; 0 7113 5 0 | 25 0 + 3 1 0 8 0 
Residential lighting units...................... ti SE Gl Ore @ 5|18] 5| 0} 19] 4 BOs 3 6 6 
Street lighting equipment...................... 0/10/10] 1419] 0 2} 6);18}] 0; 21] 0 0; S| S$] Of; 6] O 
Heating SD cccnks conkeacercss cccbas $/14|14] 0/28} 8 1/14} 12] 1) @2] 4 £i si Fi e116) 41 
Motor-driven appliances .,....... coe cccccce 1] 12 6 0; 18 1 0 9; 12 0; 19 2 0 1 6 0 6 1 
Fans... hcde wk cee caw s Gare ee aes ace hee wees 24 6 2 0 | 30 2 || 18 + 4 2 | 24 0 7 3 0 0; 10 

Radio: Gack Ciena okk eees eee mec eaaeeay 0 2} 24 0; 13) 18 1 2; 19 0} 11 9 0 2 a 0 7 2 
Flashlights and batteries. .............-2+0005- 8/15} 6] 0;29;] O}} 4) 18; 4 fell Bd 2/4) 4] 0} 9] 1 
Telephone equipment. ............++++++0000+ 0} $/18] of 16] of 1] 4} 10] OF 14] 1] O} S$} S| oO} 6] o 
x CO ee ere a 3 31 14 0 | 20 0 0 7110 0'15 2 2 1 0 7 0 








“Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla- 


homa and Texas; Central States all between. 
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Rising With the Wave 


Top Men Are Carried Aloft By the Ideas of Others 
By DR. FRANK CRANE 


its fellows only by being on the crest of 
a wave. It is borne to its elevation above 
the common level by the numberless other drops 
under it, rising also. The height to which the 
crest rises depends upon the number of drops 
rising below it. The man- 
ner in which the drop of 
water rises and the way a 
man attains a position of 
eminence in life is in most 
cases similar. 
The more men he gives 
a chance to rise under him 
the higher the head of an 
organization goes. An or- 
ganization becomes a big 
organization in proportion 
to the facilities it offers for 
men to rise within it. A 
capital example of this 
truth is J. C. Penney and 
the Penney Stores. He 
started as a farm boy, be- 
came a storekeeper, suc- 
ceeded and chose his best 
clerk to open another store 
in a neighboring town. 
When it was on its feet he 
picked the brightest clerk 
from its employees to start 
another store in another town. Gradually the 
organization grew, choosing from among its em- 
ployees those who showed the most initiative 
and capacity to take charge of the new stores. 
Now the J. C. Penney Company, with head- 
quarters in New York, operates between six 
and seven hundred stores in the United States. 
Every one of the heads of these stores began as 
a clerk and worked his way up. Penney helped 
good men rise. Starting as a poor boy he rose 
to fortune and influence by building around 
him a group of trustworthy, tried men. He 
took them with him and was carried high on the 
wave. 
Recently a man by the name of H. A. Metz 
offered a prize of one hundred thousand dollars 


A DROP of water in the ocean rises above 





Copyright, 1925 by Dr. Frank Crane. 













































to the man who finds a method of making syn- 
thetic opium. But scientists shook their heads. 
Such discoveries are not made suddenly under 
the stimulus of financial reward. They come as 
the culmination of a growing wave, and if the 
time is not ripe all the money in the world can- 
not produce them. Scien- 
tific men more clearly than 
any other group are de- 
pendent upon the many 
other men whose work 
forms the bulk of the wave 
upon which they are car- 
ried to success. They are 
borne aloft on the ideas, 
investigations and _ small 
discoveries of the many 
nameless ones who pre- 
ceded them. 

George Washington was 
one of the richest, as well 
as the most powerful and 
famous Americans of his 
day. Yet the false teeth he 
wore during his presidency 
were crude, uncomfortable 
prototypes. Any _ poor 
clerk can purchase better 
today. But at that time no 
amount of money, power 
or reputation could have 
obtained better because they were not available. 
It required the cumulative knowledge of a 
myriad experimenters to form the wave upon 
which the modern art of dentistry has risen. 

A man may invent a revolutionary radio im- 
provement and be hailed as a genius. If the 
countless experimenters in the field of wireless 
telegraphy had not formed the great body of 
the wave, there would have been no radio to 
improve. 

Consciously or unconsciously the great ma- 
jority of outstanding successes have risen to 
their place of eminence on the wave formed by 
the rising of other men. One of the greatest 
delusions is that individual advancement is made 
by keeping others down. 
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Pictorial Review of Electrical Developments 


A night air mail plane land- 
ing in the glare of the gigantic 
5,000,000-candle power light 
in the test flight at New York 
landing field. The photo shows 
the powerful wing tip head- 
lights with which the pilot 
picks out mountain peaks and 
obstructions as he wings 
through the darkness.—Kadel 
& Herbert. 


On left: Four headlights mounted on turn-table 
towers, 30 to 50 feet in height, which revolve at 
the rate of six times a minute. Seventy-five of 
these beacons mark the route. 

On right: One of the 5,000,000 candle powe1 
beacons, of which there are 75 on the route of the 
air mail fliers. Also note the wind cone, illumina- 
ted, which gives the fliers the direction of the 
wind. 





After many months of preparation, Uncle Sam 
has lighted the way for the pilots who fly air-mail 
planes in the new overnight service between New 
York and Chicago. All planes are brightly illumi- 
nated and, in addition, 150 beacons of varying 
degrees of brilliancy mark the route of the flyers. 

Left: A lone sentinel. A 5,000,000-candlepower 
beacon, deep in the forest in the Blue Ridge 
Mountains, on the Chicago-New York air mail 
route. ‘This beacon revolves six times a minute 
and is visible 12 to 15 miles. A powerful red light 
atop the beacon warns the pilot that it is not a 
landing field. 
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Street car transpor- 
tation has kept pace 
with modern improve- 
ments in all branches 
of civilization. As the 
flapper is the up-to-date 
model in females, so 
was the hoop skirt in 
1858. Then the street 
car was a_ bob-tailed 
horse drawn affair. ‘To- 
day it is the latest in 
electric power and 
heat. Straw was the 
means used to keep 
warm, in the good old 
days. The saddest blow 
of the old time car is 
the passing of “old 





Dobbin’ who did _ his 

duty well. And then 

the speed of years ago 

was slow and uncertain. 

Today hop on a car and 

on scheduled time you 

will be at your desti- 

; nation. This series of 

q photos was made dur- 

; ; ing a demonstration by 

~ : y the Chicago Surface 
lines of how the “good 

/ old days” in transpor- 


m3 oa % i 
Ye ae - tation compared with 
vr a P today. — Underwood & 
i tial ? Underwood. 
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Here we have the 
latest in transporta- 
tion. Scene aboard the 
new Pan - American 
Limited of the L.&N. 
railroad, which has in- 
stalled a Mohawk 
single control 5-tube 
receiving set with 
head-phones_ in the 
parlor-observation car 
as part of the stand- 
ard equipment of the 
train. This is the first 
time in the history of 
radio that a Pullman 
car has been specially 
designed and built for 
radio installation. 
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Radio again acquired the lime- 
light when the recent earthquake 
in Santa Barbara and surrounding 
country laid low the telephone and 
telegraph wires and shut off all 
communication with the outside 
world. A radio transmitter was se- 
cured and a Radiola Super-Hetero- 
dyne, and not only were dispatches 
broadcast, but suggestions, medical 
help and other advice was received 
by the operators over the Super. 

Photo shows the installation in 
State St., guarded by sailors and 
operated by the Red Cross.—United 
Newspictures. 


the Bagte 
Radio Co. put 
over a_ gigantic 
stunt when it 
threw from a 
plane flying over 
Manhattan and 
surrounding _ ter- 
ritory, yellow 
tickets among 
which were blue 
ones valued at 
$175. Photo shows 
Al. Caperton, E 
J. Craine, and 
Ed. Squires. 


They are talking 
under water now. Iwo 
submarine command- 
ers can hold a telec- 
phone conversation 
far under the surface 
of the sea, thanks ‘to 
a new underwater 
telephone __ perfected 
by Dr. Harvey C. 
Hayes of the U. S. 
Naval Research Lab- 
oratories, Washing- 
ton, D.C. He is shown 
standing by the trans- 
mitter which is being 
raised up from the 
water for inspection. 
High frequency sound 
waves carry the voice 
from one point to 
another, very much on 
the principle used in 
the “old = swimmin’ 
hole” when your chum 
would knock two 
stones together while 
you were ducking 
your head. — Under- 
wood «& Underwood 
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William A. Re Qua 


President, Re Qua Electrical Supply Co., Rochester, N. Y. 
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MEN YOU SHOULD KNOW 


William A. Re Qua, 


Sixty-five stories of “Men You Should Know” have to 
date appeared in THz JopBer’s SALESMAN, and now in the 
sixty-sixth we come upon one that we have long been look- 
ing for—that of a man who long after middle life took an 
absolutely fresh start and with no outside financial assist- 
ance and with practically nothing of his own as a founda- 


President 
Re Qua Electrical Supply Co. 


1915,—when he was just past 60 years of age. Then 
the first letter went out to his circle of friends in the con- 
tracting business. His little $2800 stock of essential 
supplies was bought with money raised on his life insur- 
ance policies. Shelves were built in the cellar of his home. 
He unpacked the stuff himself and arranged it on the 





tion has built up a substantial business. The man is shelves. When the first few orders came in he delivered 
William A. ReQua, president them himself—many times on 
of the ReQua Electrical Sup- the street cars. 

ply Co., Rochester, N. Y. And On the fifteenth of April of 
there isn’t a man in the busi- Courage the same year he moved tu a 


ness who envies him the suc- 
cess that he has justly earned. 

He was born December 31, 
1854 and at an early age went 
to work in a country store in 
Middleburgh, N. Y. For five 
vears he worked there from 
5:30 in the morning until 9 at 
night—the rest of the time he 
had to himself, 

After this strenuous experi- 
ence he moved to Albany 
where he did much the same 
thing in a hardware store for 
another five years. Then he 
moved to Rochester and for 
three more years he remained 
in the retail hardware business. 
Then his former employer in 
the home town induced him to 


man. 





T 60 years of age he started 
life all over with a few hun- 
dred dollars of borrowed capital. 
In the space of 10 years he has 
made. a half million dollar busi- 
ness from a start in a cellar. 
Courage and a profound, ab- 
sorbing desire to be an electrical 
jobber enabled him to accom- 
plish this result, which is without 
parallel in the industry. And 
the arduous, even humiliating 
tasks that he has had to per- 
form have left him, not.a hard- 
ened, but a mellow and a kindly 


little store, 30 by 60 feet and 
the official opening was held 
May tenth. He took on a 
boy. A little later a book- 
keeper - stenographer 
added. 

By February, 1917, he was 
ready to move again—to the 
quarters which he now occu- 
pies at 95-97 St. Paul Street. 
Here he did a business last 
year of well over half a mil- 
lion dollars. 

The business is wholesale 
only. Some years ago Mr. 
ReQua, then doing some retail 
business, decided to push it 
hard. An advertising cam- 
paign was started. Seven or 
eight hundred dollars were 


was 








go back, which proved to be 

an unfortunate experience and after six years he was flat 
broke and had to borrow money to go back to Rochester. 
This was in 1899. With a wife and two children to sup- 
port, he at last got a job with an electrical contractor at 
*6.00 a week. And yet, he says that the Thanksgiving of 
1899 was one of the happiest he ever spent, for he felt for 
the first time he had a steady job with a future. It wasa 
sort of apprenticeship in the electrical business and lasted 
for about five years. 

Along came Eddie Rockafellow, then sales manager of 
the Western Electric Co., in the New York territory, and 
offered ReQua a job as salesman. 

The job lasted six years, advancing from that of a cub 
salesman to the glorified state of having a large territory 
and being expected to touch only the high spots. It was 
during this epoch that he pondered over the question of 
hccoming an electrical supply jobber on his own account. 
\fter pondering he decided. And after deciding nothing 
could stop him from becoming one. And the place he 
s-lected was Rochester. 

But the time was not quite yet. First he went with 
\\heeler-Green, who have for many years maintained an 
civiable position in this productive territory. He was 
tvere two years. 

Then the real business of his life began, February, 


spent boxing in and fitting up 
the windows. In the midst of this he went home one 
night and said to himself: “What am I about to do? My 
contractors are all about me. Some of them within a 
stone’s throw. And here I am setting out to take their re- 
tail business away from them.” 

Next day the campaign was squelched. For a short 
time they filled retail orders where people came in as a 
result of the initial part of the campaign. But soon, up 
went the sign, ‘““Wholesale only,” and it has stayed up. 

There are now 18 employees of the ReQua Electrical 
Supply Co. To say that they look upon Mr. ReQua more 
as a father and advisor than as a boss is a statement that 
can easily be substantiated by anyone who spends a few 
minutes, even, in the establishment. Each is allowed to 
act to an unusual degree on his own initiative and in fact 
knows that Mr. ReQua dislikes giving orders. He says 
he never will forget Eddie Rockafellows’ code of instruc- 
tions—“Billie, there is your territory—go make it!” 

His advice to young men in the jobbing business is to 
“keep up with your reading—trade papers, catalog litera- 
ture and everything that bears on the line in addition to 
general reading.” He mentioned with quite a glow of 
pride the fact that one of his own men had sold his radio 
set because it interfered with his reading. 

Pride of accomplishment! -Re- (Turn to Page 95) 
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Special News From the South 


New Orleans League a 
Business Asset 

Much of the recent rapid progress 
in the development of the electrical 
and radio market of New Orleans is 
due to the solid front displayed by 
the Electric League of that city. With 
great industries coming to the area 
and with tremendous development of 
power production taking 
place, the League is preaching the 
gospel of reaching out for the in- 
creased business in the surrounding 
territory. 

The keynote is to service and mer- 
chandise in such an intensive manner 
as to assure New Orleans electrical 
interests the bulk of the future busi- 
ness in the surrounding territory. In 
this move are banded together the 
power intersts and the jobbers and 
dealers of the New Orleans area. 

The officers of the League are: 
W. J. Aicklen, of the Consumers Light 
& Power Co., president; S. J. Stewart, 
contractor, vice-president, and C, A. 
Disher, Rex Electrical Co., Inc., 


electric 


sec- 
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retary and treasurer. Meetings are 
held every third Monday. Some of 
these meetings are very ambitious 


affairs such as the banquet at the 
Country Club in June. At this meet- 
ing Barney Eaton, president of the 
Mississippi Power Co., gave one of 
the best explanations of the Muscle 


Shoals situation ever heard anywhere. 
* * # 


Mann Opens Greenville 
Branch 

The Mann Electric Supply Co., 
Columbia, S. C., announced the open- 
ing of a branch at Greenville, S. C., 
in an eight page section of the Green- 
ville News on June 28. M. L. Mann, 
the president of the company, has 
been prominently identified with elec- 
trical activities in South Carolina for 
25 years. E. R. Owens, secretary 
and sales manager of the company, 
has been in the wholesale electrical 
business for the past nine years. 

The Greenville branch will be lo- 
cated at 210 River St., and will be 
managed by T. H. Graves. 


Carter Closes Retail Store 

The Carter Electric Co., Atlanta, 
Ga., has discontinued its retail store 
at 63 Peachtree St., and now main- 
tains a_ strictly wholesale policy 
throughout. The first floor of the 
premises mentioned has been leased. 
On the second floor a wholesale fix- 
ture sales room will be installed en- 
tirely for the benefit of Carter dealers, 
who will be protected on every sale 
regardless of whether they bring or 
send the customers. All dealers have 
been directly invited to send pros- 
pects to this sales room where Carter 


specialists will make the sales. 
* * * 


Robertson Opens Branch House 
On July 10 the Robertson Supply 
Co., Orlando, Fla., opened its branch 
at 73 N. E. 24th St., Miami Fla. 
Hugh B. Thrash is sales manager and 
Hugh O. Morton is store manager of 
this branch. Mr. Thrash has been 
with this company for several vears 
and Mr. Morton came from the Mem- 
phis Electric Co. Memphis, Tenn. 












The boys shown here belong to Wesco 
Supply Co., Memphis, Tenn. Left to right 
—B. M. Anderson, C. C. Sutton (note he’s 
crippled. He says: “Whaddya mean safety 
switch, one ruined my foot”); T. B. Hill. 
with Hardluck Sam’s pet monkey; J. FE. 
Crenshaw, Jr., warehouse manager; J. N. 
Crawford, W. C. Landolina, and W. R. 
Holden. In the smaller picture is intro- 
duced Henry R. Victor (left), Trumbull 
representative, and L. D. Rosebrough of 
Wesco. Nothing at all between ’em but 
the good old Wesco shield on the window. 
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WANTED—A JOB 










BOY, 6 years old, wants position with electrical 
dealers. Capable salesman, experienced, pleasing 
personality. No salary or commission required. 
Address Cozy Glow Kid, Westinghouse Electric 
Products Company, Mansfield, Ohio. 





TAKE THE KID ON 


VERYBODY knows the Cozy Glow Kid. 
Take him on in your store this fall. He’ll sell 
Cozy Glows, all right. And he’ll bring with him 
a complete advertising campaign— newspaper 
ads, folders, window cards, broadsides, truck 
signs, bill stickers—everything ready for use. 


Take the Kid’s word for it. He knows about the 
Cozy Glow—how it gives warmth where you 
want it; how it’s easily cleaned and portable; 
how good it is for those hard-to-heat places. 


Give him a job then, and you'll profit by it. Drop 
a note to our nearest office and we’ll tell you how. 
to sign him up. 

Prices 6.50 to 9.50 


Westinghouse Electric & Mnnufacturing Company 
Merchandising Division 


Mansfield Works 
Sales Offices in All Principal Cities 
the United States and Foreign Countries 





Westinghouse 
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Another Lamp Contest For 
Carter 

A second annual lamp contest has 
been started by the Carter Electric 
Co., of Atlanta. Every agent will 
have an equal chance regardless of 
the size of his territory. 

All towns in which agents are lo- 
cated have been divided into four 
groups, according to population, and 
placed on a 100 per cent, 38} per 
cent, 20 per cent or 10 per cent basis. 
Thus, an agent in group 1 who signs 
up $1,000 worth of ““E”’ contracts will 
have the same number of credits as an 
agent in group 2 who signs up 
$333.33 contracts, an agent in group 
3 who signs up $200 worth and the 
fourth in No. 4 with $100 worth of 
business. 

Under this plan it is believed that 
the agent in the smallest town will 
enter into the contest with as much 
interest and the same chance of 
winning as those in Atlanta or other 
cities. 

Three prizes are offered this year 
as follows: First, free trip to Edison 
Lamp Works School, Harrison, N. J., 
August 8 to 8 inclusive. 

Second, 15 Stone Mountain Me- 
morial half dollars. 

Third, 10 Stone Mountain Me- 


morial half dollars. 
x * x 


Write the Shorthand of 
Merchandising 

An order, whether sent in by sales- 
man or customer, should specify 
clearly and definitely what is wanted. 
Otherwise it is necessary to hold it 
up until an understanding is had, or 
else guess. And the order clerk never 
won a guessing contest in his life. 
However, we have all sacrificed some 
good time and profit in guessing. 

There are just two ways of writing 
an order correctly—either give com- 
plete detailed descriptions, or use cat- 
alog numbers. To abbreviate is dan- 
gerous, because no two persons under- 
stand abbreviations alike. Imagine 
the task of fully and correctly de- 
scribing every item on an order, yet 
that is what we ought to do if we 
don’t use catalog numbers. Why not 
get the habit and use catalog num- 
bers? They are the shorthand of mer- 
chandising. Everybody understands 
them. No one has to be a master 
electrician or master guesser to fill 
an order or send a bill. The office 
boy can go to the stock room and 
get a G E 241 snap switch, but send 





him for a five-ampere, 125-volt, single- 
pole, closed, base, indicating snap 
switch—and wait! 

Let us realize the fact that we are 
engaged in essentially a merchandis- 
ing business. We are selling things 
thought out by the manufacturer and 
presented to the public ready for use. 
These things are all described in cata- 
logs everyone has and identified by 
numbers which are also marked on 


the goods. This merchandise is han- 
dled time and again before it is actu- 
ally used on the job, by persons un- 
skilled in the mysteries of electricity. 
Suppose our customers and ourselves 
hired for every department only those 
who were electrical experts? Where 
would the profit be? It is absolutely 
essential that a large part of the help 
be trained for merchandising and not 
to be master electricians or engineers. 





5 








This group constitutes a standard package of assorted types from the Sunny 


South. 


No. 1.—These folks operate the supply end of the Western Electric branch in 


Nashville, Tenn. Left to right, they are: 


C. W. Sanders, counter; M. H. Harrison, 


counter; W. E. Crockett, stores department; Miss Ruth Cullom, stenographer; C. S 


Powell, manager, and Ed. Duvall, porter. 


No. 2.—Showing how neatly a New Orleans cop can apply the hair tonic, at the 
same time frisking the well-known hip. The innocent (?) victim is J. H. Braselton, 


of Wesco Supply Co., New Orleans. 


No. 3.—W. M. Hannah, vice-president of the James Clark, Jr., Company, Louis- 
ville, Ky., deserved a better picture for the trouble he took, but this will do in 4 


pinch. 


No. 4.—Miss Antoinette Casey, of the Southland Electric Supply Co., Louisville. 
Ky., (center) is showing Miss Maxine Barret (left) and Miss Florence Boss Meyer 


(right) just how Hardluck Sam’s trained monkey does his stuff. 


kind of posing. 


“Jacko” likes this 


No. 5.—The new home of the Gilham-Schoen Electric Co., Atlanta. It’s, as pretty 
inside as out, too—lots of space, new furniture ’n’ everything. 
No. 6.—Pretty fair posing for Saturday at closing time, when everyone was “rari! 


to go.” 


A group from the Tafel Electric Co., Louisville, Ky. Left! to right: 
iLink; Jack O’Brien; W. H. McKinney; C. J. Narz, and B. O. Folsom. 


mC. 
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NEW YORK, 342 Madison Ave. 





remem 


a ay ae Te 


The electrical industry has been 
growing like the family of a guinea 
pig. House wiring has not kept 
pace with this growth and the sales 
of household current-consuming de- 
vices are considerably hampered by 
lack of sufficient outlets from which 
to operate them. To progress we 
must stimulate better and more ade- 
quate wiring. 

Bryant’s part in this effort is to 
show the electrical fraternity certain 
ways and means of making wiring 
better. This we shall do by publish- 
ing a series of advertisements in 
“Electrical Merchandising” ampli- 
fying them with complete printed 
explanations which will be mailed 
upon request. The series will be 








very complete and we hope it will 
be valued for the ideas it offers. 


The Jobber’s Salesman’s part is 
to read these advertisements, send 
for the printed explanations and to 
talk them over with the trade. 


There is wiring business in these 
ideas and suggestions and wiring 
business brings orders to Jobber’s 
Salesmen and to us. 


We can toss this pebble of an idea 
into the electrical pond and you, Mr. 
Jobber’s Salesman, can carry its in- 
fluence in ever widening circles to 
all parts of your commercial sea. 
Between us we can start a ripple 
that will develop into a wave we both 
will benefit by. Suppose you start 
the wave by looking up the Bryant 
ad in August “Merchandising.” 


“A Superior Wiring Device for every Electrical Need ’’ 


THE BRYANT ELECTRIC COMPANY 
1421 State Street, Bridgeport, Conn. 


CHICAGO, 844 West Adams St. 





SAN FRANCISCO, 149 New Montgomery St. 
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It behooves us then to write in a lan- 
guage we all understand. 

It is certainly the duty of the cus- 
tomer, assisted by the salesman when 
necessary, to apply the catalog data 
to his needs and write the result in 
catalog numbers on his orders. It is 
doubly the duty of electrically trained 
salesmen and clerks to use catalog 
numbers so that the rest of the force 
won’t have to guess. 

Let’s all get the habit, speed things 
up and cut out errors. 

L. P. Frexp, 
OrperR CLERK, 
NATIONAL ELECTRICAL Suppty Co., 
WasHINcaTon, D. C. 
* * * 


New Orleans Takes Fall Out 
of Summer Slump 

The jobbers and dealers of New 
Orleans have been and are doing a 
wonderful job of overcoming the sum- 
mer radio slump, and there are no 
“maybes” about it. The reasons are: 
Judicious advertising on the part of 
all concerned, the energetic and effi- 
cient operation of the city’s latest 
broadcasting station at the Maison- 
Blanche, and lots of hustle and co 
operation on the part of the jobbers’ 
salesmen and their dealers. 
fact 
while active, are not forming the bulk 
of the 
going strong. 


One sig- 
nificant is that portable sets, 


business. The big sets are 


* * * 


Davenport Goes With South- 
eastern 

The sales force of the Southeastern 

has been strengthened by the addi- 

Davenport, for- 

He is 


located in the Nashville territory and 


tion of George E. 
merly with the McGraw Co. 
while he has been in this territory 


All Electrical Interests 





The mines of Jefferson county and ad- 
joining counties in Alabama are called 
upon regularly by G. V. Hawkins of the 
Matthews Electric Supply Co., Birming- 
ham. He was transferred to this work 
from the city sales department about six 
month ago and his sales manager. M. G. 
Williams, reports that he is making satis- 
factory progress. 





only a few weeks he has been making 
friends for himself and the 
company. For the present, and until 
he brings his family south, he will 
be located at the Savoy hotel in 
Nashville. 


many 


* * * 


Holt Increases Organization 

The Holt Electric Co., Jackson- 
ville, Fla., has added two new men to 
its sales force. They are C. Hail and 


A fe c. Kallow. 





Representative Group From 
Columbia 


The photograph shown is particu- 
larly interesting because it is rep- 
resentative of the electrical trade of 
Columbia, S. C., almost as a whole 
at a recent League dinner. We have 
in this photograph, which was sent 
through the courtesy of O. R. Lail, 
merchandising division of the West- 
inghouse Electric & Mfg. Co., F. K. 
Woodring and J. W. Riser, represent- 
ing the Columbia Gas & Electric Co., 
and M. L. Mann and W. L. Perry. 
Mr. Mann owns and operates the 
Mann Electric Supply Co., Westing- 
house agents-jobbers, throughout 
South Carolina, while W. L. Perry 
owns and operates the Perry-Mann 
Electric Supply Co., General Electric 
jobbers throughout South Carolina. 


The contractor-dealers 
were represented by about 15 very 
successful members. 


Mr. Woodberry and Mr. Kraft, also 
Mr. Lail were present at this meeting, 
the three representing the Westing- 
house Elec. & Mfg. Co. Mr. Wood- 


berry gave a very interesting talk on 


electrical 


insulators. 


Other men present, not named 
above, were: C. H. Arndt, J. H. Bur- 
rell, E. B. Cantey, E. L. Cashion, W. 
C. Easterling, Benj. Green, J. A 
Hancock, W H. Harth, P. H. Jamie- 
son, I. M. Keels, M. W. Keels, W. 
B. Meek, C. M. Munson, R. G. Mc- 
Creight, S. C. MeMeekin, E. R. 
Owens, W. M. Perry, W. S. Rogers, 
J. H. Romanstine, W. M. Shannon, 
M. P. Turner ,Alfred Wallace, J. B. 
Webster, J. L. Weeks, Jr., W. B. 
Wells, R. H. Worrell, H. L. Miller 
and F, O. Sholenberg. 











in Columbia Represented Here 
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P&S ALL-PORCELAIN RECEPTACLES 


Fifteen 

New 

Porcelain 
Devices 














Send 

for 

P&S 870—For Side Wall Complete 
Showing Surface Box as a Suggestion Lzterature 


Deep Recessed Back Receptacles 


For All Loom and BX Type Surface Boxes 


For Switch Boxes. For 314%"’ and 4’’ Deep Boxes 
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P&S 869 Sectional View Supporting Screw Gauge P&S 871 
For Ceiling Recess 4144” Wide in Each Carton Keyless Type 
214” Shade Holder and 14%” Deep Saves Time and Guesswork 214” Shade Holder 


The Porcelain Shade Holders and Covers will not Change Color 
Rust, Tarnish or Lose thecr Luster 





PASS & SEYMOUR, INC, SOLVAY STATION, SYRACUSE, N.Y. 
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Co-operative Range 
Demonstration 
An idea for co-operative work on 

the part of dealers that any jobber 
perhaps could promote to advantage 
many times a year where conditions 
are right, was worked out at Roanoke, 
Va., recently. An unusual situation 
confronted the Westinghouse range 
dealers when it was learned that the 
annual food show was to be held 
there. Several of the electrical mer- 
chandisers wished to demonstrate at 
the same time and it was not desirable 
to have several demonstrations of the 
same range at the same exhibit. 

It was suggested by C. H. Russel 
of the Westinghouse Richmond office 
that they co-operate and hold a joint 
exhibition whereby they might all 
profit and also share the expense. The 
plan was readily accepted and a co- 
operative demonstration was put on 
that involved not only the two dealers 
who requested the demonstration, but 
two other range dealers were invited 
to participate. 

The electrical dealers who entered 
upon the co-operative plan were the 
Kalon Electric Co., Engleby Electric 
Co., Wingfield Electric Co., and the 
Jefferson Electric Co. Each of the 
companies was assigned special tasks. 
For instance; the Wingfield Electric 
Co. was to arrange for newspaper ad- 
vertising and the Kalon Electric Co. 
was to get the supplies for the dem- 


onstration. The other dealers were 
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The Western Electric Co., Birmingham, Ala,, comes to bat with the following: 
Left to right—J. S. Shaw, manager; J. W. Harris, J. R. Feeney, Ed. Mahon and 


J. A. Taylor, road salesmen. 
names go. 


Mahon is the only one with a “J” complex as far as 
Otherwise he is all right and belongs to the crowd. 





It was arranged that each dealer 
should be responsible for one day of 
the demonstration week with the ex- 
ception of the opening and closing 
days, when they should all be in at- 
tendance. To make the display 
doubly interesting and also attract 
crowds to the booth, every prospec- 
tive range buyer was given free a 
chance to win the daily prize of a 
Westinghouse automatic iron. 

The co-operative plan resulted not 


re .QUSE 
PuEcTRIC RANGES: 
a ee 








Co-operative Range Demonstration at Roanoke Food Show 


assigned similar tasks and in this 
manner every angle of the demonstra- 
tion was efficiently covered. 


only in a bigger and better exhibi- 
tion but brought about a closer har- 
mony between the range dealers. 


Central States Will Move 

President E. F. Hardey of the 
Central States Electric Co., Kansas 
City, Mo., announces its removal in 
October from 1414 Grand Ave. to 
1709 Locust St. Chief among the 
reasons are more room, better ship- 
ping and loading facilities, and the 
important question of parking for cus- 


tomers. 
* * ** 


Jobbers Prominent in the 
Association 

E. C. Graham, president of the 
National Electrical Supply Co., Wash- 
ington, D. C., has been elected presi- 
dent of the Board of Education there. 

S. C. Greusel, G-Q Electric Co., 
Milwaukee, was elected a director of 
the National Association of Credit 
Men at its recent meeting in Wash- 
ington, D. C. 

Perry R. Boole, G-Q Electric Co.. 
Milwaukee, has been elected president 
of the new Electrical League of that 
city. 

* * ” 
Western in New Quarters at 
Salt Lake 

The Western Electric Co., Salt 
Lake City, Utah, is now located in its 
new quarters at 167 West Second 
South. Extensive improvements and 
additional space allow for an_ in 
creased business. J. M. Perlewitz is 


manager of this branch of the West 
ern Electric Co. 
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Said a 
Dictaphone 
Representative— 





“T have never had to 
replace a length of | 
Super Service Junior” 


“It is the greatest single accessory improvement that 
the Company has given us since the Dictaphone was 
perfected. It has eliminated the service problem on 
the cord. I have never yet had to replace a length of 
Super Service Junior.” 





The answer lies in the outer wall of rubber that pro- 
tects the conductors in all Super Service Cords. It 
has been vulcanized, in steel molds, under tons of 
pressure. It comes out of this process, tough, dur- 
able, non-kinkable, ready for years of wear. Water 
proof and oil resistant, its glistening black surface can 
be restored at any time by wiping with a cloth. 


If you are manufacturing an electrical appliance, | 
Super Service Junior Cord offers your salesman an 
additional selling feature, and relief from all cord 
servicing. Write today for a price list and detailed | 


information. 


Rome Wire Company 
5 U Pp E R G E RVI Cc E Mills and =xecutive Offices: Rome, N. Y. 





t 





Diamond Branch: Buffalo, N. Y. 


Chicago 
New York Boston 
50 Church St. Little Building 14 E. Jackson Blvd. 


Los Angeles 
Detroit Cleveland J. G. Pomeroy, Inc., 
25 Parsons Street 1200 West 9th St. 336 Azusa St. 
San Francisco—J. G. Pomeroy, Inc., 51 Federal St. 
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Wesco’s Handsome Sign 


Wesco’s Walls Tell a Story 


Advertising space almost anywhere 
nowadays has a definite value. The 
accompanying photograph shows how 
the Supply Co., Memphis, 
Tenn., makes good use of its outer 
walls for billboard display. The pic- 
ture was taken from a bridge a few 
feet from Madison and Lauderdale 
Sts., where crosstown traffic is heavy 


Wesco 


enough to make the space valuable. 
The signs are changed every few 
months, tying in 
goods or national advertising cam- 
paigns, such as the G. E. Wiring Sys- 
tem now being heralded far and wide. 
Note 


with seasonable 


The signs are lighted at night. 


the snappy message, made so as to 
catch the eye and at the same time 
be quickly grasped by people passing 
in street cars or autos. This fall radio 


and lamps will be featured. 
* * * 


Cabell-Irby Changes Name 

At a meeting of the stockholders of 
the Cabell-Irby Co., Jackson, Miss., 
on June 15 it was decided to change 
the name of the corporation from the 
Cabell-Irby Co. to the Cabell Electric 
Co. Mr. Irby, who was formerly 
vice-president, sold his interests in the 
business to other stockholders nearly 
a year ago and has not been connected 
with the company since that time. 





NO 
live News 


C About 
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a 
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The 
North Seventh St., Philadelphia, has 
added two new men to its staff— 
George Harding and H. S. Bryson. 
Mr. Harding formerly represented S. 
Robert Schwartz & Bro. of New York 


and will now serve as a specialty man 


Franklin Electric Co., 


for Franklin. Mr. Bryson will de- 
vote his entire time to the propagation 
of Hamilton-Beach vacuum cleaners 
in the Philadelphia territory. 


Day .Ford, formerly with the Elec- 
tric Wire Supply Co., is now with 
the Independent Electric Co., Mus- 
kegon, Mich., traveling Muskegon and 
surrounding territory, while Clare 
Ackerman, also added recently, covers 
the north territory—nice team. 


A. R. Muehleisin formerly with the 
Sterling Electric Service Co., Cleve- 
land, has joined the sales force of the 
Elliott Electric Co., Cleveland. 

S. P. Larsen, whose address is 1911 
Oneida St., Appleton ,Wis., has re- 
cently entered the employ of the G. Q. 
Electric Co., Milwaukee, as salesman. 

W. Earl Coon will cover the Massa- 
chusetts territory for the Hinsdill 
Electric Co., Troy, N. Y. This com- 
pany is now issuing a house organ 
called ‘Hinsdill’s Hints.” 

The North Coast Electric Co., Seat- 
tle, Wash., has transferred Fred C. 








T. B. Cabell, president of Cabell Electric Co., Jackson, Miss. 
(formerly the Cabell-Irby Co.), watching the start of his new 
building on South Farish St., which he expects to occupy in 


November. 


and light. 





It will be 135 ft, deep, two story with provision for 
one more; loading platform on the railroad track, lots of room 
The other picture shows on the right Miss Frances L. 








least 40 per cent. 


selle.” 





(Onie) Moak, secretary of the company. 
tions is highly praised by the company, it being stated that sh: 
has increased the efficiency of this important department by a 
With her is Miss Norma Broutin, best de 
scribed as: “Une Tres Jolie Et Plaisant Francaise Mademoi 


Her work on collec- 
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$50.20 for a Name 


Scribble it on a post-card. Mail 
it in before September Ist. The 
Jobber’s Salesman who suggests the 
best name for this new Cora Glass 
commercial unit will be paid Fifty 
Dollars. 


Mr. P. B. Zimmerman of National 


2354 Line of Cora Cased Glass 


Lamp Works of General Electric 
Company, S. G. Hibben of Westing- 
house Lamp Company, and Howard 
Ehrlich of Jobber’s Salesman will 
be the judges. Your suggestion 
must be in by Sept. Ist. For your 
information, the 


is original and distinguished in design, very efficient, and has the 
soft, glareless brilliance so desirable in commercial lighting units. 
Cora Cased Glass consists of strong clear crystal glass with a 
transluscent white lining. This lining is less than 20% of the entire 
thickness. The combination known to the trade as ‘cased glass” 


assures maximum strength and low absorption. 


We believe that 


Cora Cased Glass is the finest glass of this type made. No. 2354 


line of Cora Cased Glass is 


Consolidated Lamp & Glass Company 


WN 


CASED 
GLASS 


CORAOPOLIS, PA. 


Vban. 


CORA 


SOLD ONLY THROUGH JOBBERS 


Let us send you data 
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of atwo-color 
series in the 
Saturday Evening 
Post 
7,000,000 
will see it / 


GENERAL 
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new selling points 


HE man who builds a house knows 

what a furnace looks like. For years, 
advertising has been teaching him how to 
buy roofing and plumbing. But he never 
thought about his electrical wiring—and the 
contractor’s one big selling point has been 
price. This often meant skimping the job 
to meet a low price bid. 


Now when you go out to sell quality ma- 
terials to a contractor, you bring him a 
new selling point, and a new profit oppor- 
tunity. The G-E Wiring System campaign 
_ in the Post is teaching the public the im 
portance of installing Quality wiring. Take 
this story to every contractor. It will mean 
more jobs and more profit for him—and 
more sales for you. 





WIRING SYSTEM 


~for lifetime SCVOICE 


Convenience and 
Strength ! 
The wide ears on the G-E 


wall switch mean easier in- 
stallation and more secure 
mounting. They lie flat on 
the plaster, and regardless 
of the position of the out- 
let box, absolute alignment 
is assured. 

This is just one point in the 
long list of quality points 
that every contractor 
knows. They make GE 
wiring materials easier and 
quicker to install—and they 
mean lifetime service. 


































ELECTRIC 


BRIDGEPORT, CONNECTICUT 


46-17-A 
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new selling points 
















HE man who builds a house knows 

what a furnace looks like. For years, 
advertising has been teaching him how to 
buy roofing and plumbing. But he never 
thought about his electrical wiring—and the 
contractor’s one big selling point has been 
price. This often meant skimping the job 
to meet a low price bid. 


Now when you go out to sell quality ma- 
terials to a contractor, you bring him a 
new selling point, and a new profit oppor- 
tunity. The G-E Wiring System campaign 






Strength ! 
The wide ears on the GE 









in the Post is teaching the public the im 
portance of installing Quality wiring. Take 
this story to every contractor. It will mean 
more jobs and more profit for him—and 
more sales for you. 










WIRING SYSTEM 


~for lifetime SCVOUCE 


wall switch mean easier in- 
stallation and more secure 
mounting. They lie flat on 
the plaster, and regardless 
of the position of the out- 
let box, absolute alignment 
is assured. 

This is just one point in the 
long list of quality points 
that every contractor 
knows. They make GE 
wiring materials easier and 
quicker to install—and they 


mean lifetime service. 


















ELECTRIC 


BRIDGEPORT, CONNECTICUT 


46-17-A 
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Phillips from Tacoma to a road ter- 
ritory at Seattle. 

S. Rabin and B. 
new salesmen taken 
Frost, New York. 

Clement F. Versfelt has been em- 
ployed by the East Coast Electrical 
Supply Co., New York, as a salesman. 

The Rumsey Electric Co., Philadel- 
phia, Pa., has taken on a new salesman 
in the person of C. A. Dillon. 

Three new men were taken on by 
Shepherd-Fluherty Electric Co., Bal- 
timore, Md.: L. W. Alder, formerly 
with the National Electric Co., Wash- 
ington, D. C.; J. G. Petrick, better 
known as Joe, who previously was 
with the Carroll Electric Co., Wash- 
ington, D. C., and Al Gier. The first 
two men will act as house salesmen 
Al will function as* a counter 
store salesman. C. C. Vogel formerly 
with the Chicago Fuse Company, is 
also in the same organization. 

The Terry-Durin Co., Cedar Rap- 
ids, Iowa, has employed C. Y. Shrimp 
Mr. Shrimp 


Morris are two 


on by Samuel 


while 


as a new radio specialist. 
will handle radio only. 

S. Y. Lakin, of United Electric 
Supply Co., Salt Lake City, Utah, is 
emjoying his honeymoon trip in Cali- 


fornia and the northwest. 
* * * 
Ross D. Cummings _Infests 
Texas 
W. M. Goodwin, sales manager of 


the S. W. G. E. Co., appeared to be 
enjoying his private office in which he 


now has a new 8 in. fan installed, 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN 


“= 





THE INDUSTRY.” 


a 





Feast your eyes on Western Electric Co., Memphis, Tenn., with a new manager 


‘n’ everything. 


Left to right: M. B. Menne, formerly with the St. Louis house; 


O. B. Chandler, manager; Miss Marvel Peterson (just like a girl—worrying about her 


Lair); M. E. Hobgood and C. N. Newbill. 


(Lay off that name, now!) 





quite an innovation in grand old 
‘Texas. Bill allowed as how business 
was fair, said Claude Heiser had 


closed a couple of “high line” jobs 
the past week totaling over $150,000 
and We inquired if this 
was a weekly occurrence with Claude, 
but his boss refused to commit him- 
self! Abe Skelton recently annexed 
a nice young deal in Oklahoma for a 
complete appliance stock with one of 
the big power syndicates just entering 
the merchandise end of the game. We 


no cents. 








This is what is known as a “splendid aggregation.” 


same size—small waist lines, handsome, intelligent. 
to introduce the gang of the Interstate Electric Co. of Birmingham, Ala. 


They are all practically of the 
This bit of applesauce will serve 
Taking 


them from left to right: Front row—R. Merrill, W. F. Baumgardner, G. T. Walker, 
J. W. Hale, L. B. Neuburger, manager, electrical department; B. S. Weil, S. G. 


Neuburger, manager, automotive department. 


Rear row—F. S. Staggs, C. A. Alfsen, 


R. D. Reid, T. W. Mayberry, R. J. West, T. J. Gainer, B. B. Pierce, C. A. Watts. 








peeked into a lot of private offices 
in the S. W. G. E. fine new building 
and said hello to a lot of old friends 
whose names we would mention were 
it not for the innate modesty and ob 
jection to publicity which is a fault 
with so many Texans. We will men- 
tion that Fred Weaver seemed to have 
plenty of his old time pep. 





From there we roamed over to the 
Western Electric office and found 
Claude Matthews out on the coast 
somewhere, attending a convention of 
some kind, we understand. R. W. 
Van Valkenburg, district manager of 
the W. E. Co., gave us a short inter- 
view. Said he had recently opened a 
branch store at Duval and Hackberry 
Sts., San Antonio, in charge of J. E. 
Lowrey whom we remember as some 
hot stuff when he used to travel west 
Texas. F. G. Caldwell, manager of 
the W. E. Houston branch, had just 
returned from a trip East calling on 
the different suppliers after the Hot 
Springs convention. Mr. Van also 
told us that Claude Matthews was 
touring around in Vancouver, B. C.. 
after his trip to the N. E, L. A. and 
inspecting how poles were made, ete. 
We don’t know how much information 
Claude can add to what he did know 
about poles, etc., but will guarantee 
he knows everything about ’em now. 
Saw George Chesnut and Stanley 
Zercher hustling hard in the nice cool 
weather and also found that Miss 
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LAMP GUARDS 

















~~ 











LS 





|FLEXCO-LOK | 





<4 Points Have Sold Them to Hundreds of Plants This Year 





records show them this. 


The idea that a guard costs 
less than a lamp is a simple per- 


Suppose you question the 
buyer for a plant which is a 
prospect for lamp guards. 

“By the way, what was your 
replacement in lamp bulbs last 
year?” 

Breakage, unauthorized _re- 
moval and theft often run up to 
20% a year and over, but most 
buyers are surprised when their 


cut off guard, socket and all. 
This last class is rare and a 
guard can’t stop him. But 
FLEXCO-LOK stops the 
rest.” 

“Yes, but we have been put- 
ting in Mill Type Lamps lately. 
Which is your guard for?” 

“For both types—and for 
your standard brass and weath- 
erproof sockets. This guard fits 
tight whether there is a single 
or double shade holder ring on 
the socket.” 





suasive point in this connection. 


The buyer may ask—“What’s 
to prevent them from taking 
guard and lamp, too?” 


The answer is: “The FLEX- 
CO-LOK Guard is theft proof.” 


“Yes, but is it actually theft proof?” 


“Without special tools, yes. A tool can be 
made that will open the guard—but without 
such a tool they are theft proof.” 

“There are FLEX CO GUARDS, of 
course, that lock with a plain screw. But the 
locking guard costs just a shade more. 

“You see, there are three 
types of men who take lamps. 
First, the fellow who slips one 
out of an exposed socket to use 
somewhere else, or take home, 
but who would not bother to un- 
screw a guard. 

“Second, the fellow who will 
take off an ordinary guard or 
get the best of a locked guard 
just for sport if possible, to get 
the lamp. 

“Third, is the fellow who will 





Mill 1 Type 





4698 Lexington Street 


Now—maybe these points hit 
you and maybe they don’t. If 
there weren’t more than one 
way to sell, 
much salesmanship. 
points have sold hundreds of 
buyers this year. 





Portable 
Reflector 
Type. 


Flexible Steel Lacing Company 








there wouldn’t be 
But these 


Regular 
Portable 
Type—also 
made in 
Mill Type. 


The new lower prices gave 
the FLEXCO and FLEXCO- 
LOK line an advantage. 

Our own regular salesmen 
are selling lamp guards to buy- 
ers every day — placing these 
first orders through our jobbers 
and directing repeat business 
through the jobber. 

The line is practically com- 
plete in thirty-four numbers. 
Except for a few obsolete sock- 
ets and extremely large globes, 
it meets every condition. 

If you are not pushing 
FLEXCO and FLEXCO- 
LOK Guards as the finest line, 
do so. Investigate through your 
house or write direct for data 
and sample. 


Chicago 
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outlet plug. Highcapacity.Small 
size and properly designed to fit 
under shades. Lasts a lifetime. 
Formerly sold at 75c—Now60c. 










































HEMCO TRIP-LITE—The 
three outlet plug. Outlets spe- 
cially threaded to take standard 
screw or clamp type shade hold- 
er. Formerly sold at $1.10— 
Now $1.00. 





[i 











HEMCO TACH-LITE—The 
side outlet plug. Allows lamp to 
be used in vertical position. Out- 
lets, as shown, threaded to take 
any standard screw or clamp 
type shade holder. Formerly 
sold at 75c—Now 60c. 


'S 
Pvc I 


| ~* 


















HEMCO TEE-PRONG—The 
piue for flush (wall) receptacles. 

rovides two slotted outlets to 
take any standard parallel blade 
attachment caps. Very small 
size —neat and unobtrusive. Sold 
everywhere at 50c. 

Vv Vv Vv 
HEMCO TEE-LITE—Similar 
in design to the Hemco Tee- 
Prong, except that standard 
screw shell outlets are provided 
instead of slots. Takes any 
standard attachment plugs. 
Formerly sold at 75c—Now60cr 


HEMCOTWIN.LITE—Double 





NEW 


Rapid 
= Profits 
tising 


Hemco has reduced prices! That means thousands 
and thousands of additional sales—starting NOW! 


Hemco Plugs have been sales leaders—more than 
a million annually passing over the dealers’ coun- 
ters—and this at a price higher than competition. 
Superior quality, honest policies, and energetic sell- 
ing cooperation built many friends and heavy sales. 


And now tremendous production makes pos- 
sible new low prices. Turnover will immediately 
quicken. National advertising in Liberty and the 
Saturday Evening Post assure this—and profit for 
everyone in the trade is certain. 


New Tee-Prong to Expand Sales 


The Hemco line, too, has broadened to meet 
every wiring condition. 


The Tee-Prong is designed for flush {wall} re- 
ceptacles. It provides two slotted outlets to take 
any standard parallel blade attachment cap. It is 
small in size, neat in design, and unobtrusive. 


The Tee-Lite is similar to the Tee-Prong, difier- 
ing only in that standard screw shell outlets are 
provided instead of slots. The original Twin-Lite 
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to Insure Them 


is recognized as the standard plural plug by the 
trade. Trip-Lite, the three plug outlet, is designed 
to take two plugs and a lamp and is threaded to 
take any standard screw or clamp type shade holdez. 
Tach-Lite, the side outlet plug, permits a lamp to 
be used in a vertical position. 


The new cord set and Heater Plug help to make 
the line complete. 


Dealer Demand Immediate 


On August 20th the first Hemco broadside will e 


reach more than 45,000 dealers with the story of 
new low prices and the national advertising cam- 
paign. From past experience with Hemco sales 
drives, and with the profit assured by the present 
Hemco plans, dealers will be quick to place their 
orders for stock. 


Be the first to tell your customers about this 
new price reduction—carry a carton of the new 
‘Fee-Prong plug to show them—*cash in” on the 
orders for Hemco products that are sure to come. 


GEORGE RICHARDS & COMPANY 
557 West Monroe Street, Chicago, IIl. 





NOUNCES 
LOW PRICES 


Turnover for Larger 
with National Adver- 





Educational and entertaining 
HEMCO programs will be 
broadcast from station A 
the Wrigley Bldg., Chicago, 
during the fall and winter. 
Specific dates will be an- 
nounced later. 








The Hemco fall campaign starts with 
the Sept. 26th issue of the Saturday 
— Post. Fo vorred half- “pase ads 


will appear frequently in h the 


Post and vy 4 — the season. 
use them to 


ed rp dng them and 


























38 


THE JOBBER'S[A)SALESMAN 








“FOUNDED ON THE 
Roma Neil, cashier at Dallas and who 
has passed out many, indeed, pay 
envelopes to ye scribe had finally gone 
and went and done got married! Suc- 
cess to crime, Roma, say we! Wes 
Reynolds is still a bachelor and the 
rest of the bunch all looked healthy 
enough and not overworked. Willard 
Parker Worley, Jr., is still on the job 
as is most certainly Hunter Baker, 
the genial stores manager. 


We then traveled over to Smith- 
Perry Elec. Co. and found Royal 
Smith, president, and J. C. Mac- 


Namara, sales manager, both away, 
either fishing or hustling after busi- 
Mr. Nettles, the secretary and 
treasurer, whom we interviewed, re- 
At 
any rate things looked very lively 
around there, which is good news, any- 


ness, 


fusing to commit himself which! 


way. 


At Electric Appliance Co. both the 
Martin 
Malcolm 


Brothers were out. He saw 

Forbes Sterrett hustling 
around selling or giving away, we 
couldn’t find out which, some rattan 
seat covers to a couple of fine looking 
Texas belles in a mighty fine car and 
Harry Grier, sales manager, was 
busy as the proverbial hen with one 
chicken on a big deal or a golf tour- 
nament or something. Cass Thompson 
is still on the job full of the same 
wim, wigor and witality he always 
has. 


From Dallas we strayed down to 
Heavenly Houston where we found 


the usual cool, balmy June weather! 
Dropped in first on Louis Philo who 
is now, as everyone knows, running 
the Tel-Electric Co.’s sales destinies. 
Louis looked like the same old bird, 
but didn’t offer to buy us a Katy 


Flyer as was his old custom. We in- 
quired where was Arthur Binz, ex- 
Jupiter of the Rejuvenated Sons of 
Jove, etc., and found he was spending 
the cool Texas summers as per usual. 
Louis says he also gets down to Gal- 
veston occasionally and A. J. has a 
new speed boat which he claims to run 
at least 100 miles per hour. Says he 
expects to put the famous Gar Wood 
out of business with it right soon. Lee 
Johnson, who is about as well known 
as any electrical man in Texas is now 
representing Tel-Electric in San 
Antonio. Lord help the San Antonio 
dealer who doesn’t want to buy stuff 
when birds as Johnson and 
Lowrey get after them. We don't 
know who S. W. G. E. has over there, 
but he is probably about the same 


and J. Ed and we 


such 


type as both Lee 


sympathize with Walter Graham, 
Martin Wright, Mark and _ Dick 


Wright and the other San Antonio 
dealers. 


We understand also that Joseph 
Gordon Cummings who bears a great 
and good name even if he isn’t as 
illustrious com- 
patriot with the same name, is also 


handsome as_his 
stirring things up down at Santone. 
Joe is a lil’ feller, but he sure steps 
around, 

















On top of the world, in other words, on the roof of the Interstate Electric Co.'s 


building in New Orleans. 


Left to right they are: Antonio Moreno—beg patdon——we 


mean Fernando Cardos; F. B, (Ferdie) Stern, general manager, followed by the old 


warhorse, Leo Irons Kitziger; B. L. Leake, and S. Emanuel, Jr. 





BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


We finally left Philo to his hari 
work and roamed over to the S. W. 
G. E. branch to renew acquaintance: 
with R. R. Roberts, manager, and 
some of his henchmen. Roy was hi: 
sprightly airy self, as thin and hungry 
We find out that hx 
has become quite a golf player (not 
African, as in his younger and unre 
generate days) and has recently been 
elected president of the Glenbrook 
Country Club. Fred Kroschel is now 
back at his old job after having made 
quite an extended auto tour of th: 
United States and Connecticut and 
altho we know by personal experience 
that his wife is the best cook on an 


looking as ever. 


electric range in the whole South- 
west, Fred still keeps his youthful fig- 
ger! Fritz Bland is still on the job 
so his boss says, altho we had no 
ocular evidence of it. Henry Albrecht 
who has been on the job ever since 
Hek was a pup still looks as lively 
H. L. Bogges who beats 
the piney woods in East Texas for 
R. R. R. is the proud daddy of an- 
We hope the next time 
“Bubber” adds twin boys to grow up 
to be real G. E. salesmen. Ben Clark- 
son, who strayed away from the fold 
for a lil’ while, is now back beating 
the Mexican Ben, 
original nickname is _ Broadcastin’ 
Benny, allows as how they have no 
prohibition in Texas. We don’t un- 
derstand why he tells us this as we 
live in Chicago where there ain’t none 


as ever. 


other boy. 


border. whose 


either ! 


We then ran in on Eddie Hail. 
sales manager of the Empire Elec- 
tric Supply Co., and found him the 
same old Eddie. 

We missed Tom Mathews (no rela- 
tion to Claude G., of Dallas), but un- 
derstand he was down to Galveston 
or ‘Texas City recuperating from 
something or other, Eddie refusing to 
go into details. Both Louis Fuller 
and Charley (Highpockets) Faubion 
are still alive and hard on the job 
so we understand, altho both of them 
are old enough to have passed on long 
ago! Some fellows you can’t kill. 


Our last call in Heavenly Houston 
was on Floyd Granville Caldwell, 
manager of the Western Electric 
branch who confirmed the statement 
that he had just gotten back from 4 
nice trip up to the United States. He 
made several comments on the arid- 
ness of the effete East. 
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eANNOUNCEMENT 


“Summer Sales Prize Contest” for 
Jobber Salesmen 


LL manufacturers whose adver- 
tisements appear in the follow- 
ing section, pages 41 to 73, to- 

gether with certain additional ones 
mentioned on the next page, are co- 
operating in THE Jopper’s SALESMAN 
“Summer Sales Prize Contest.” Their 
products are eligible in the contest, 
either the full line or specific items of 
their lines as specified on the next page. 


This contest is open to jobber sales- 
men whose names have been properly 
entered by their sales manager, and to 
them only. 


All entries have been acknowledged 
by Tue Josper’s SALESMAN. If you have 
not received an acknowledgement and 
are not sure whether or not you are 
entered, ask your sales manager. 


This magazine is offering a prize of 
$25.00 in cash for the greatest gross 
sales, at jobber’s sales prices, of the 
products of each and every manufac- 
turer in this section, in the period of 
August 1 to August 31, 1925, both in- 
clusive. 

With so many prizes offered, every 
salesman has a chance to win one or 
more prizes' There is no limit within 
the scope of the contest to the number 
of prizes that one man can win. 

First, examine every advertisement 
in the section. Then pick out the manu- 
facturers whose lines are handled by 
vour house. 





Second, stwdy the messages of these 
manufacturers. They have attempted 
to give you the help which will aid you 
in increasing your sales. 


Third, after studying the advertise- 
ments, refer to the sales stunts or ideas, 
see page 75. These are ideas that can be 
put into effect by your contractors and 
dealers to increase their sales and, inci- 
dentally, yours. One or more of these is 
applicable to every line advertised in 
the section. Try to get your contrac- 
tors and dealers to use them. 


Fourth, the contest is for the whole 
month of August. Do not fail to “fol- 
low through” to the very end in your 
efforts. You may land an order the last 
hour of the last day that will win a prize. 


NOTE CAREFULLY 


Salesmen’s records for the month of 
August must be sent in to the office of 
Tue Jopser’s SALESMAN by the sales 
manager or an Official of the company 
and signed by him. These records must 
reach this office by noon of September 
10 to be eligible in the contest. 


City desk men or inside employes 
handling large volumes of business 
coming into the house are not eligible 
in the contest. Such business, however, 
may be credited to such regular sales- 
men as would be credited in the ordt- 
nary routine of the office. 
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MANUFACTURERS ELIGIBLE 
for 


The “August Summer Sales Prize Contest” 


HEIR advertisemerits are contained in the “Insert” which follows—pages 41-73—and in a | 
few other specific locations as listed below. No other manufacturers appearing in this 
issue are eligible. 

The name of each manufacturer is given below with instructions as to whether you are to keep 
your record of sales for his whole line or for certain specified items. 


MANUFACTURERS IN THE INSERT 





Name Page Products upon which prize is to apply. 

Arrow Electric Co., Hartford, Conn.................. 72200 Whole Line. 

Benjamin Elec. Mfg. Co., Chicago............ 41 to 44........ Sectional Showcase L’t’ng Equip., only. 

Chicago Fuse Mfg. Co., Chicago........................ ree Whole Fuse Line. 

Chicago Solder Co., Chicago........................------ ee Whole Line. 

Cutler-Hammer Mfg. Co., Milwaukee............  Saeeele Wiring Devices, only. 

Dayton Fan & Motor Co., Dayton, O.............. 50)... “Day-Fan” Radio Line, only. 

Dictograph Products Corp., New York............ __, eee: “Dictogrand” Loud Speakers 

Eastern Tube & Tool Co., Brooklyn-............... ieee “Ettco” Metallic Conduit and Arm- 
ored Cable. 

Economy Fuse & Mfg. Co., Chicago.................. M..4 Whole Line. 

Fansteel Products Co., North Chicago, IIL........ 69........Whole Line. 

Hart & Hegeman Mfg. Co., Hartford, Conn.... 61........ Whole Line. 

Hemingray Glass Co., Muncie, Ind.................... ee Whole Line. 

Hubbard & Co., Pittsburgh, Pa........................ re Peirce “Presteel” Trolley Mast Arm, 


chain type, only. 
Indiana Rubber & Ins. Wire Co., Jonesboro, 


OS SR Ge ie eee fe rR ee fer aye th OST 7a... 3 Whole Line. 
Tenkanndd Golees Co, CURCIIIO vivian cn oven .ocsectcocencenneys Da nties Whole Line. 
Jefferson Glass Co., Follansbee, W. Va............ ae. Whole Line. 


Mid-West Metal Products Co., Muncie, Ind.... 70........ Whole Line. 


Music Master Corp., iti alae 46 a7} saad Loud Speakers, only. 

Philadelphia } si a Reh canal ies Pe Receiving Sets, only. 
National Carbon Co., Ine., New York................ ae *Eveready Radio Batteries. 
Olsomite Co.; Pasatie? N10 «255s csans ns get “Okonite” Tape, only. 
Okonite-Callender Cable Co., Inc., Paterson, : 

EE) ere ee re a Creer a Mey Enee esr v.F > KN 66 ........“Okocord”’, only. 

Roach-A ppleton Mfg. Co., Chicago.................... G4... Whole Line. 
Robbins & Myers, Springfield, O........................ ¢ Pee R. & M. Motors, only. 
Segeemre EF CR anne cinccc keel ks pg eee Whole Line. 
Tes Ch | I bani Kinds ncns | res Tork Clocks and Lights. 
Tubular Woven Fabric Co., Pawtucket, R. L.... 56........ “Duraduct’, only. 


Trumbull Elec. Mfg. Co., Plainville, Conn...... 48 0... “Circle T” Motor Starting Switch No. 
94321, only. 

U. S. Bapber Co., New York............10.1.24 3.3... “U.S. Royal” Portable Cord, only. 

Waage Electric Co., Chicago.............................- PD cit Whole Line. 


MANUFACTURERS ELIGIBLE WHOSE ANNOUNCEMENTS APPEAR OUTSIDE 
OF THE “INSERT” 





Name Page Products on which prize is to apply. 

Curtis Lighting, Inc., Chicago........................... Cia Whole Line. 

“National Carbon Co., New York|_2nd Cover........ Eveready Flashlights (one prize). 
(Two Prizes) J 3rd Cover........ Eveready Columbia Dry Batteries (onc 


prize). 


“Note —Three separate prizes for the three National Carbon Co. lines. 


(Ai 
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GLASSTEEL DIFFUSER 
GREAT FOR THE 
MODERN LAUNDRY 


The Boss Electrical Supply Company 
of Providence, R. I., has just finished 
equipping the new building of the What 
Cheer Laundry with a Benjamin Glas- 
steel installation. The original section 
of the laundry was equipped with RLM 
Reflectors a number of years ago by 
the Boss company. The service given 
from these reflectors had been so entirely 
satisfactory that when the addition was 
built the owners naturally called on Boss 
for more Benjamin equipment. 


Shortly after the new addition of the 
What Cheer Laundry was opened for in- 
spection on June 17, a former represen- 
tative of the American Laundry Machine 
Company, who has traveled all over the 
country visiting laundries saw this plant. 
This gentleman stated that, without ex- 
ception, the What Cheer was the best 
illuminated laundry plant he had yet 
visited. 

Mr. F. A. Boss, of the Boss Electri- 
cal Supply Company, says that selling 
3enjamin Equipment to laundries is easy. 
because the porcelain enameled reflectors 
are the only units which will stand years 
of service in the steam laundry at- 
mosphere. 

© ¢ 

Mr. C. A. Dillon, who has been en- 
gaged in electrical sales for several years, 
has joined the sales force of Rumsey 
Electric Company, at Philadelphia. 

© > 

Perry R. Boole, the genial vice-presi- 
lent and general manager of the G.-Q. 
Electric Company, of Milwaukee, was 
recently made president of the new 
lectrical League of Milwaukee. 

* * * 

S. C. Greusel, of G.-Q. Electric Com- 
pany, Milwaukee, was elected a director 
f the National Association of Credit 
fen when they were in session at 
Vashington, D. C. 





THE BIG INDUSTRIAL LIGHTING ACTIVITY 
N. E. L. A. SPONSORS IMPORTANT MOVEMENT 


A nationwide Industrial Lighting Ac- 
tivity will be undertaken by the National 
Electric Light Association, under the 
direction of an Industrial Lighting Com- 
mittee, during the next six months, be- 
ginning September, 1925. 

Full page advertisements will be pub- 
lished in National Magazines and in 
management, executive and class publi- 
cations bringing to the attention of hun- 
dreds of thousands of industrial plant 
officials the advantages of better in- 
dustrial lighting in decreasing manufac- 
turing costs, increasing production, re- 
ducing spoilage and accidents and im- 
proving shop morale. 

A series of direct advertising mailing 
pieces will be sent to industrial plants, 
lectures will be given and demonstrations 
made to industrial groups throughout the 
country. 

Under the direction of local electrical 
leagues and electric light and power 
companies, communities will be organ- 
ized to carry on intensive campaigns in 
each center of industrial activity. This 
activity will be launched toward the 
latter part of August and will be in 
full swing during September, October, 
November and December. During Jan- 
uary, February and March of next year 
the follow up will be continuous and the 
campaign will close approximately 
March 1, 1926. Prizes will be given to 
the communities which submit reports 
showing the best results in bringing 
factories up to a higher standard of 
lighting during the campaign. 

The opportunities for the development 
of business are enormous. It is esti- 
mated that of the 30,000,000 industrizal 
sockets installed less than 5,000,000 are 
working under what we consider today 
a fair approximation of high efficiency. 
In bringing the lighting installations up 
to modern standards, not only reflectors 
and lamps will be required, but an even 
greater amount of conduit, conduit fit- 
tings, insulated wire, sockets, switches 
and other wiring devices. 





The Industrial Lighting Committee is 
raising sufficient funds from manufac- 
turers of Industrial lighting equipment, 
lamps and wiring devices to carry out 
the National activity. The cost of local 
activities, which will be very low, will 
be taken care of by the local electrical 
people particularly interested. 

© Oo O 

Manuel (“Man- 
ny’) Cherman, 
former floor man- 
ager of Woodill 
& Hulse, and store 
manager of Skel- 
ton & Wise, has 
finally arrived at 
his goal. 

Many years ago 
he started out to 
be a salesman, but 
due to his size (he is only four foot 
nine inches high)—most sales managers 
were afraid that when “Manny” asked 
to be moved up—they were afraid he 
wouldn’t be seen over the counter when 
he entered a dealer’s store. 

He has finally reached his goal, and 
is now selling fixtures and supplies for 
the Los Angeles Lighting Fixture Co., 
and from what we hear is making good. 

* * x 

“Phil” Doyle, of Woodill & Hulse, 
has taken the long step of matrimony, 
and is now on a two weeks’ tour (ie, 
honeymoon). 

* ¢ 8 

“Dick” Rosenbohm, P. A., assistant at 
Western Light & Fixture Company, is a 
rare admirer of the 10-20-30 melodrama. 

The other night he went home from 
seeing the town’s latest thriller and 
couldn’t sleep a wink. 

Dick’s hair is cut so short that one 
can never tell whether its standing on 
end from excitement or from just sheer 
joy of freedom. 

Dick is a firm believer in Benco prod- 
ucts and never lets the melodrama in- 
terfere with his ideas of the line. 
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The Benjamin Reflector 





























There’s Always a Good Market for 
Show Case Lighting Equipment 


Benjamin Ready-Built, Sectional Units Fit Any Show Case. 
Jobbers’ Salesmen Can Win that Prize Money 
by Working on the Storekeeper 












j The socket sep- 
“di ° 

“ arates like a standard 
yy” wtachment plug, so that 


lamps can be changed 
outside of case 
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Selling show case lighting equipment is nice business. 
It goes right along with lamps, store interior and show 
window lighting. Merchants today appreciate the 
value of good show case lighting. Magazines devoted 
to retailing, the lamp manufacturers and others inter- 
ested have done a good job bringing the facts to the 


attention of storekeepers. 


A recent series of tests of the comparative value of 


Method of attaching the 
J supporting bracket on all 


glass case 






lighted and unlighted cases demonstrated that brilliantly 
lighted cases were 3 to 5 times as effective in drawing 
attention to the merchandise. Benjamin lighted cases 
will increase their effectiveness and sales 20 per cent to 
30 per cent. 


Simple and Easy to Install 


Benjamin Sectional Show Case Lighting Equipment is 
a real boon to the electrical contractor. It is simply a 
matter of measuring up the case, ordering the catalog 


See 


Here's the 
Sectional Idea! 











Joining sections both 
mechanically and electric- 
ally by tightening 

up two screws. a 























numbers required, setting up the job and collecting the 
money along with a fine fat chunk of good will for a 
job well done. 
Here’s the Sectional Idea 

1. A simple form of sectional construction which 
makes installation unusually easy on any type of show 
case. 

2. Lamp sections made in a variety of lengths, so a 


Method of attaching support- 
ing bracket to a wood 
frame case. 





combination is obtainable to fit any length of show 
case. 

3. A link section which can be cut and bent to fit is 
used as a means to continue the fixture around the 
curved portion of the case. 

4. All sections are joined both electrically and 
mechanically, by simply tightening up two machine 
screws at each joint. 

5. A continuous lighting fixture of very small di- 
mensions, inconspicuous in the show case. 
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6. By the use of standard tubular lamps, type T-10, 
an even distribution of light throughout the entire case. 

7. Because of a unique separating socket, burned out 
lamps are replaced with unusual ease. 





8. The construction complies with rules requiring 
‘rounding or polarization. 






Note in the illustration how these features are car- 








2 ,, 


mad e | ai 
1 | | ere = | 
ge tv: B Ww 
il a al eel ith 


Gre 


ae : & 
? 





ried out. Then in the reproductions of Benjamin 
lighted cases above, see how uniform the lighting is, 
how the source of light is entirely concealed, not only 
from the spectator, but from the salespeople as well. 
This is one fine item to put on the sales prize calen- 
dar. Let us know if we can help you. We have ready 
complete information and it is yours for the asking. 


The Benjamin Reflector 
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MESSRS. BOHLING AND 
ROCKFORD GUIDING THE 
TIDEWATER ELECTRIC 
COMPANY TO 
SUCCESS 


Here is a nice send-off from the 
Financial and Commercial World for 
some good friends of ours. 

“The Tidewater Electric Company, 
Inc. at 44 Park Place, New York City, 
is a house of general electrical supplies. 
In a great city it is the firm of merit 
and excellent achievement that draws 
praise and notice to its record and the 
Tidewater Electric Company, Inc. has 
done just that to bring it praise within 
this publication’s columns. 

“Whenever we review a_ successful 
firm we look at its head to find the 
answer to this firm’s success and the 
Tidewater Electric Company is no ex- 
ception to the rule. At the head guid- 
ing its destiny we find Mr. C. Bohling, 
president and treasurer, and William T, 
Rockford, secretary. These two gentle- 
men have done their part in bringing 
their firm into prominence in the elec- 
trical line, 

“The Tidewater Electric Company, Inc. 
has well earned its fine reputation as 
a house for quality, honesty and service. 
Messrs. Bohling and Rockford deserve 
more than just praise. They deserve 
the heartiest congratulation of the entire 
business world. We are delighted to 
bring these two gentlemen to the atten- 
tion of the business world and the firm 
which enjoys their experienced advice 
and managership.” 


> © © 


MORE KIND WORDS 


H. D. Hovey, sales manager of the 
Electric Appliance Company, San Fran- 
cisco, writes us kindly as follows: 

“We note in every issue of the Job- 
ber’s Salesman a couple of your sheets 
which are very attractive. We believe 
that salesmen generally appreciate this 
sort of advertising as it is very con- 
spicuous and the writer remembers when 
on the road he always looked these 
sheets over expecting that if there were 
any new items in your line they would 
be displayed. We believe if used pri- 
marily for describing new goods, that 
they will always be appreciated by the 
jobber’s salesmen. The publication it- 
self, we believe, is read religiously by 
all jobber’s salesmen and is enjoyed ac- 
cordingly,” 

© o 

The new Silver-Marshall super-auto- 
dyne set, which is proving so unusually 
popular is equipped with Benjamin Cle- 
Ra-Tone gang sockets, socket shelves, 
shelf brackets and radio switch. 


ELECTRIC CLUB OF CHICAGO HAS FINE NEW QUARTERS 


The Electric Club of Chicago has a 
splendid equipment in its new location 
at 30 North Dearborn street. It is the 





Venetian gray, upholstered in red Span- 
ish leather. 
The office, wash rooms, cloak rooms 


2 Seite 
on 2 
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The Lounge, Electric Club of Chicago 


gathering place of men in the industry, 
not only of Chicago, but from all over 
the country. 

Representatives of out-of-town houses 


and a splendidly appointed lounge are on 
the first floor, the dining room occupies 
the second and third floors, with a high 
arched roof and the pool and billiard 





The Dining Room, Electric Club of Chicago 


are particularly invited to use the club’s 
facilities and guest cards will be issued 
on application to Mr. Wilbraham, the 
manager, who, by the way, is well known 
to many electrical men. He was for years 
with the Illinois Electric Company. 

The Club is rapidly gaining great fame 
for its excellent dining room service. 
Even during the extremely hot days this 
summer, hosts of electrical men are seen 
in the dining room daily and accommo- 
dations for private meetings and dining 
service is at a premium, 

The dining finished in 
Venetian gray, with entablatures bearing 


room is 


a splendid collection of ancient coats-of- 


arms. The tables and chairs are also in 





room is also on the third floor. 

The illustrations give some idea of 
the attractiveness of the club’s new 
equipment, 

© ¢ > 


PAYING TOO MUCH 
POSTAGE ? 


Recently we received, from our dis- 
tributors, a number of postcards carry- 
ing two cent postage. 

Possibly this is due to a misunder- 
standing of the new Federal postage law. 

Private postcards are rated at two 
cents postage. 

The regular standard 
postcard is still one cent. 


Government 
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‘ECONOMY 


ECONOMY RENEWABLE FUSES ARE ENTERED 
IN THE JOBBERS SALESMAN SALES CONTEST / 










200 AMPS 
250 V. 








ECONOMY 





The pioneer of safe and 
dependable renewable 
fuses offers Jobbers’ 
salesmen their greatest 
opportunity toincrease 
their sales ~ July or 
December - contest or 
no contest. 











renewable FU S ES ' 
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HE pronounced success of Music 

Master is based upon the unvary- 

ing success of Music Master distrib- 
utors. Their success, in turn, is based 
upon the unvarying success of their 
dealers. And the dealers’ success, finally, 
is based on the absolute satisfaction built 
into Music Master Products for the 
consumer. 


No One Has Ever Lost 
Money on Music Master 


Because quality is backed up by advertising 
that goes into two out of every three homes 
in the country—and puts money in your 
cash register. 


Tire Ur To STRENGTH 


Ten Styles RECEIVING SETS $50 to $460 
Nine Models REPRODUCERS $18 to $100 
Multi-Cell Dry “B’”’ BATTERIES Storage “‘A”’ and “‘C” 
Essential ACCESSORIES Large and Small 








Music Master is Entered in Salesmen’s Contest 





(lusic {Raster Corporation 


Makers and Distributors of High-Grade Radio Apparatus 


128-130 N. Tenth Street 
Chicago New York PHILADELPHIA Pittsburgh Montreal 
Canadian Factory: Kitchener, Ontario 








PRODUCTS | 
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Five Tubes. Music Master Circuit, involving 
special adaptation to radio frequency. Very 
selective, good volume and distance. Solid 


1g c tin brown mahog- 
any art eatin finish. Pree... . *LOO 












PRODUCTS 


| DEMAND 


A 


HE enthusiasm with which the 





I Music Master line has been re- 
|i ceived, backed up by orders for 
| delivery as soon as possible, promises j 
| an extraordinary demand for the j 
1 Music Master Products. 
i To reach the utmost perfection pos- 
: sible we have worked back from the Soe oie 
reproducer toward the microphone. Five Tubes. New circuit. C 
Music Master Reproducer, o 
4 How well we have succeeded in achiev- Liner neem ease aca 


extraordinary volume, wond 
tone quality. Solid mahogany 
inate ae wren eee 
rown ogany art satin 
finish. Price... . « 3¢ 
Music Master Reproducer M 
XIII, Drum Type. Art Mo 
illustrated. Price $40. 


ing sensitivity, selectivity, clarity, vol- 
ume and, above all, tone quality, 
Music Master sets will demonstrate on 
audition. 
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No. 94321 
Showing switch in “off” position 





No. 94321 Position I 


Showing how fuses are short circuited 
when in “starting” position. Arrows point 
to one of blades on auxiliary rotor in con- 
tact with clips that shunt the fuses. 





No. 94321 Position IT 


Showing switch in “‘running” position. Ar- 











row points to one of blades on auxiliary 
rotor out of contact with clips that shunt 
the fuses. 

Cat. 

No. Amp. Pole Volt List 
94221 30 2 250 $7.50 
94321 30 3 250 9.00 

Box: 


2 and 3 P. 8”x634"x4\" 
Discounts—Schedule C 





. S., Here Is An Easy 
Prize To Pick Off 


J. S., Your trade has been waiting for a type of mo- 
tor starting switch that short circuits the fuses, so it 
should be “‘easy picking” for you to sell the new ‘‘Cir- 
cle T’’ Two-Position Motor Starting Switch No. 94321 
(R. M. Type) for use with motors three horse power 


and under. 


Here are some suggestions that will help you win The 


Jobber’s Salesman’s prize for August: 


The switch sells for almost half the price of competi- 
tive switches; is about half the size of similar switches 
and is in a full safety interlocking box of unusual rig- 
idity, with the quick-make and quick-break feature. 


The operations are very simple. To operate: 


(a) Throw handle forward, as far as it will go, 
to “‘start’’ position. Fuses are short cir- 


cuited. 


(b) Hold handle in position until motor reaches 


normal speed. 


(c) Ease handle back, to second or “running” 
position which puts the fuses in circuit. 


(d) To stop motor. Pull handle clear back, to 


‘off’ position. 


Now let’s see you step out. MHere’s wishing you 
success. 


The Trumbull Electric Mfg. Co. 


PLAINVILLE, CONN. 


New York Chicago San Francisco 
114 Liberty Street 2001 W. Pershing Road 595 Mission Street 
Boston Philadelphia Jacksonville, Fla. 
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How to Sell! 





One of the well-known 
ways of getting a man’s 
interest is to let him 
handle the article. Just 
watch how your pros- 
pect unconsciously 
reaches for a Union or 
Gem Fuse if you take 
one out of your pocket 
or sample case. 







































While You’re Winning the Prize 
Win Satisfied Customers Also 


AKE up every prospect you can think of. 
4 \ Carry a couple of samples of Union and 
Gem Fuses with you. 


Union Renewable 
— Knife Blade 
Fuses—exception- 
ally strong and 
simple. 65-1,000 
amps. 


Get the little orders as well as the big ones. 
Make every call count. 


And—here the quality of Union and Gem 
Fuses serves you as well as the user. 


Union Renewable 


You can win the prize for selling the great- 
est number of fuses—and win satisfied custo- Union Renewable 
mers at the same time. Fuses similarly 


ties up to 60 amps. 


If you haven't the full information you need 
ask your sales manager or write us. 


CHICAGO FUSE MFG. Co. 


MANUFACTURERS OF 


ELECTRICAL PROTECTING MATERIALS 
AND CONDUIT FITTINGS 


1503 W. 15TH STREET 
CHICAGO 


—UNIO 


RENEWABLE FUSES 





‘Os yy 4 
GEM 

NON-RENEWABLE 

FUSES 


give the same effective 
protection in the sizes in 
which they are made. 
Their wide usage gives |™ 
you the opportunity of 
running up a large total 
volume of sales. 
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All you need- The Newspaper in one Hand 
i and the Day Fan Dial 
in the other 
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~/ are the same/ 
Can You Sell The Only Radio of which this 
Can Be Said with No Strings Attached? 
Dav-Fan Is the Line on Which You 
Can Win the Jobber’s Salesman’s Prize! 


When you talk to a dealer about the Day-Fan months last year on performance alone, which 
line you can say something which cannot be said of means exactness, selectivity, tone quality so beauti- 
any other radio set made. ful that the speaker might be in the next room, or 


You can show him the numbers in the newspaper the Gnait Seapine SeneNen pea Here. 


and the same numbers on the Day-Fan dial, and Remember Day-Fan is made by a company which 
then say, “Look, turn and listen!” has been in the electrical business for more than 36 
: . , years. Remember when you sell a dealer on Day- 
No special adjustments necessary—Day-Fan will Fan you sell him a sound radio business which 
prove that it can do just what we say it can do, grows steadily from year to year—with exclusive 
with its single dial control only. territory, guaranteed price protection, and satisfac- 
Once you have his interest with this exclusive tion all along the line. 
talking point, tell him that two million dollars’ Dive in for the Jobber’s Salesman’s prize on the 
worth of Day-Fans were sold and delivered in four top of the Day-Fan wave. 


The Dayton Fan & Motor Co. 


DAYTON, OHIO 
For More Than 36 Years Manufacturers of High Grade Electrical Apparatus 
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Flame Orange 
No. 1022 $9.00 


There’s nothing like them 


Tork Lights are made in beautiful rich colors moulded at such 
high temperatures that neither hot water, nor cleaning com- 
pounds, nor acids will deface. And this beautiful material of 
which Tork Lights are entirely built, is also better insulating 
material than any lighting fixture was ever made of before. 


The switch button controls only the light. The lower flange 
gracefully conceals a most convenient outlet. You may plug in 
a vacuum sweeper, or any household appliance whether the 
light is on or off. 


Tork Lights come complete with everything needed to install 
on any wall bracket outlet—new or old. 


TORK LIGHTS 


TORK COMPANY : 8 West 40th Street - New York 
TORK CLOCKS TORK TIMERS TORK LIGHTS WIRE-NUTS 








A finer electric 
bracket and a better 
service outletin one. 


Mere introductory 
orders may win the 
prize. 


The repeat orders 
will pay better 
than the prize itself 





Safe .and Conceals the 

sure for detachable 

dainty part of the 
fingers plug 





MOULDED COLORS 
Ebony 

No. 1011 $8.00 
Flame Orange 

No. 1022 $9.00 
Pottery Green 

No. 1033 $9.00 
Old Mahogany 

No. 1044 $70.00 
Fine Bronze 

No. 1055 $10.00 

Ambergold 
No. 1066 $77.00 


Prices do not include 
lamps and shades. 


DEALERS 
AND DECORATORS 


If you have no Tork 
Lights in your show 
room, order one pair 
of each of the above 
colors and you will 
discover new possi- 
bilites in decorative 
lighting. 
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Here’s something new! 
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IN AUGUST THE SALES 
of “‘R&M’’ Motors Forge Ahead! 


August is the right time to switch selling efforts from 
“R&M” Fans to “R&M” Motors. 


We've an especially attractive selling proposition on our 
new Type “RF’’ Fractional Horsepower Repulsion-Induc- 
tion Motors with ratings of 1/6, 1/4 and 1/2 h.p. Every- 
thing about these motors points to enormous sales during 
the coming season and the j. s. that gets the most business 
during August gets, besides the $25.00 offered by THE 
JOBBER’S SALESMAN, a sales momentum that will keep 
him at top speed all through the year. 


These sales points will be found a great help in selling 
this new Type “RF” Motor. 


1. Either rotation easily obtained by simple adjustment of new 
type brush holder. 


2. Windings are treated to protect them against moisture and 
weak acids. 

3. Fan mounted on armature keeps motor cool at full load. 

4. Short circuiting device is separate unit. Simple in construc- 
tion. Positive in operation. 

5. Paper pulley permits low belt tension, resulting in greatly 
extended life for belt and bearings. 

6. Four leads are brought out. Connection is easily made for 
110 or 220 volt line. 

7. Special design waste packed bronze bearings are used. 

Front head integral with body. Rear head separate. 


9. Feet are cast integral with body. Mounted on sliding base 
with screws for belt adjustment. 


S 


A fractional horsepower motor with these exclusive 
points of construction should be easy selling for the j. s. 
who puts his best efforts into it. Why not let this enter- 
prising j. s. be yourself? 


Boston—250 Congress St. Cleveland—1239 West Third Street 
Buffalo—831 Ellicott Sq. Bldg. New York—30 Church St., Room 420-E 
Charlotte, N. C.—217 Latonia Bldg. Philadelphia—1418 Walnut St. 
Chicago—1825-29 Transportation Bldg. San Francisco—701-702 Rialto Bldg. 
Cincinnati—9-11 E. Third St. St. Louis—1522-23-24 Chemical Bldg. 


THE ROBBINS & MYERS COMPANY 
Springtie ld, Ohio 


Brantford, Ontario 
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Effectiveness of light 
lost in foliage. . 4 








Lamp adjusted and locked in - @ 
position to clear foliage. 


ed, @ 





“The only 
ADJUSTABLE MAST ARM 


HE Peirce Presteel Trolley Mast Arm (Chain Type) is the latest 

development for street lighting. You can adjust and lock the lamp 
in any position on the arm to cleat foliage, eliminating the necessity of 
frequent tree trimming. 


Other strong points of this Mast Arm are its safety and simplicity. The 
long swinging loops of wire are eliminated. The lamp trimmer has no 
trouble operating the arm under any weather conditions and he runs no A aun Ue Ga Gee 
risk of injury by street traffic. He climbs the pole, unlocks the handle and Peirce Presteel Trolley Mast Arms 


; ; : No. 3612. The lighting circuit is 
by revolving it pulls the lamp to him. supported on Peirce Forged Steel 


Pins. 





The carriage is operated by a continuous chain, the movable parts of which 
are equipped with brass bushings to permit a free, easy movement, all 
other parts are hot double-dipped galvanized. 


Made in 6, 8, 10, 12, 14 and 16 foot lengths. 


For a complete description of this Mast Arm, write for a 
copy of the “Peirce Presteel Trolley Mast Arm Bulletin.” 


JHbbalid awcommny 


PITTS BURGH ” OAKLAND, CAL.“ CHICAGO 
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nland Glassware 
Seas . las oo Oo W 


FOr 


Store and Office Lightin 
The Sale Prize Contest Runs Till August 30th. 


WE SUGGEST you concentrate on Inland Units to run up 
your Sales Totals. Many small stores and office buildings 
are now completed and every contractor dealer should have 
a stock of Units on hand. 


COMMERCIAL UNITS made of beautiful Snow-White 


glass have been approved by Illuminating Engineers, Archi- 


tects, and Builders in all parts of the industry. 
Over 500,000 Snow-White Units have been installed and 


Uptown Chicago's largest 








ee tel are now giving satisfactory service. 
Bank Bldg., Lawrence and 
‘art eal INLAND ALONE MAKES SNOW-WHITE GLASS 
AT ALL TIMES A LARGE stock of the various sizes are 
ae carried at Chicago, The location of our Plant at the center 
LS ad we of distribution enables us to make over night delivery to 


all points—North, East, South, and West. 


We do not sell to dealers 


Inland Glass Company 


Chicago, Illinois 
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The prize purse on ‘‘U. S.”’ Royal Portable Cord is filled again and 
is waiting for some up-and-coming j. s. to take it. 


Aside from the cash prize you'll win if you sell most “U. S.”’ Royal 
Portable Cord, you'll make an everlasting sales impression on your 
trade that will bring you orders long after the ‘‘sales contest” is ended. 


Bear down on these main points when you're talking ““U. S.” 
Royal. It’s tough, flexible, non-absorbent and dependable. It leads 
the market. Samples will show them why. 





United States Rubber Company 


1790 BROADWAY NEW YORK CITY 

COMPLETE STOCKS CARRIED IN THE FOLLOWING CITIES: 
Atlanta Cleveland Minneapolis Rochester __ 
Baltimore Columbus New Orleans Salt Lake City 
Birmingham Denver New York San Francisco 
Boston Detroit Omaha Seattle 
Buffalo Houston Philadelphia Spokane 
Chicago Indianapolis Pittsburgh St. Louis 
Cincinnati Kansas City Portland, Ore. Syracuse 


Toledo 


Also makers of “U. S.’’ Paracore Wires and Cables 


MUA 
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These Arguments Have Sold 
Millions of Feet 


DURADUCT 





Reg. U. S. Pat. Off. 


DURADUCT 7m 
ne r ‘ 9 AEs » 














Let the Contractor Kink It, Crush It— 
Then straighten it out 
and fish through it. 
That is the quickest way to show him 
the advantages of the Single Wall. 


TALK DURADUCT during August 
The prize is worth winning 


Tubular Woven Fabric Company 
Pawtucket, R. I. 
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NEW! Bevgical/) dilfereai! 


No. 486 Eveready Layerbilt 
“B’ Battery. 45 volts. Length, 
8 3/16 inches. Width, 4 7/16 


Weight, 14% pounds. Price, 
$5.50, 


It’s all battery. With every cubic inch = 
packed to capacity, it contains about 
30 per cent more electricity-producing 
inches. Height, 7 3/16 inches. material. 
connections avoided by contact of full 
area of carbcn plate against zinc plate. 


All chance of loose or broken 


The scientifically correct construction. 


Announcing the 


greatest 1mprove- 


ment ever made in “B” Batteries 


WE HAVE perfected, and will announce 
to the public in September, the new 
Eveready Layerbilt ‘‘B”’ Battery, abso- 
lutely new in construction, developed 
through years of research—as superior 
to the old type ““B”’ Battery as a tube 
set is to a crystal. 


Heretofore, all dry “B’’ Batteries 
have been made up of ileal cells 
—no one knew how to make them any 
other way. The new Eveready Layer- 
bilt is made of flat layers of current- 
producing elements compressed one 
against another, so that every cubic 
inch inside the battery case is com- 
pletely filled with electricity-producing 
material. Layer-building heightens 
efficiency by increasing the area of zinc 
plate and the quantity of active chemi- 
cals to which the plate is exposed. 


After the most rigid laboratory tests, 
more than 30,000 of these new Ever- 
eady Layerbilt ‘“B’’ Batteries were 
manufactured, and tested by use under 
actual home receiving conditions. These 
tests proved that the new battery is 
far superior to the famous Eveready 
Heavy-duty Battery No. 770, which 
up to now we have ranked as the long- 
est lived “B” Battery obtainable. 

On 4-tube sets, 16 mil drain, it lasts 35% longer. 
On 5-tube sets, 20 mil drain, it lasts 38% longer. 


On 6-tube sets, 24 mil drain, it lasts 41% longer. 
On 8-tube sets, 30 mil drain, it lasts 52% longer. 


The new Layerbilt principle is such 
an enormous stride forward in radio 
battery economy that we will bring out 
new sizes and numbers in this Layer- 
bilt form as fast as new machinery is 
installed. For the present, only the 
extra-large 45-volt size will be avail- 
able. As other sizes are produced, the 
trade will be advised, well in advance 
of the public announcement. Suggest 
to your dealers that they place orders 
at once and participate from the start 
in the tremendous new fall business in 
this best of all batteries. 


Manufactured and guaranteed by 


NATIONAL CARBON CO., Ine. 
New York San Francisco 


Atlanta Chicago Dallas Kansas City Pittsburgh 
Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY HOUR EVERY TUESDAY at 8 P.M. 
(Eastern Standard Time) 

For. real radio enjoyment, tell your customers to 
tune in the “Eveready Group.” Broadcast through: 
WEAF NewYork WGR Buffalo WWJ Detroit 
WJAR Providence WCAE Pittsburgh wcco { Minneapolis 
WEEI Boston St. Paul 
WFI Philadelphia WSAI Cincinnati WOC Davenport 


Radio Batteries 


~they last longer 





This product is entered in the prize contest for August. A $25 prize will be given by. The Jobbers Salesman 
to the salesman selling the greatest quantity in August. See inside front, and inside back cover. 
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KESTER RadioSOLDER 





ROSIN-CORE 





cigrts 8 









an orderonYour Book 


VERY day in the week—not only in a 

contest—Kester Radio Solder starts an 
order on the books. Why?—because Kester 
Radio Solder, being that of Rosin Core, has 
the approval of the leading Radio engineers 
and manufacturers—is well advertised— 
needs frequent replenishing of stock, and 
carries a clean profit. This solder starts 
orders for the entire Kester line. 


Kester Solder with either rosin or acid flux 
can be furnished in several different 
gauges. Rosin Core standard No..5 is about 
3” in diameter. Acid Core standard No. 
3 is about 1%” in diameter. Kester Rosin 
Core Solder, recommended for delicate 
electrical and radio work, comes on 1, 
5, and 10 pound spools and 18” sticks in 
5 pound boxes. Kester Acid Core Solder, 
used extensively in house wiring and gen- 
eral work, is put up on 1, 5, and 10 pound 
spools. Kester Metal Mender, the small 
package of Kester Acid Core Wire Solder, 
is put up the same as Kester Radio Solder. 


Let Kester help you win this contest. Send 
coupon for sales dope. 


CHICAGO SOLDER COMPANY 


4251 Wrightwood Avenue 
CHICAGO, ILLINOIS 


Kester Radio Solder 
Display Carton 


Ten cans about % Ib. 
each containing rosin- 
core solder flat or rib- 
bon type are packed to 
the display carton. Ten 
cartons (100 cans) to 
the case. Advertising 
leaflets enclosed in each 
carton. 










_<—> 
















5. 
Chicago Solder Co. 
4251 Wrightwood Ave. 
Chicago, Illinois 






Gentlemen: Sure I want to 
win this contest—send me | 
your sales helps (catalog | 
sheets, leaflets, etc.) on | 
Kester Solder. | 
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Right now is the time to go after Jefferson Lamp 
business, inasmuch as you will receive an additional 
reward from THE JOBBER’S SALESMAN for your 


selling efforts. 


You have a particularly profitable line of lamps 
to sell in the Jefferson due to the method of pack- 
ing but one lamp to a carton. This eliminates 
breakage and facilitates easy handling in the job- 
ber’s warehouse and at the dealers’ stores. 


Jefferson Lamps are sold under a strict jobber 
policy and you can rest assured there'll be no un- 
fair selling competition. 


We've prepared an attractive four color 
sheet showing the Jefferson line which 
can be distributed to your dealers. How 
many do you need? Ask us for a supply 
for all your dealers. 

















Partial View of Our Chicago eit Room 





‘Che Jefferson Glass Company 


882 
a oe ed Follansbee West Virginia 


-HICAGO—1008 STATI 
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Glad Iron (61G). 








Percolator (P 9) 
Colonial paneled. 


HOT STUFF? 


. 9-Cup 
List, $7.90 


P12, 12-cup, $9.00 


Percolator (P 5). 
Puritan Style. 


Sun Heat 
Heater Value on the market. 


(130). 


13%-in. Bowl. 





Traveller’s Iron 


6 
List, 


(31). 














- Cup. 
$6.00 





Biggest 
List, $6.00 


One 


Heat. Weight, 3 Ibs. 
List, $4.50 





Sep. Stand. One Heat. 
List. $4.5 


' 


‘ 
' 
' 
. 







| You Bet TheyAre For 


That Prize Money 


Here’s one 
you can book 
many and 
large orders 
on for imme- 
liate delivery 
with fall 
dating. 


It’s the big- 
gest heater 
value there 
ever was. 


One of the 
quickest sell- 
ers on the 
market. 











































THE 
WAAGE 
“SUN- 
HEAT” 


Substan- 
tially built 
t h roughout. 
Solid pol- 
ished copper 
reflector 13 
in. — Height 
overall 16% 
in. 


No. 130 Reg. 
Bronze _fin- 
ish, Watts 
660 — List 
$6.00. 








DON’T FORGET 


the other two big-money-makers, the WAAGE No. 63A “3- 
Heat” Iron, listed at $6.75, and the Radio No. 611 One Heat 
Iron, listed at $3.75. Sell them together; they enable the 
dealer to cover his whole market with the least investment. 
See illustration below. 








With Plug, Guard and 
eee 6 Ibs. 





WAAGE ELECTRIC CO. 


6 Reade St., New York 
2110 Young St., Dallas, Tex. 


WAAGE WINNERS 





Redio Iron (161). One Heat, with Sep. Stand. 
List, $3.75 


5100 W. Ravenswood Ave., ieee 
1622 W. 16th St., Los Angeles, if. 


6% Ibs. 
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Waage 3-Heat (63A). 
Watts, 170-490-660. 
List, $6.75 








Waffle Iron (W1). 6% Diam. 
List, $9.75 
















































Curling Iron No. 516A and 
380A. Detachable Plug in 


Handle. List, $2.50 




















Repairall Heating Element 
(1E6). For most all single- 
heat irons. List, $1.40 























Triple - Heat 

Warming Pad 
‘ (H-P.3). 
Size, 11x14. 
List, $8.00 















Weight, 
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FOR BEAUTY ON THE PULL CHAIN 


& |Al 


NEW DETACHABLE 


wan Q® TASSEL 


and TassEt Iden- ) (KNURLED METAL) 
tifies the Golden er 
Tassel Line of 


HeH be Sockets a \\\\\Ne Standard Lauipment 
Ora, on the HtH 


GOLDEN IASSEL 
LINE of SOCKETS 

















The New Pull’on Socket Sales 


THIS gives sockets a new “‘pu//’’ with your Plain to see, the Tassel Pull gives fine sockets 


customers. With Fixture Dealers and manu- a final advantage. Along with the balanced 
““pull’’of the H&H mechanism; the handi- 
ness of socket-parts which interchange with 


It’s the beauty feature that enriches the fix- other good makes. 


facturers—a ‘‘GOLDEN PULL’’on your sales. 





ture—with no extra cost for sockets. The If you're still without a Golden Tassel 
decorative value is an ex/ra value, for order- sample, have us send you this neat little sample 


ing the GOLDEN TASSEL Line. of customer-appeal! 


























THE HART && HEGEMAN MFa.Co. HARTFORD, CONN. 
MAKERS OF THE GOLDEN TASSEL LINE 
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Once More You Can Win 


Put Forth Your Best Efforts in August 


and put them on Hemingray Glass Insulators. 


Do it and you'll undoubtedly win the prize 
money. 


It’s no trick to sell Hemingray Glass Insulators. 
All it requires is a bit of sales concentration. 


You'll find Hemingray Glass Insulators have a 
reputation for quality that has been earned. 





Their efficiency has been established over 
many years of long and satisfactory service. 


They combine the qualities of durability, uni- 
formity and low cost. 


They are known universally to the trade. 


They are immediately available for prompt 
shipment. . 


They are particularly suitable for all low 
and medium votage lines ranging from 2300 


to 15000 volts. 


All these points will help you cash-in now and 
every other day. Talk up Hemingray Glass 
Insulators. 





HEMINGRAY GLASS COMPANY 


Offices and Factories 


Muncie, Indiana, U.S. A. 


Inc. 1870 


Est. 1848 
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The C-H 
Dreadnaught Plug 


Furnished separately 

or complete as shown. 

Order by number only. 

C-H 7788 Dreadnaught 
Cap onty 

C-H 7789 Dreadnaught 

Plug as shown. 











The Automatic 
ElectricWasher 
carries the C-H 
Dreadnaught 
Plug as Stand- 
ard equipment, 





The C-H Dreadnaught Plug adds many times 
its actual cash value to the worth of any appli- 
ance. It is service insurance at negligible cost. 


The Dreadnaught Cap is steel clad to re- 
sist impact. It does not crush, chip or crack 
even when dropped from the ceiling on con- 
crete floors. And appliance manufacturers 
are rapidly learning the influence these steel 
clad caps have in the salesroom. 


They are strong—and they look as strong 
as they really are. People are ready to believe 
that such attention to little things carries 
promise of honest construction throughout 
the entire machine. 


That’s why you continually find more and 
more appliances—vacuum cleaners, washers, 
irons, etc., with these silver gray caps that 
are built for service. 


THE CUTLER-HAMMER MFG. CO. 
Works: Milwaukee and New York 


CH DREADNAUGHT PLUG 


CUTLER-HAMMER 
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“RACO” Set-up Box 


“RACO” HB Straight Bar Hanger and Stud 


Carries any style of Ceiling Box and may also be used 
in concrete work. 


“RACO” HS Shallow Offset Bar Hanger and Stud 


Offset is of correct depth to bring 1%” deep Outlet Box 
flush with surface of plaster. 








“RACO” HD Deep Offset Bar Hanger and Stud 


Offset is of correct depth to bring 1%” deep Outlet Box 
and Plaster Ring flush with surface of plaster. 


ee i 


“RACO” HC Cleat Hanger 


Adapted for use with 14%” deep Outlet Box fitted with 
Plaster Ring or Switch Cover. 





“‘Raco’’ Switch Box 
with extended ears. 





ROACH-APPLETON 
















U. S. Patent 
March 18, 1913 


Here is your chance to show your stuff. Get 
out and work for the ‘‘Raco’’ Sales Contest 
Prize. It will be given to the salesman sell- 
ing the greatest volume of the entire ‘‘Raco” 
Line. 


It ought to be easy for you, Mr. Jobbers 
Salesman, to cash in on this contest as the 
“‘Raco” Hangers already have multitudes of 
enthusiastic users and our advertising is con- 
stantly reaching loads of ripe prospects. 


For every type of installation there is a 
““Raco”’ Bar Hanger which requires only 
nails, hammer and an instant’s time to at- 
tach, and they will minimize for your trade 
the profit-consuming delays on this type of 
work. 


BUT—do not overlook the ‘“‘Raco’’ Switch 
Boxes. This box with its extended ears is 
our latest offering in labor saving devices. 


When installing ‘““Raco’’ Switch Boxes, the 
ears are nailed directly to the studding. 
This eliminates the use of scrap boards for 
mounting and they can be installed in less 
than one-third the time required by the old 
method. 


All types of ‘“‘Raco’’ Switch Boxes furnished 
on order with extended ears. 


Are you all set? Well then, let’s go. 


MFG. COMPANY 


3982 BARRY AVENUE, CHICAGO, ILL. 


New York Offices and Warehouses Philadelphia Offices Boston Offices and Warehouses 
38 Murray Street 30 Bank Street 42 Binford Street 























How to make a Perfect Joint 


INSULATION CONDUCTOR COPPER SLEEVE BRAIO 


1) | | — 
———— —* 


JOINT made with OKONITE TAPES is a 
permanent joint——once made, it will last for 
years. It should be made as follows: 











1. Preparing the Conductor Ends. Bare and clean about one inch of 
the end of each conductor; then bevel the insulation as one would 
sharpen a lead pencil. 


2. Make the Conductor joint with a copper sleeve, sweating the latter 
on, being careful to clean off all surplus solder. 


3. Now cover the bevels and Conductor with a thin coat of 
OKONITE CEMENT and allow this to “set” (which takes about 


one minute.) 


4. Insulating the Joint. Take a strip of OKONITE TAPE, six to 
eight inches long, and beginning at the bevel on a level with the in- 
sulation', wrap spirally to the other side of the joint as far as the high 
point of the bevel on that side’. Continue to wrap to and fro until the 
insulation is built up slightly thicker than the regular wall. The tape 
should be put on under tension—say stretched to about half its width. 


5. To Partially Vulcanize the Joint. Apply heat evenly around the 
joint for about one minute (care being taken not to burn the insulation) 


and then wrap the joint with two layers of MANSON TAPE. 


It will pay you to learn about OKONITE TAPES. Ask our nearest 
office for booklet with full particulars and samples. 


The Okonite Company 
The Okonite - Callender Cable Company, Inc. 


Factories, PASSAIC, N. J. PATERSON, N. J. 


Sales Offices : 
New York Chicago Pittsburgh St. Louis 


Adanta Birmingham San Francisco 
Los Angeles AQ) 
Pettingell - Andrews Co., Boston, Mass. iy (2) 
Novelty Electric Co., Phila., Pa. PN 


F. D. Lawrence Electric Co., Cincinnati, O. 


; Canadian Representatives : 
Engineering Materials Limited, Montreal 





BE OKONTTE. COMPAR 
PASSAIC NJ 4 











SS 


Yn VY 
737 


Yh yyy 


To Insure 
Longer Liie 


OTE the piece of Okocord shown below—note the 
seine twine threads cabled with the conductors. This 
strengthens the cord, relieving the pulling strain on the 
conductors and greatly increasing the durability and life. 


OKOCORD is an extremely tough, flexible, non-kinking, 
rubber jacketed, portable cord for use over rough surfaces 
and through wet and oily places. It is made with the same 
skill and care that characterizes all OKONITE products, 
and will give real service under the severest tests. 


Get a sample and test it yourself. Also, send for complete 
data. Write nearest office. 


The Okonite Company 
The Okonite-Callender Cable Company, Inc. 


Factories, Passaic, N. J. PaTERSON, N. J. 

Sales Offices: New York + Chicago : Pittsburgh - St. Louis 

Atlanta Birmingham - San Francisco - Los Angeles 
F. D. Lawrence Electric Co., Cincinnati, O. 


Novelty Electric Co., Phila., Pa. Pettingell-Andrews Co., Boston, Mass. 
Canadian Representatives: Engineering Materials Limited, Montreal 


A smooth jacket of special high percentage Seine twine cords of high tensile strength Each conductor consists of flexible strand- 
Para rubber compound is applied over the are cabled with the conductors as an ad- ir.g of tinned copper and tinned steel wires, 
assembled insulated conductors, giving ditional reinforcement to relieve the pulling the latter added to increase breaking 
greater strength, durability, and resistance strain on the conductors. strength. Each conductor is insulated with 
i OKONITE, the standard for rubber insula- 
tion, and cabled together, one conductor 


A F 7 being colored Red as a marker. 
.S 


An OKONITE Product 


to abrasion, 





FLEXIBLE PORTABLE CORD & CABLE 
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Business is 
Picking Up 


yf 
I 


That’s what the boys say who entered ‘*The Jobber’s Salesman’’ contest on 


Dictogrand 


The Pole Shoes—showing the 32 laminations of special formulae 
steel. Each strip thoroughly insulated. Eliminates Eddy cur- 
rents and distortion at varying frequencies. 


The Bobbins—wound with 44 gauge enameled wire. Over 
turns to the spool. Reduces energy loss to a minimum. 
creases sensitivity. Total resistance 4,000 ohms. 





THESE REFID 


sl acai 
NOT I 








Loud 


' F 


a 


ACTUAL SIZE OF UNIT 


This unit with dust proof cover of mica shows the magnet as- 
sembly. The adjusting kneb on the back moves the entire 
mechanism 20—1/1,000ths of an inch. This movement is not 
visible to the eye; yet a variation of only 1—1/1,000th of an inch 
in the air gap between pole shoes and diaphram affective repro- 
duction. This construction is used in all Dictogrand loud 
speakers. 


See your sales manager about our special proposition 


DICTOGRAPH PRODUCTS CORP. 


220 W. 42nd St. New York, N. Y 


Speakers 
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‘Get Behind a Sure Winner”’ 


Call to the attention of ibis customers that, TODAY—AS 18 YEARS AGO—ETTCO 
STANDS FOR 


QUALITY— 
SERVICE— 
SQUARE DEAL 


For 18 years these three things have earned for ARMORED CABLE AND ETTCO 
FLEXIBLE METALLIC CONDUIT a position in the industry which should make it 


comparatively easy for you to sell the winning quota. 


The $25 prize for August will be paid to the salesman selling the greatest amount of 
Armored Cable and Ettco Flexible Metallic Conduit. 
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ARMORED CABLE FLEXIBLE STEEL CONDUIT 


EASTERN TUBE AND TOOL Co. 
Brooklyn, N. Y. 
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the Balkite Trickle Charger af +1 


¢ Announcing 


—_ 


and the new Balkite“B” at $35 





Dairite Trickl é Cha 


oneal both 4 and 6 volt Radio 
“A” batteries at about .5 amperes. 
With a low capacity storage battery 
makes possible a very economical 
installation for sets now using dry 
cells. Will furnish more current 
than is used by 6 dry cell tubes, so 
that if the charger is used while 
the set is in operation, it need be 
used at no other time. If allowed 
o “trickle” charge continuously 
will also furnish enough current 
for 8 storage battery tubes. Size 5% 
in. long, 2% in. wide, 5 in. high. 
Current consumption less than 
that of a 10 watt lamp. erates 
from 110-120 AC 60 cycle current. 

Low capacity batteries especially 
adapted for use with this charger 
are being offered by practically all 
ooding battery manufacturers this 
all. 


Reputable manufacturers are 
also offering this fall for use with 
this charger special switches which 
turn on Balkite “B” and turn off 
the charger when youturn on your 
set. This makes the current supply 
for both “A” and ‘‘B’’ circuits 
automatic in operation. 


Price $10 
West of Rockies, $10.50 





aikite Dattery Unarget 


Che most popular battery charger 
onthe market. It can be used while 
the radio set is in operation. If the 
battery should be low you merely 
urn onthe charger and operate the 
et. Charging rate 2.5 amperes. Op- 
rates from 110-120 AC 60 cycle 
urrent. Special modelfor50cycles. 


Price $19.50 
West of Rockies, $320 


BALKITE BATT 


y - 


The Balkite Battery Charger is today the most popular 
charger on the market. It is the only charger commonly 
used while the set is in operation. Balkite“B” II is also 
well known. It replaces “B” batteries entirely and sup- 
plies plate current from the light socket. It was the out- 
standing development in radio last year. 


We now announce the Balkite Trickle Charger at $10. 
This low-rate charger is especially adapted to use with 
sets of relatively low “A” current requirements—dry 
cell sets and storage battery sets having a small number 
of tubes. Owners of dry cell sets can now make a very 
compact and economical installation with a Balkite 


Trickle Charger and a low capacity storage battery of 
the type being offered by leading battery manufacturers 
this fall. 

We also announce at this time the new Balkite “B” at 
$35. This new model is specially designed to serve sets 
of five tubes and less, It fits in your present “B” battery 


compartment. 
ir a A] am | 8 
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rmanent 


All Balkite Radio Power Units are based on the same 
principle. All are entirely noiseless in operation. They 
have no moving parts, no bulbs, and nothing to adjust, 
break or get out of order. They cannot deteriorate through 
use or disuse—each is a permanent piece of equipment 
with nothing to replace. They require no other attention 
than the infrequent addition of water. They do not in- 
terfere with your set or your neighbor’s. Their current 
consumption is remarkably low. They require no changes 
or additions to your set. They are guaranteed to give 
satisfaction. 


An “A” battery, a Balkite Charger and a Balkite “B” 
constitute the most advanced power equipment on the 
market, one that is economical, unfailing in operation, 
and eliminates the possibility of run-down batteries. 


Manufactured by FANSTEEL PRODUCTS COMPANY, Inc. 





North Chicago, Illinois 


ho Power Units 


BALKITE 


r 


id 


BALKITE 





U.S. Patent 
May 27, 1924 





Balkite ““B”’ 


Eliminates “B’’ batteries. Supplies 
plate current from the light socket. 
Operates with either storage bat- 
tery or dry cell tubes. Keeps ‘‘B”’ 
circuit always operating at maxi- 
mum efficiency, for with its use the 
plate current supply is never low. 
Requires no changes or additions 
to your set. No bulbs—nothing to 
replace. Requires no attention 
other than adding water about once 
a year. 

A new model, designed to serve 
any set of 5 tubes or less. Size 84” 
long, 8” high, 34" wide. Occupies 
about same space as 45 volt dry"*B’”’ 
battery. Operates from 110-120 AC 
60 cycle current. 


Price $35 





Balkite “B” Il 


The most outstanding develop- 
ment in Radio last season. Same as 
the new Balkite ““B”’ but will fit any 
set including those of 10 tubes or 
more. Current capacity 40 milli- 
amperes at 90 volts. Size—9” high, 
6%" wide, 7%" deep. Operates from 
110-120AC 60 cycle current. Spe- 
cial model for 50 cycles. 


Price $55 
—] 


Tested and Listed as 
Standard by 


Underwriters’ Laboratories 


BALKITE 


=< 
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Let’s Step Out and Win The August Prize 


RUSE 








SWITCH BOX SUPPORTING STRIPS 
AND 


Oe tee IS Tepe: 
d f amigas / 
Det a Ratt aly 
i we 





OUTLET BOX HANGERS 


PATENTED 
Fitz-M-ALL Congratulations to the jobber’s salesman 
OUTLET BOX HANGER who won the July prize on Kruse Switch Box 
Supporting Strips and Fitz-M-All Outlet 
Box Hangers and success to all of you in 
August. 

















These points are important ones to re- 
member when soliciting your trade for 


orders. 

ANY STYLE BOX CAN BE USED WITH 
THE FITZ-M ALL. The Kruse Switch Box Supporting Strip is a 

hein: cai tiinateen: ality lie “allie. packaged product that comes in 1614” lengths. 
cable or wire; made in two sections for easy Soft metal, easily snipped. Lath ends enter 
installation on all work. Can be used between h l ° ° ° ° 
studdings for side outlet boxes, as the two Oo der easily without whittling and the short 
lower sections may be made into an adjust- pieces can be used without waste. Saves hours 
able bar which extends from studding to stud- ° . 
ding. The bolt fastens the box and at the same of time, both yours and your contractors . 
time clamps the bars together and lath holder 
in place. The New Fitz-M-All Outlet Box Hanger was 


designed by a practical electrician, who has stud- 
ied the requirements of wiremen for years. This 
PATENTED simple device can be used with equal results on 
old or new work with either conduit, loom or 
armoured cable. Can be positioned up or down 
for deep or shallow boxes in or out to the exact 
position desired. Base bolts to any make box. 
Lower part of hanger is slotted permitting bolts 





cans Ur_ty's Sane to go through it and connect direct to box. Can 
be used between studding. Packed 50 to a 
carton. 

MID-WEST METAL PRODUCTS CO. 


MUNCIE INDIANA 
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‘SQUARE D 


Safety Switch 


When you sell Square D, you're taking an old friend 
to the trade—one that never needs an introduction to 
the buyer or user of electrical switches. 


Square D has been strongly advertised for years. Its 
reputation is worldwide. Its advantages are generally 
recognized. Its serviceability and dependability are con- 
ceded everywhere. 


These facts help both dealers and salesmen—-saving 
time that would be wasted in introduction and explana- 
tion; making Square D an easy and profitable line to 


handle. 


To the salesman selling the most Square D safety 
switches in July “Jobber’s Salesman” offered a cash 
prize of $25. This contest is continued through August 
with a similar prize for that month. 


You can be a leader by selling a leader, remembering 
that Square D Leadership rests on more than 3,000,000 
satisfactory installations. 


Sell S 


d Win a Prize 


wQual ir 





BRANCH OFFICES 


Minneapolis 
Syracuse 


Boston 

New York 
Pittsburgh St. Louis 
Philadelphia Atlanta 
Cincinnati Milwaukee 





SQUARE D COMPANY, DETROIT, U. S.A. 
FACTORIES AT DETROIT, MICH., PERU, IND. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 


BRANCH OFFICES 
Cleveland Kansas City 
San Francisco Chicago 
Los Angeles Baltimore 
New Orleans Buffalo 
Indianapolis Columbus 
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Some enterprising j. s. is going to win the 
prize in August on Paranite Wires, Cables and 
Cords. He will be a lucky jobber’s salesman 
not only because of the $25.00 he will win but 
because of the continued sale on the Paranite 
Line he will enjoy throughout the entire year. 


The Paranite Line is quality all the way 
through. That's why you need not hesitate to 
recommend it to all of your customers. 


Here's hoping you're the lucky j. s. 








Paranite is more than code 
requires and _ therefore 


lasts longer than others 
in service. 


INDIANA RUBBER AND INSULATED WIRE CO. 
JONESBORO, INDIANA 
CHICAGO LOS ANGELES KANSAS CITY NEW YORK 


its PARANITE tts Right 

















August, 1925 


THE JOBBER’S(JSALESMAN 73 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 









pe 
S 
= 





DN) NNO NO) NNO). NG 


A NEW FIXTURE DEVICE 


TUMBLER TYPE CANDLE SOCKET 









INS) NO)NO)NG 














































the « 


is 


Tremovawvic. 


perating |! 


positio 
tighten 


DAVAO 















nd Set Screw 
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Cat. No. 


4040 






An allowance of 5 cents list will be made when furnished without the 
outside tube. 


this socket requires a slot to accommodate the tumbler key. 





List Price | Std. Pkg. 250 Watts— 250 Volts Pkg. Wat. Carton 


$0.50 100 indies Socket with finished | oben 32 10 











Phanwia View 


No. 4040 — 414” 


WATATATATOILY 












When so furnished it should be noted that any candle tube to fit 


RROW LINE OF CANDLE SOCKETS IS COMPLETI 
PULI rUMBLER KEYLESS 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


RRO 


The complete line of Wi iring Devices 











TOTO OV OVO OT ON ATO OIA AAI OTN 






































74 


THE JOBBER'SAI)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








Use the “Sales Ideas” 


The More Your Dealers and 
Contractors Sell, the Greater Your 


Chances of Winning a Prize 


psucwne on the next page 
are a number of sales ideas 
or stunts that have been suc- 
cessfully used by dealers and 
contractors. One or more ap- 
plies to every line of products 
eligible in the August “Sum- 
mer Sales Contest.’ Wherever 
possible, get your dealers and 
contractors to put some of 
them into effect and increase 
their sales. In many cases this 
will be a service which will en- 
able you to “get the order now” 
from your dealer. 
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Sales Ideas for Your Dealers 


One or More of These Sales Stunts Applies to Every Line of Products Eligible 
in the “Summer Sales Prize Contest”—Try to Get Your Dealers 
and Contractors to Use Them to Increase Sales, Thereby 
Bettering Your Chances to Win a Prize 


Simply Drawn Plan Lands Business 


A stunt that an electrical contractor in 
Lansing, Mich., is using to get the better 
class of wiring for new homes is effective. 
He calls himself a “wiring engineer,” and 
refuses to bid on a job until he has had 
an opportunity to go over it thoroughly 
with the home owner, even though the 
owner is buying it from a building con- 
tractor. When he has gone over the home 


he goes back to his office and on cross- | 


section paper (having taken the measure- 
ments when he went over the job), he 
draws a plan in blue and then specifies in 
red where his wiring will go—showing the 
outlets, fixtures and switches and indicat- 
ing the use of armored cable flexible steel 
conduit or non-metallic conduit and brand 
of wire as called for. This he takes 
back to the home-owner and goes over 
it with him. The carefully drawn plan 
convinces the prospect of his thor- 
oughness and competency to recommend 
the right kind of materials. At this call 
he refuses to submit a price, but tells the 
prospect to go to the other electrical con- 
tractors and ask them for their bids and 
their plans of what they will do. He in- 
sists that the final bids not only be com- 
pared with his, but that the plans for 
wiring be compared at the same time. He 
states that he finds that his competitors 
as a rule will not take the pains to draw 
as scientific a plan as he does, and that 
even though they are below him in price, 
he has the prospect half sold on his ability 
to put in the best job. And he doesn’t 
have to argue over his price, even though 
it is usually higher. The plan is easy to 
draw, and can be done in a half an hour; 
ond it is surprising how much weight it 
has in making the sale. He tries to get the 
first and last shot at the job. 
* * * 


Log Card for Fans 


tadio users will appreciate a souvenir 
card such as some dealers are mailing or 
passing out to customers and prospects at 
shows. This card shows the broadcasting 
stations, with call number, wave length, 
location, ete. then four blank columns 
for setting of primary dial, second dial, 
etc. Thus the fans can keep a record of 
their initial tunings, giving them a log of 
stations, and just where they can reach 
them on their sets. The reverse side of the 
card is used for announcements of leaders 
and specials which will bring many cus- 
tomers. One such, that is particularly 
adaptable because of its interest to radio 
users almost universally, is the low rate 
charger of a type to operate directly from 
a ‘amp socket and change the alternating 
Current to direct through an electro-chem- 
ica’ principle that does not require moving 
parts or bulbs. Inasmuch as this retails 
at * price within the reach of all, greater 
returns may be expected from such a mail- 
ine piece than if a complete set at a high 
Prive is featured. 


Demonstrating Cord Durability 


Reading in a manufacturer’s advertise- 
ment that a piece of hard-service cord had 
been successfully used as a tow rope by a 
desperate motorist, a western dealer de- 
cided to cash in on the idea. Taking a 
20-foot length he used on his truck, he 
used it to tow a touring car about the 
city. A sign on the truck called attention 
to the cord as a tow-line, also the long 
life resulting from durability and resist- 
ance to heat, chemicals, etc. Twice he 
stopped traffic by pausing to let passing 
trucks run over an extra length he car- 
ried. Four-inch samples were given out 
freely. During the half-day trip he took 
several orders from garage and machine 
shop men whose places he visited. 

To tie in with the street demonstration 
he filled his window with 6x8 battery jars 
full of water, sal ammoniac solution, oil, 
etc. Several extension lights connected 
through the cord mentioned were allowed 
to burn steadily for a week with part of 
each cord submerged in one of the solu- 
tions. Not only merchants and garage 
men, but many private citizens discarded 
old cords of the ordinary type and bought 
his as a direct result of these peculiar 


demonstrations. 
* * * 


Save the Trees 


The tree trimming problem is a pestifer- 
ous one to every central station and mu- 
nicipal plant. People everywhere raise an 
outcry at having their trees mutilated. If 
you are looking for a subject for a mailing 
piece to this class of customers in your 
territory that will attract their attention 
and hit the spot, build it up around the 
new chain type of trolley mast arms. This 
consists of a chain-guyed mast arm pro- 
vided with a chain and sprocket mechan- 
ism which moves a carriage carrying the 
lamp to any desired point on the mast 
arm. This is operated by a crank at the 
pole end of the arm and the trimmer runs 
no risk from traffic. It eliminates fre- 
quent tree trimming to get at the lamp 
which is a big point, and a “Save the trees 
and your public place” circular would get 


a hearty reception. 
* * * 


The ‘Perfect Joint” 

Electrical tape is not only a necessity 
with the electrician and wireman, but 
every home should have at least a roll or 
two in stock as there are a great many 
uses to which it is put besides the elec- 
trical applications. Therefore, it is worthy 
of a window display occasionally by every 
dealer — impressing and interesting the 
public as well as impressing electricians 
and the trade that he is headquarters for 
the best brands. 

Build a display around the “perfect 
joint” idea. Obtain first nature’s “perfect 
joint’—the jointed bones of some large 
animal, wired so as to show the fitting of 
the joint. Say anything you wish on a 


card about the theory of evolution and this 
perfect joint being evolved after millions 
of years from a single cell (yes, even try 
it in Tennessee). Besides this show the 
“perfect electrical joint,’—the different 
stages of making such a joint and taping 
it. In addition, show other “perfect joints,” 
as many of the hundred and one repair 
jobs that people are constantly doing 
around the house if a bit of tape is handy. 


+ + * 


Show a “Safety First”? Display 

Safety is always uppermost in the 
minds of electrical prospects, therefore 
a window showing devices made primarily 
for safety is sure of minute inspection. 
Have a sign made with a picture at the 
top—say a railroad crossing with an auto 
dashing directly into the path of an on- 
rushing “flyer.” Across the top in large 
letters put “Stop! Look! Listen!” and 
below the picture: “Safety First!” Be- 
low this, properly arranged, print fuses, 
burglar-alarm material, lamp _ guards, 
radium beads, lightning arresters, safety- 
switches, asbestos pilot-lights, flashlights, 
etc. From each printed name of a device 
run a thin, colored ribbon to a display of 
the actual material on the floor of the 
window, with spread open literature. 


* * * 


Radio Tea Wagon 


From Georgia comes the story of how 
a tea wagon left the home of an Atlanta 
dealer to work wonders for him on the 
streets as an advertisement. The outfit 
consisted of a fine radio set mounted on 
a tea wagon—the set above and the bat- 
teries on the lower shelf. 

It was provided with appropriate signs 
and placed in charge of an attractive lady 
demonstrator. She pushed it about the 
downtown streets for a week. The loop 
aerial and the loud speaker drew attention 
quickly. Especially valuable was the crea- 
tion of a desire for similar outfits on the 
part of the public. 

* ¢ * 


Boys and Girls Sell Flashlights 


Acting on the knowledge that there is 
at least one unusable flashlight in a ma- 
jority of homes, and that in a large per- 
centage of cases it is the only one (peo- 
ple simply neglecting from day to day 
to replace it), an Iowa dealer set about 


to make replacement easy. First be 
bought several cheap, small-sized  suit- 
cases. He got up an assortment of 


flashlights, each with price sticker under 
it. Having thus provided a safe and 
neat way of handling, he hired a number 
of bright boys and girls who were de- 
sirous of making some extra money. 

After explaining how to approach 
neighbors and strangers so as to gain an 
audience, he showed them how to sell the 
flashlights, also how to take the data on 
lights with dead batteries which could 
be replaced later. 
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“Best Arrangement’’ Contest 


Offering a prize for the best diagram 
showing the proper placing of conven- 
ience outlets and appliances in the home 
put a Georgia dealer ahead in prestige 
and business. To all entrants were 
given a printed plan of a representative 
home and a complete list of electrical 
symbols. They were urged to visit the 
city’s electrical home and study the lo- 
cation of the outlets and the heating and 
cooking devices to be used through them, 
with reference to common sense and con- 
venience. Of course, the house on the 
contest diagram was radically different in 
character from the home electric. This 
put the contestants on their mettle. They 
were also urged to study their own homes 
and those of friends as an aid to intel- 
ligent placing of the units. 

oe «¢ 


Applause Cards Carry Battery Ads 

A dealer provided cards similar to below 
and distributed them to all radio fans. 
On the front of the card was a form with 
places to fill in the date, address, etc. It 


also stated: “To Station..............-.-.. cS) a 
heard your program oOf.................... date on 
| NEE set. Remarks............ free Meese is 


Fans like to communicate with broadcast- 
ing stations and the card made it easy. 

On the reverse side he placed an adver- 
tisement for radio batteries—the most un- 
versally used accessory he could think of. 
The card should be the size of a regular 
government postal with a place for the 
two cent stamp. 


*x* * * 


Motor Polishes Customers’ Shoes 

A dealer in Los Angeles, who pushes 
small motors vigorously, conceived an idea 
as a means of demonstrating the wide 
range of small motor uses, at the same 
time making a hit with customers as a 
piece of special store service. A motor 
and buffer for polishing the patrons’ 
shoes was installed on the floor near the 
doorway with a handy switch and a sign 
inviting all to use the device. In addi- 
tion the many household and commercial 
uses of the small motor were neatly 


listed. 
a or 


Portable Showcase Light Demon- 
strators 
Carrying three good showcase units of 
different lengths and intensity, a dealer 
visited all his merchant prospects, on the 
lookout for showcases suffering from 
either poor light or none at all. A long 
cord was provided to hook up for dem- 
onstration, also a few pronged sticks of 
different lengths. With these sticks the 
dealer could support the unit in the upper 
front part of the case while he stepped 
back and gave all his attention to point- 
ing out the improvement. 
ee 


Selling Wiring on a “Plan’”’ 

In Passaic, N. J., a contractor built up 
a house wiring business that keeps 40 
wiremen hustling all the time. He makes 
one job sell the neighborhood. Locating 
one wiring job in a neighborhood, out goes 
a crew or two or three men to do the job. 
Along with them goes his best salesman 
among the particular class of people in 
that neighborhood—suppose it is Italian, 
then Solos goes along. As the men start 
to wire he starts to sell, by the simple 
method of getting from the customer the 
names of the neighbors in the block, with 


as much information as possible. Then 
he goes to these people with the interest- 
ing news that Mr. and Mrs. Matelli are 
having their house wired. Many of the 
prospects go with him and take a look 
at the job. All the time his selling talk 
is going on, and the one job is being 
discussed throughout the neighborhood. 

It is probable that many whose con- 
tractor trade lies in the larger cities can 
get one or more of their contractors to 
follow this plan, increasing their income 
from wiring and incidentally increasing 
your sales of wiring devices, bar supports, 
conduit boxes, etc. 

a 


Curb Sign Sells Batteries 


A definite message of suggestion was 
embodied in a well-made sidewalk sign 
placed at the curb in front of a dealer’s 
store and calling attention to passersby 
both on the sidewalk and in cars, that here 
was the headquarters for a well-known 
make of dry cells. The lettering and 
background were arranged to catch the 
eye from a distance. The sign was well 
finished and in no way detracted from the 
outside appearance of the store. The sales 
value lies in the reminder to persons 
needing batteries but who have to have 
their memory jogged by some novel ad- 
vertisement or sign. 


* -* * 


Solder Guessing Contest 


Manufacturers of solder usually put 
their products up in carton form for 
counter display. Display the carton in the 
window filled with the smalller individual 
cartons of rosin core solder. Start a guess- 
ing contest as to the total number of feet 
of solder in the big carton. Have simple 
form cards printed, with places for the 
guesser’s name, address and amount 
guessed. Offer an electrical prize for the 
closest guess. This will attract people 
into the store, build up a mailing list and, 
incidentally, result in the sale of a con- 
siderable amount of solder. 


The element of uncertainty (which 
should be made plain in the window dis- 
play card) is that a number of the small, 
individual cartons are either empty or 
contains partial rolls of solder. This will 
prevent any one from going in, buying a 
single roll, and by measuring it give an 
exact estimate of the total. 


* * * 


Appeal to the Home Instinct 


Knowing that there is nothing so cheer- 
ful as a beautifully shaded lamp shining 
through the window of a home, a dealer 
decided to provide that proper setting in 
which to show handsome table and floor 
lamps, with beautiful glass shades. A box 


- was constructed of such size that a stand- 


ard window sash would serve as a front. 
This window, fully glazed, was hung with 
curtains and placed on exhibition in the 
dealer’s window equipped with a lighted 
table lamp. 


* * * 


How’s Your Insulator Stock? 


Now is the time of year when the glass 
insulator barrels of your telephone com- 
pany and central station stock depart- 
ments are getting empty. Frequently 
buyers put off ordering until some kind 
of reminder hits them in the face. Get up 
a simple post card for your “insulator 
list.” Have a cartooinst show a barrel and 





the stock man cutting his midsection in 
two trying to get something out of t! 
bottom. Simply put your name aii 
address on the card with the word.. 
“How’s Your Insulator Stock?” A lot 
the telephone men will get a kick out «1 
this to the extent of hurrying up their 
orders. 


* * x 


Advertise Store as a Service 
Station 


Many dealers are already equipped to 
render efficient service on appliances, spec- 
ialties and devices. Any dealer realizing 
the value of this feature to consumers can 
add a few tools, stock of fuses, etc., and 
advertise as a service station. Once the 
neighborhood knows that he can give relief 
from petty electrical trouble, therby ban- 
ishing the excessive cost and long waiting 
so annoying to householders, his place be- 
comes a Mecca for those people wanting 
repairs. The automobile people put the 
“service station” idea across with the 
public in great shape—every electrical 
dealer should try to do the same thing. 


* * * 


A “Pull’’ on Socket Sales 


A well-known method of getting custom- 
ers interested in the various types of in- 
candescent lamps is to have a lamp rack 
in a prominent nlace in the store, wired 
up so that the customer himself may try 
the effect of the various kinds by turning 
them on and off with push buttons or snap 
switches arranged on the front of the dis- 
play stand. Why not vary this by provid- 
ing each lamp with a pull-chain socket, or 
better still with the new tasseled pull 
chains? While he is experimenting with 
the lamps he also gets interested in the 
pull chains, and desire for such a socket 
is aroused. 

* * * 


Making the Fixture Department 


Efficient 

Here is an idea that E. L. Knight & Co. 
of Portland, uses to make skilled fixture 
salesmen out of all his clerks. In the 
lamp and fixture department, the wall 
switches for each separate fixture are in 
gangs of five. Below these brass plates 
are used, and stamped out on the right, 
so that small cards can be inserted oppo- 
site control buttons on the switches. Each 
card carries the name of the fixture, the 
type, location for which it is suited and 
the price of the unit. Not only the special 
lamp salesman but any clerk, can go into 
this department and take care of a cus- 
tomer intelligently. This system has an 
additional advantage in doing way with 
the unsightly price tags hanging from 3!! 
the wall brackets and chandeliers. 

* * * 


Selling the Time Switch Idea 


After listing over 50 prospects in his 
community whose need for evening window 
lighting was apparent, the originator 0! 
this stunt prepared his own window as 4 
demonstration as well as a permanent 1- 
provement. Brilliant lights were installed 
to be operated by a time-switch wiiicli 
turned the lights on and off, and an ap)" 
priate sign card was set up. 

Some dealers demonstrate time-swit: '\°s 
by making temporary connection. Ot) 
install them on approval. It is 4 
policy for the dealer to install the sw ¢h 
in his own window so it can be pla ‘/) 
seen by all. 
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Exhibit Features Convenience 
Outlets 


An interesting feature of the elec- 
tric home exhibit held recently by the 
Electrical Development Association 
of Wisconsin in Milwaukee 
the particular stress laid on con- 
outlets. The 
hibited were: the living room, dining 
room, bedroom, bath, kitchen, kitchen 
annex and laundry. 

The accompanying photographs 
show the kitchen and laundry. In both 
it can be seen how well the 


was 


venience rooms ex- 


rooms 
various electrical appliances were ex- 
hibited and how forcibly the idea of 
convenience outlets was brought out. 
Arrows 18 in. long were used for this 
purpose and indicated every possible 
place where an outlet should be in- 
stalled. It is felt by those actively 
connected with the show that work of 
this nature is very effective and ac- 
complishes a great deal toward edu- 
cating the public, the architects and 
the real estate interests to a proper 


understanding of the necessity for in- 
stalling adequate wiring to provide 
for convenient electrical service. 
* & 
Department Store Versus 
Specialized Dealers 

Three paragraphs from an address 
made by Edward N. Hurley before 
the recent convention of the N. E. L. 
A. are worthy of special thought. They 
are as follows: 

“In the introduction of a new prod- 
uct, if it fills a need and creates a 
popular demand, it may be at times 
classified “shopping” article, 
such as radio, vacuum cleaners, wash- 


as a 
ing machines 
but 
and 


or ironing machines, 
after the novelty is worn off 
real selling is required, it then 
itself into a 
If a manufac- 
turer of a “specialty” article is satis- 
fied in making sales to department 
stores, who treat it as a “shopping” 
article, he will be unable to realize 
as efficient distribution as he would 


rapidly classifies 


‘specialty’ article. 








convenience outlet arrows. 





Kitchen exhibited by Electrical Development Association of Wisconsin. Note the 











aundry exhibited by Electrical Development Association of Wisconsin. 


venience outlet arrows. 


Note the 
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by having the article treated in its 
proper light, namely, as a specialty. 
Department stores offer for sale 
numerous brands of vacuum cleaners, 
washing machines, ironing machines, 
radio receivers, having one group of 
salesmen offering for sale—not selling 
-—any one of the particular units. In 
such a situation the mind of the aver- 
agé prospective consumer is muddled 
with regard to selection and a sale is 
more difficult to make, whereas, if the 
article is afforded intensive selling 
effort on the part of the sales force 
dealing with one brand alone, better 
results are accomplished. 

“My opinion is that in the electri- 
cal industry a proper classification 
and segregation of the type of article 
to be sold has been often overlooked, 
for example: wiring supplies, conduit, 
switches and the other essentials for 
equipping a house for the proper use 
of an electrical specialty cannot be 
considered in the same light that pack- 
age electrical merchandise is, and the 
reason therefor is plain. The class 
of customers to whom electrical dis- 
tributors sell is a varied one—some 
are contractors who purchase build- 
ing material; some may also be deal- 
ers and purchase a small amount of 
package merchandise, or merchandise 
specialties; but the sales effort ex- 
pended and the outlet selected should 
not necessarily be the same for best 
results. This is true in radio. 

“Naturally, a wired home came be- 
fore the use of the vacuum cleaner, or 
the washing machine, or the ironing 
machine, and the distributors han- 
dling the wire, sockets, conduit and 
other essentials for making the home 
suitable for the use of an electrical 
device, were chosen as the outlet for 
the electrical specialty, but it does 
not follow that all of their dealer out- 
lets will be suitable for specialty 
sales. It is my belief that a careful 
selection of the retail outlets for the 
sale of a specialty will give a broader 
market as well as a larger volume of 
sales than if the manufacturer en- 
deavors to select types of dealers and 
educate them.” 
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“FOUNDED ON THE BELIEF THAT THE 
Hot Gobbling Contest 

The Northland Electric Supply 
Co. of Minneapolis is a bunch of 
melon eaters. At least so it would 
be assumed from a picture appear- 
ing in one of the Minneapolis papers 
showing four girls submerged to the 
ears in a melon eating contest which 
they won, same being Esther Wahl- 
strand, Collette O’Brien, Ruth Tavis 
and Verna Mortensen, all of North- 


land. 


The occasion was the Electrical 
League picnic, a very successful 


affair held July 11. About 50 valu- 
able prizes were given away for all 
sorts of from melon 
eating to having large families of 
children. 


achievements, 


* * * 


Gilham-Schoen Has Radio 
Station 

The Gilham-Schoen Electric Co., 
Atlanta, Ga., is one of the few job- 
bers operating a radio broadcasting 
station. 

Station WDBF was installed by 
E. E. Floyd, manager of the radio de- 
partment of the company, assisted by 
W. E. Dobbins, Jr., assistant manager. 
The station, which is located at Lud- 
den & Bates Southern Music House in 
exceedingly popular 
Broadcasting is 


Atlanta, is 
through the South. 
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done every Tuesday and Saturday 
night from 9 to 10 P. M., central 
standard time, on a wave length of 


250 meters. 
* * * 


Fans Sold Out 


Stuart Walters of the Illinois Elec. 
Co., Chicago, says that their fan stock 
was all cleaned out by July 10. Stuart 
also says that they had ordered lib- 
erally from their supplier the first of 
the year and that they had quite a 
stock left over from last year, all of 
which would indicate that business is 
mighty good with Illinois. 

» * % 


A Fat Range Order 
A little piece of news was passed 
out in the office of the G-Q Electric 
Co., Milwaukee, by H. G. Northrup, 
assistant sales manager. Harvey Geb- 
ler holds the distinction of having 
annexed the largest individual order 
the company has taken this year 
against the toughest kind of competi- 
tion. It was for 34 electric ranges— 
one delivery. 
* * * 
Giese in Full Control 
Robert W. Giese of the Wayne 
Junction Electric Supply Co., Phila- 
delphia, Pa., has purchased the entire 
interest in the company. 











Duke Smith, otherwise Hardluck Sam, took this picture, and leave it to him to get 


a couple of pretty girls in it, 
“Duke’s Daughters.” 
Supply Cp,, New Orleans. 


Some day we shall publish a regular column of 
But—to proceed—this is a choice group from the Electrical 
Left to right—Chas. Zimmer, city sales manager; S. 


Jensen, city sales; Rose Byrd, telephone operator, with a memory like a money 
lender; Betty Green, cashier, with the money, but no memory; W. C. Duffy, city 


sales; Miles Kuperman, city sales. 


Charlie Zimmer is widely known as a former 


Economy and Bussman salesman, as well as an athlete and runner of note. 





That Myley Failure 

The result of the trial of Moses 
Schier, formerly president of the 
Myley Electrical Supply Co., and 
Abraham Klorman, jobber in electri- 
cal supplies, both of New York, 
proved extremely gratifying to the in 
dustry in that locality. 

The facts are reported to be that 
in 1921 the Myley Electrical Suppl) 
Co., did a very small business, its 
average monthly turn-over being ap- 
proximately two to three thousand 
dollars which was bought from many 
sources, practically everything being 
discounted. During January and Feb- 
ruary of 1922 the company spread 
out purchasing, it is said, material in 
excess of $70,000. The company 
then became bankrupt. 

An investigation of the circum- 
stances surrounding the failure was 
instituted by Walter R. Schenck, of 
the New York Credit Men’s Associa- 
tion, in co-operation with a committee 
of the creditors headed by E. O. Me- 
Dowell, of the E. H. Freeman Elec- 
tric Co. Albert M. Lee was retained 
as counsel by the committee and was 
also counsel to the trustee, F. G. 
Schaeffer, of the Manhattan Electri- 
cal Supply Co. 


Mr. Schier was convicted on a 
charge of having participated in a 
conspiracy to conceal assets of the es- 
timated value of $70.000 and was 
sentenced to serve a term of one year 
and a day in the Federal penitentiary 
at Atlanta. Mr. Klorman, who was 
indicted jointly with the head of the 
bankrupt corporation was sentenced to 
a term of 18 months. 

* * * 


Hens vs. Salesmen 
How’s business? Fellows, 
times mean nothing to a hen—she 
keeps on digging worms and laying 
eggs, regardless of what the newspa- 


hard 


pers say about conditions. If the 
ground is hard, she scratches the 
harder. If she strikes a rock, shie 


works around it. But always she digs 
up worms and turns them into hard 
shelled profits and tender broilers. 
Did you ever know of one starving 
to death waiting for worms to present 
themselves? Did you ever hear a hen 
cackle because times were hard and 
her toe nails sore? Not on your life! 
She saves her breath for digging and 
cackles for eggs. We are digging 
so are you. Perhaps a little scratc!i- 
ing together will help. Rosert M. 
Cuester, Manhattan Elec’l Sup. (o. 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER .. . K6&innlou. 























Specify This Tested Tape for Switchboards 


Every roll of Firestone Tape is made to withstand 
tests that are far more severe than those of the 
American Society for Testing Materials, the United 
States Government and other accepted authorities. 


This gives extra protection to expensive switch- 
board installations and guarantees long, satisfac- 
tory operation. 


When working with Firestone Tape, electricians 


save time and trouble. The heavy friction of sticky 
rubber insures permanent adhesion. And less 
handling in application means cleaner insulation. 


This well-known Firestone product is easy to 
sell, in the attractive, new display cartons—and a 
profit-maker for electrical dealers everywhere. For 
discounts and specifications write the Home Office 
at Akron, or the nearest Firestone Branch. 
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What to Sell for School 
Lighting 

Lighting in many school buildings 

is far below that prevailing in indus- 

trial and commercial establishments. 

A lot of educational propaganda is 


illumination system for schools—what 
As the classroom is 
the most important, the following 
specifications will be helpful in selling 


should be sold? 


equipment that will really save eye- 
sight: 





Kindergarten; Direct Lighting Units Spaced About 10 Feet 
Apart; 200 Watt Lamps 


going out now to remedy this condi- 
tion, which endangers the eyesight of 
children. The opportunities for sell- 
ing proper illumination to school 
boards are, therefore, on the increase 
and your dealers will profit by taking 
advantage of the situation. 

One thing that has held back the 
development of better school lightirg 
heretofore has been the opinion that 
the cost of proper lighting is prohib- 
tive, or nearly so. A good argument 
to combat this opinion is that the to- 
tal cost of a good artificial lighting 
system, as pointed out by the Na- 
tional Lamp Works, in its booklet on 
this subject, rarely exceeds the cost 
of the ornaments which are frequent- 
ly placed around the front entrance. 
And the average cost of electric cur- 
rent and lamps to provide good arti- 
ficial lighting in a schoolroom during 
the periods of insufficient daylight is 
less than the cost of the pencils and 
tablets used by the children in the 
room. 

The question may arise in your 
minds as to what constitutes a good 





Specifications for Artificial Lighting 
in Classrooms 
A. Interior Finish of Rooms 
Ceilings, walls, desks, and other 


new, reflects at least 65 per cent of 
the light. Preferred colors are white 
and light cream. 


The color of walls should be of a 
medium tone which, when new, re- 
flects from 30 per cent to 50 per cent 
of the light. Preferred colors are 
light warm gray, light olive green, 
light buff and dark cream. 

B. Type of Lighting Unit 

Generally satisfactory and economi- 
cal lighting for classrooms is obtained 
with lighting units of the direct type, 
consisting of completely enclosing 
globes of diffusing glassware. 

Lighting units of the indirect or 
semi-indirect types provide a supe- 
rior quality of illumination, and are 
always to be specified for use in 
drafting rooms and in “sight-saving” 
classrooms for children whose eyes 
are badly defective. With such light- 
ing units, the ceilings and upper side 
walls should be kept especially light 
in tone. 

All lighting units require frequent 
cleaning. 

C., Total Light Output* 

The total light output of a light- 

ing unit should be at least 78 per 





Laboratory; Direct Lighting Units Spaced About 10 Feet 
Apart; 200 Watt Lamps 


woodwork should have a dull (not 
glossy) finish, 

The color of ceilings and friezes 
should be of a light tone which, when 





cent of the light output of the bar 
lamp. 
D. Maximum Brightness* 


The maximum brightness of a ligh 









—— ee Scie Siriaas 
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—the ORIGINAL Show Window Reflector 


Furnished with UNIVERSAL Adjustable, Holders! 


Sterling Adjustable Holders, furnished with Sterling Reflectors, fit all stand- 
ard brass and porcelain sockets and receptacles, and are adjustable to accom- 
modate 200, 150, 100 Watt Type “C” lamps. 
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Sterling Reflector 
No. 251 





The Added Advantages of Sterling Reflectors Mean 
Minimum Investment—Less Stock—Maximum Sales 


Sterling Reflector Flexibility enables the jobber and dealer to merchandise 
Show Window lighting equipment to the best possible advantage with definite 
assurance of greater profits and increased satisfaction. Any desired volume 
of light from 200, 150 or 100 Watt lamps may be had from each individual 
style of Sterling Reflectors because of the adjustable holder furnished to 
accommodate lamps of various sizes. Only ONE Size in Color-Lite Attach- 
ments needed for Sterling Reflectors. 

MANUFACTURERS 


Reflector & Illuminating Co. :: “e"encineers. 
575 W. WASHINGTON BLVD. CHICAGO, U. S. A. 
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ing unit in candlepower per square 
inch at 35 degrees above nadir and 
at 70 degrees above nadir should not 
exceed the brightness limits in ‘l'able 
I, 


*Tested with a standard clear bulb lamp 
of the correct size located within the light- 
ing unit as specified by the manufacturer, 
and in the case of enclosing glassware 
with a white blotter over the opening. 


Tests of individual samples cannot be 
considered as representative of a manu- 
facturer’s product. Where a large number 
of units is to be ordered, the quality of 
the glassware should be investigated with 
great care. Frequently, in order to make 
sure that glassware under consideration 
meets specifications C and D, a represen- 
tative of the Board of Education should 
select at random about 2% of the glass- 
ware designated for the school installa- 
tion, and the bidder should submit with 
his bid photometric tests made on these 
samples in some qualified laboratory, such 
as the Electrical Testing Laboratories, 
New York City. 

E. Globe Diameter 


The minimum and recommended 
diameters for enclosing globes of dif- 
fusing glassware are given in Table I. 


TABLE I 


Globe Diameter 
com - 


Maximum C. P, 
per Sq. In. 
85° oO 


Size of Lamp Minimum mended 70 

100 watts 12 in. 14 in. 8.0 2.5 
150 watts 14 in. l6in. 3.5 3.0 
200 watts 16 in. 18 in. 4.0 - 8.5 
300 watts 18 in. 18 in. 4.0 4.0 


Lighting units of the indirect or 
semi-indirect types may be smaller in 
diameter than the minimum figures 
given in Table I, providing the max- 
imum brightness limits are not ex- 


ceeded. 


F. Mounting Height of Lighting 
Units 

Lighting units of the direct type 
should usually be mounted about 10 
feet above the floor. 

Lighting units of the indirect or 
semi-indirect types should usually be 
mounted two to three feet below the 
ceiling. 

G. Number of Lighting Units 

In a standard classroom, 24 by 32, 
six lighting units of the direct type 
should be used. This corresponds to 
one lighting unit of the direct type 
for about every 130 sq. ft. of floor 
area, which is a good general figure 
to follow in classrooms which are not 
of standard size, and the floor area 
per lighting unit should not exceed 
145 sq. ft. 

With lighting units of the indirect 
or semi-indirect types, fairly good il- 
lumination is obtained with only four 
units in a standard classroom, 24 by 
32 ft. However, better results are ob- 
tained with six units. In general, 
with lighting units of the indirect or 
semi-indirect types in classrooms 
which are not of standard size, it is 
preferable to have one lighting unit 
for about every 160 sq. ft. of floor 
area, and the floor area per lighting 
unit should not exceed 190 sq. ft. 
H. Size of Lamp 

1. With lighting units of the direct 
type: : 

Where the floor area per lighting 
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Truly this is vanity. 


Ti 





. 
—d 


Hiding their fangs behind pearly fans of light, Uncle Sam’s 


dogs of war, lolling in San Francisco harbor, assumed the appearances of floating 


palaces of light, to the admiring throngs on shore. 


The photograph shows the 


Pennsylvania in its best makeup while its searchlight blinked at the stars——Kadel & 
Herbert. 





unit is not over 110 sq. ft., the mini- 
mum lamp size is 150 watts, and the 
recommended size is 200 watts. 


Where the floor area per lighting 
unit is between 110 and 145 sq. ft., 
the minimum lamp size is 200 watts 
and the recommended size is 300 
watts. 

2. With lighting units of the indi- 
rect or semi-indirect types; 

Where the floor arch per lighting 
unit is not over 140 sq. ft., the mini- 
mum lamp size is 200 watts, and the 
recommended size is 300 watts. 


Where the floor area per lighting 
unit is between 140 and 190 sq. ft., 
the minimum lamp size is 300 watts, 
and the recommended size is 500 
watts. 


I. Type of Lamp 
Use clear Mazda “C”’ lamps in all 
classrooms. 


In art rooms, greenhouses, sewing 
rooms, or other special applications 
where the artificial light should ap- 
proximate the color quality of day- 
light, use Mazda daylight lamps, or 
clear Mazda “C” lamps in color-cor- 
recting glassware. 


J. Safety Holders 

Lighting units of the direct type 
should be suspended by a “safety 
holder” of good quality, in differen- 
tiation from the older types of hold- 
ers in which the glassware was sup- 
ported by lugs or screws pressing di- 
rectly against the neck. 

For those who are desirous of ob- 
taining proper lighting for any school, 
complete and authoritative informa- 
tion from an unbiased source is avail- 
able. A new “Code of Lighting 
School Buildings” has recently been 
prepared by a committee consisting 
of official representatives of 20 or- 
ganizations and_ societies identical 
with the school lighting problem in 
one or another of its various aspects. 
The American Engineering Standards 
Committee has approved this code as 
an American standard. It serves as 
a guide for the enactment of legisla- 
tion on school lighting, provides ar- 
chitects with detailed information on 
which to base school lighting specifi- 
catons, and points the way for school 
authorities to improve lighting condi- 
tions. Copies of this “Code of Lig)t- 
ing School Buildings” can be obtained 
from the Illuminating Engineering 
Sqciety, 29 West 39th street, New 
York. 
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Real Dealer Protection 

The Rumsey Electric Co. of Phila- 
delphia has sent out the following an- 
nouncement of its sales policy: 

“We have established the following 
-ales ‘policy: 

“Purchases made in our store will 
be at consumer’s prices unless proper 
entitle the bearer 
A card 


credentials which 
to dealer’s prices are shown. 
is not sufficient credential. 

“We will send commission to the 
electric contractor or dealer (the elec- 
tric contractor’s or dealer’s name 
having been given us by the pur- 
chaser) on all sales at retail price, 
this to be the difference between re- 
tail and dealer’s price. 

“The policy as outlined above is 
certainly ‘real wholesale protection,’ 
and we trust will merit a larger pro- 
portion of your valued business. 

“P. S.—Proper credentials must be 
shown to secure electric contractor’s 
and dealer’s discounts, as stated. May 


we have your full co-operation?” 
* * # 


The Four Little Devils 


There are four little devils that wander 
about 

And camp on a poor salesman’s trail; 

They never think much of the fellow that 
wins, 

But they’re strong for the fellows that fail. 

They come well equipped to give you a 
fight 

With harpoon and pitchfork and cane, 

They cuddle up near, say nice things in 
your ear— 


*OUNDED ON THE BELIEF THAT THE SALESMAN OF THE 
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“But they’re devils; look out just the 


same.” 


The first little devil commences his work 

As soon as it’s getting-up time. 

He whispers “roll over; go on back to 
sleep, 

You can’t see the buyer ’til nine.” 

And he tries to convince you that you're 
but a fool 

To go out and hustle and strain; 

He’s a plausible chap, preaches “Don't 
give a rap.” 

“He’s a devil; look out just the same.” 


The second red devil unloosens his tongue 

Before you are close to half through. 

He says, “Go to dinner; you’re working 
too hard, 

There’s no use from eleven ’til two.” 

If you listen to him, you're but fooling 
yourself, 

And helping competitors gain, 

He carries a smile, has a tongue full of 
guile— 

“He’s a devil; look out just the same.” 


The third little devil is oily and suave, 

And bides his good time to commence; 

And he waits for the time that the orders 
come slow, 

And he thinks that you won’t take offence 

When he whispers so sweetly along about 
four, 

“Tet’s ‘knock off, let’s call it a game.” 

It may sound awful nice to be through in 
a trice— 

“He’s a devil; look out just the same.” 


The fourth little devil is the worst of them 
all. 

And he smiles in a devilish way 

When he finally tells you that Saturday’s 
yours; 

Should not work—just a plain loafing day. 

And he knows very well if you listen to 
him 

That you’re bound to lose—cannot gain. 

It’s the easiest way, but never will pay— 

“He’s a devil; look out just the same.” 

The four little devils sit on a fence 








A corner in the shipping and packing department of the Electrical Supply, 201 


lagazine St., New Orleans, La. 
ck of lamps. 


Looks like someone just took a nice order for a 
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This is a picture of R. W. Haege, sales 
manager of the Wesco Supply Co., St. 
Louis, taken on a recent trip made through 
Missouri with the Northern Missouri sales- 
man, B. W. Schoenle. At the left is 
Haege, on the right is Schoenle and in the 
middle Sam D. Ellis, electrical contractor 
of Fulton, Mo. Ellis is a thoroughly alive 
contractor and an active electragist. 





When it comes to reckoning day; 
And they laugh and they dance in their 
devilish glee 
At the price they have forced you to pay. 
When temptation points to the easiest way, 
‘lake the hard road that leads up to fame. 
That thing that’s alluring can ne’er be en- 
during— 
“They’re devils; look out just the same.” 
—R. L. James in Martin’s Papyrus. 
* * * 
Changes in Personnel 

George Minkel has been made gen- 
eral manager and L. M. Johnson, 
sales manager of the Robertson-Cat- 
aract Electric Co., Syracuse, N. Y. 
A. M. Little resigned from the com- 
pany last September. 

Paul Hogan, for the past eight 
years assistant general manager of 
the Electrical Supply Co., New Or- 
leans, has been elected vice-president. 
He will continue to hold his former 
position. He started out as a sales- 
man and worked his 
and meritorious en- 


has way up 
by conscientious 
deavor. 

Albert Kiefer has recently been ap- 
pointed manager and buyer of the 
radio department of the Kiefer Elec- 
trical Supply Co., Peoria, Ill. A re 
search and experimental department 
will be conducted in connection with 
the radio department. 

Benjamin J. P. Morrison has been 
appointed advertising manager of the 
Milhender Electric Supply Co.. Bos- 
ton, Mass. 
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Taking Out Air Insurance 

Every radio amateur who roams the 
air has felt the thrill of hearing a 
station come in at a new point on the 


dial. 
new signal—perhaps it means a DX 
record for the adventurer of the ether. 
Eagerly he awaits the announcement 
of the letters 
disappointment unutterable—the sig- 


Faintly but clearly comes this 


station’s when—oh ! 
nal wavers and vanishes completely. 

Perhaps “fading” is to be blamed. 
But more likely it is battery trouble 

the reason why radio experimenters 
develop that worried look. Here are 
some of the results of rundown bat- 
teries. 

1. Progressive decrease in signal 
strength, culminating in a sudden and 
total failure of a station to come in 
at all. 

2. Whistles and squeals as the set 
of 


various points on the dial. 


slips in and out oscillation at 


3. Limited range of the receiver. 
t. Poor selectivity in certain cir 
cuits, 


5. Unreliable service at = critical 


times when experimenting. 


SALESMAN 


OF THE 





Your dealer will do well to con- 
stantly instruct his trade to keep their 
batteries up to snuff and avoid dis- 
appointment. Freedom from battery 
troubles involves the possession of a 
good charger, or preferably two—one 
for a storage “A” battery and one for 
a storage “B” battery. Then time is 
saved, temper is saved, and money is 
saved, while the receiver is always 
ready for top-notch performance. 
* * # 


McMillan to Broadcast Eskimo 
Singing 

Efforts will be made by the Don- 
ald B. MeMillan north pole expe- 
dition to broadeast back to civiliza- 
tion the voices of Eskimos singing in 
their native language, according to C. 
H. Thordarson of Chicago, who built 
the broadcasting transformer equip- 
ment, the trensmitting transformers 
and the receiving set transformers 
carried by the “Peary” and_ the 
“Bowdoin.” 

Mr. Thordarson, who by the way 
was born in Iceland, sailed with Mr. 
McMillan from New York aboard the 
He that the 


“Peary.” reports 





Try this on your piano. 
for WOR. 


saw as well as heard.— Underwood. 





Naomi of the Follies is able to do it when broadcasting 
This may be a treat for the radio fans, but more for the few who 
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“Peary” is a converted French mine 
sweeper, which has had its hold rein- 
forced and filled with cement to act 
as an ice-breaker for the “Bowdoin,” 
as well as to carry the airplanes. 
The two ships will push northward 
as far as possible, probably to Etah 
in North Greenland, which is about 
11 degrees the pole. From 
there the planes will first fly to the 
extreme north point of Axel Heiberg 
land, locating at Cape Thomas Hub- 
Here, communication by radio 
will be maintained with the 
seeking planes when they fare forth. 
The sending apparatus will also be 
with American 
broadcasting of 


from 


bard. 
pole 


communicate 
amateurs, and the 
Eskimo singing and talking will be 
attempted. 


used to 


* * * 


McGraw Man Heads 
ciation 

H. R. Edwards, manager radio de- 
partment, McGraw Co., Omaha, Neb., 
was elected president of the recently 
formed Omaha Radio Trade Associa 
tion. The objects of the organization 
are as follows: 

To advertise radio as a necessity 
to every home in the central west. 

To conduct an annual exposition of 
radio sets and accessories. 

To foster research work in radio 
among schools, colleges and amateurs. 

To protect the public against fake 
sets, circuits and parts. 

To support the government in po 
licing the air. 

To educate the public to proper usc 
of regenerative sets, eliminatin: 
howling in other sets. 

To assist broadcasting stations in 
giving the public programs desired. 

To co-operate with the nationa! 
association in promoting the radio in 
dustry, jobbers and dealers to work 
in close co-operation. 

To legitimate de: 
eligible to membership. 

The association will hold an expo 
sition September 21 to 28 inclusi\ 
at the city auditorium and will broa 
cast the entire show from a pla 
glass studio which is being installk 


Asso- 


secure every 
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Send in 


the coupon 


The A-C DAYTON line is based on one fully 
tested and fully developed circuit applied to 
four distinctive models of sufficient variety to 


answer all ordinary calls. Two advantages 
result: 
First, the receiver itself can be most fully 


developed and most efficiently produced be- 
cause concentration on standard methods and 
design is possible; and 

Second, the dealer benefits by a greatly re- 
duced inventory, since he need carry only one 


type of circuit and only four models. 
A-C DAYTON Tuned Radio 
Frequency 


The circuit employed in the tuned radio fre- 
quency principle, refined and developed by our 
own engineers. Straight line condensers are 
employed in the A-C DAYTON to simplify 
control and make tuning more precise and 


exact. Unusual clarity is secured by our own 
patented method of air space winding, by 
which insulation losses are greatly reduced. 


Three controls of the knob and pointer type 
are provided to insure precise tuning. 


Two Cabinet Models 


The line includes two cabinet models, one in 
two-toned mahogany and other encased in 
heavy French plate glass. All control panels 
are conveniently sloped, the panels being of 
black Bakelite, with scales etched in silver. 
Plugs for both head phones and loud speaker 
are provided. 
The Phono Set Fits All 
Phonographs 

A model of particular interest to 


the music 


dealer is the Phono Set, which is the complete 
A-C DAYTON circuit built for installation in 
practically any phonograph, new or old, cab- 
i console 


inet or model. This is not a ‘“‘radio 







The Phono Set 
stalled 
graph. Such 
less than an hour. 





panel,” but a complete receiver capable of 
duplicating or bettering the performance of 
any standard receiver. 

The Phono Set, with batteries, fits into the 
record rack without impairing the usefulness 
of the instrument in any way. By means of 
an instantly changeable speaker-unit, the 
sound box of the phonograph is used for a 
loud speaker. When installed, the controls 
are at a convenient height for operation by 
a seated person. 


A New Type of Console 

The A-C DAYTON Console (Type XL-15) is 
equally distinctive. Finished in rich, hand 
rubbed two-toned mahogany, and handsomely 
designed and carved, this instrument will 
grace any home, no matter how magnificent 
On the other hand, it will not overcrowd me 
dium sized rooms, for it is but 38 inches hig! 
and occupies but 13% inches by 31 inches of 
floor space. 

The Console contains a first quality loud 
speaker, selected for quality of performance 
and compartments for both “A” and “B 
batteries. The ‘‘A” battery compartment 1s 


lined with asphaltum to protect other parts 
from acid fumes. 

A Line of Real Possibilities 
With the A-C DAYTON line, the dealer is 
prepared with radio at its best—assured | 
performance, unsurpassed in range, ideally 


priced for the largest market, and offered 

a line which affords low. sales cost, low over 
head and rapid turnover. Add to this 4 
definite factory policy which guarantees pri 
and discounts throughout the _ season, 
which protects the dealer against price 
discount changes,—and you have a line 

to be surpassed by any, regardless of p' 
range. 


is here shown in- 
in a cabinet model phono- 
installation 


requires 
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for the man who 
believes his own ears 


AND WHAT THAT MEANS TO YOU 


The A-C DAYTON slogan is significant, not only to the 
consumer but to the dealer as well. 


The A-C DAYTON is just what this slogan implies—a set 
for the man who trusts his ears in judging radio. A-C 
DAYTON stands on its own performance because it can 


do so, without relying on artificial backing or forced selling 
methods. 


With the A-C DAYTON in stock, you have everything 
needed to make sales. A demonstration will prove every 
claim we make. Selling consists solely of getting the pros- 
pect to listen. If he believes what his own ears tell him— 
and if he wants radio performance rather than false econo- 
my or empty reputation—your sale is made. 

It will be easy to cloud the air with false and ex- 

aggerated claims of radio performance. A-C 

DAYTON avoids this possibility by building a 

set which is its own salesman—and then putting 


things up to that set itself. 


If it’s permanent profits you want, and steady ones 
—rely on the set “for the man who believes his 


own ears.” 


THE A-C ELECTRICAL MANUFACTURING CO. 
DAYTON, OHIO 


Makers of Electrical Devices for More than Twenty Years 













“for the man 
who believes 








fice See RADIO 


C DAYTON 
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New Radio Products, Illustrated 








Radio fans will be interested in 
the perfected rheostat models made 
by the Cutler-Hammer Mfg. Co., 
Milwaukee, Wis. Smooth, quiet con- 
trol, so essential in rheostats, is ac- 
complished by high pressure and ab- 
solutely non-stubbing contact fin- 
gers. There is no jumping, no back 
lash, and no sticking or binding. 

The C-H Rheostat is of special 
enameled resistance wire, closely 
wound. The total width on the 
panel is less than the width of the 





tube socket, being only 15% inches 
in diameter, and it projects but % 
inches behind the panel. This close- 
ly wound resistance is held under 
tension by a bronze spring. 

C-H rheostats give precise tube 
regulation. The small rotor assures 
single turn contact on the resistor. 
The contact finger is long and 
springy, with a narrow contact head. 
Being of the revolving drum type, 
the contact finger remains station- 
are, at fixed pressure regulation. 




















With the “Acme” universal charger 
recently developed to charge radio 
batteries, it is possible to charge 2, 
4, or 6 volt batteries and also one 
may charge 48 cells of “B” battery. 
The charging rate is such as not to 
injure the batteries during charge 
and as the “Acme” universal charger 
has special independent windings on 
same it is possible to charge these 
batteries while the set is in oper- 
ation. 

With this charger, it is not neces- 
sary to disconnect the batteries 
from the radio set. “The Acme” uni- 
versal charge is enclosed within a 
case made of sheet steel and louvers 
have been pierced within this case 
so as to give the proper ventilation 
and the case is finished with black 
crystallizing lacquer and mounted 
on rubber feet. The unit as a whole 
is very attractive, and presents a 
neat appearance. The Acme Elec. 
& Mfg. Co., Cleveland, O., is the 
manufacturer. 











The Sonora Phonograph Co., New 
York, one of the pioneers of the 
phonograph industry, has entered 
the radio field and announced a five- 
tube receiving set. 

The new Sonora set uses no radi- 
cal, untried circuit. It is a refine- 
ment of time-tried tuned radio fre- 
quency circuits. There are no un- 
usual arrangements of controls to 
baffle the fan and service man. 
There are two stages of tuned radio 
frequency amplification and two 
stages of audio frequency am- 
plification. The usual vacuum tube 
detector is employed. 








The Globe Phone Mfg. Company, 
Reading, Mass., announce a new 
phonograph attachment loud speak- 
er unit made to accept any standard 
connector. 

A new principle is used, the care- 
fully balanced coils being mounted 
upon a sound bridge with a special 
tone pocket beneath. 








The Silver “two-tens” and “two- 
elevens” long wave _ transformers 
manufactured by Silver-Marshall, 
Inc., 105 S. Wabash Ave., Chicago, 
are made with the new style bake- 
lite cases. They are supplied in 
two or three two-tens (iron core 
interstage) and one _ two-eleven 
(filter for input or output) with 
identical peaks and separate curves. 
The makers plot the curve in their 
own laboratory and record it on a 
tag attached to each transformer. 








The low notes of the organ, bass 
viol, tuba, English horn and of other 
instruments below 100 cycles are 
said to be amplified as perfectly as 
high notes by the latest Thordarson 
development, the “Autoformer” all 
frequency amplifier. The ‘“Auto- 
former” is an adaption of capacities, 
impedances and resistances, devel- 
oped in the Thordarson laboratories 
at Chicago. 

It is manufactured by the Thor- 
darson Electric Mfg. Co. 500 W. 
Huron St., Chicago. 








The “Chargall” battery charger, 
resistance type, is a product of the 
Gold Seal Electric Co., 210 Wood- 
land Ave., Cleveland, Ohio. It oper- 
ates on direct or alternating cur- 
rent, is made in two and five ampere 
sizes and is equipped with safety 
fuses. 
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New Radio Products, Illustrated 








On the left is the A-C Dayton 
phono set manufactured by the 
AC Electrical Mfg. Co., Dayton, 
Ohio. This is a five-tube receiver 
designed to be installed in the 
record compartment of upright 
phonographs. It may also be in- 
stalled in many console models. 

Above is a plate glass encased 
receiver which is in popular de- 
mand. Beautiful French plate 
glass is used and the interior con- 
struction is completely revealed. 























The “Remo” radio tube reviver is 
a popular product of The Remo 
Corporation, Meriden, Conn. It 
brings back to full efficiency any 
standard old or weak tube of the 
amplifying type. It is designed to 
attach to alternating current 100 
to 125 volts, 50 to 183 cycles. 








The Dongan Electric Mfg. Co., 
Detroit, Mich., has brought out a 
line of voltmeters for both the trade 
and the set manufacturers. The new 
line. comprises four types, for 
panel mounting, clamp mounting, 
and portable testing. The capacity 
ranges are from 0-7 to 0-100 volts. 
Each type has been designed and 
constructed to give accurate read- 
ings throughout the entire range of 
scale and all types possess sufficient 
ohms per volt to insure efficient 
operation and are ruggedly built 
for. years of service. In appearance 
Dongan Voltmeters are very attrac- 
tive. 











The new pilot ug,at switch, made 
by the Yaxley Mfg. Co., 217 N. Des- 
plaines St., Chicago, is a decided 
novelty as well as a great utility for 
the radio receiving set. The device 
consists of a filament switch, socket 
and jewel. The lamp, which is 
mounted directly behind the jewel, 
indicates whether the set is on or 
off. The jewel and switch mount 
in panel holes of the same size. 

A miniature lamp, .1 amp-6 volt, 
is furnished with the pilot light 
switch. However, any miniature 6 
volt screw base lamp will operate 
satisfactorily with it. 





A new form of radio “B” battery 
differing fundamentally from the 
conventional method of “B” battery 
construction has been placed on 
the market by the National Carbon 
Company, makers of Eveready hat- 
terics. This new “B” battery has 
been devised in order to utilize all 
the space within the battery for ac- 
tive electricity producing chemicals. 
For a “B” battery of the same ex- 
ternal dimensions, it gives a greatly 
increased zinc surface and consider- 
ably more active chemical material 
contributing to the battery’s output. 
By a patented and novel method of 
construction, the need for cylindri- 
cal zinc containers is eliminated, as 
well as cell to cell connecting wires. 
This radical result is obtained by 
the use of flat cells, which substitute 
for the sealing compound needed to 
separate, in cylindrical cells, chem- 
icals which contribute directly to 
the battery’s output. 

The new battery is at present 
made only in the extra large size 
designated by the manufacturers as 
type number 486. 








The Dayton Fan & Motor Co, 
Dayton, Ohio, is manufacturing a 
complete line of radio sets, both as 
illustrated above and in the console 
type as .ol.ows: Super-selective four- 
tube sets with three dial controls; 


two table models, single dial contro! 
five-tube sets with and without loud 
speaker; four console models, made 
in various styles with the five-tube 
control, and one five-tube unit de- 
sign d to be set into a phonograph 
cabinet. 
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Valuable Radio Sales Data 


Here are the results of a survey 
made recently by the St. Louis Globe- 
Democrat, based upon questionnaires 
mailed to every known radio dealer in 
St. Louis and the 49th state. The 
answers to the questionnaires are the 
composite opinion of men whose close 
contact with the public has rendered 
them well qualified to speak. The 
experience of these radio dealers of- 
fers a valuable index to public senti- 
ment. 

Only 13% said they were exclusive 
radio dealers; of the other lines han- 
dled, electrical was 26%, hardware 
17.3%, auto and garages 8.7% and 
furniture and music 8%, miscellaneous 
18.7%. 

The answers to “What is the most 
popular type of receiver in your lo- 
cality?”’ ran this way: neutrodyne, 
63.3%; regenerative, 51.5%; super- 
heterodyne, 31.8%; reflex, 21.2%; 
crystal, 11.5% and other types 7%. 
While this question did not provide 
for sets employing radio frequency 
amplification in its various forms, 
mention of them was repeatedly made 
by dealers. 

“When do you reach your sales 
peak?” December, 71.5%; January, 
51%; November, 26.5%; February, 
21.8%; March, 6.4%, and October, 
1.4%, 

“Do your sales show that the loud 
speaker is displacing the ear phones?” 
96.4% replied “Yes,” 3.6% said 
“No.” 

“Do you sell higher priced radio 
sets on the installment plan?” 49.7% 
said “Yes,” while 50.3% said “No.” 
Of those answering “‘Yes,” 68.6% re- 
ported increased business due to the 
plan, while 29.5% reported no in- 
crease due to the plan. 

“Do you install complete radio sets 
in the homes of your customers upon 
request?” 98.1% said “Yes”; 6.9% 
said “No.” 

Estimates of the percentage in- 
crease or decrease in radio sales the 
past season over the 1923-1924 season 
ran as follows: 60.9% reported an 
increase of 1% to 50%; 32.8% re- 
ported an increase of 50% to 100%, 
andl 6.3% reported a decrease. 

‘What percentage of your total 
radio sales is from the sale of sets?” 

‘7.7% reported set sales 80% to 
100% of total sales. 

:3.5% reported set sales 60% to 
80 © of total sales. 


ote 





Boost Your Part Sales 


BY 


GENERAL RADIO 
CONDENSERS 








With 






Type 
247-H Geared 
Capacity Vernier 
0005 MF. 


$5500 


Your sales from radio parts during the coming 
season are going to depend upon your active effort 
behind popular items. The buying radio public to- 
day is discriminating. There is a well established 
demand for parts that are reliable in performance 
and reasonable in price. 


By concentrating upon General Radio condensers 
you can increase your parts sales. 


Set-builders like General Radio condensers because 
they have good inter-plate conductivity through 
solder-sealed contacts. They know that satisfaction 
is assured and that no other condenser will give 
them as much in mechanical or electrical efficiency 
at any: price. 


Dealers like them because they sell rapidly at full 
list price and STAY SOLD! 


Write today for latest parts catalog 922-U with 
price sheet. 
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We Protect 
Every Sale! 


THE BELIEF THAT THE 
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SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN 


26.3% reported set sales 40% to 


| 60% of total sales. 


14.5% reported set sales 20% to 
40% of total sales. 
5.6% reported set sales 1% to 10% 


| of total sales. 


Every inquiry on Blandin Radio Cab- | 


inets is turned over to our jobber repre- 
sentative in the territory producing the 


1.7% reported parts only. 
0.7% reported set sales 10% to 


| 20% of total sales. 


inquiry. That’s our idea of jobber coop- | 
eration. It means we have a 100% job- | 


ber policy that’s in effect continuously. 


Blandin Radio Cabinets are acknowl- | 
edged good sellers. They have every de- | 


sirable feature of fine cabinet construc- 
tion. 


The console is so designed that it will 
hold intact, any standard set in a box 
cabinet up to 28” in length. 


Our complete jobber proposition will 
interest you. Ask for complete details. 
rity Tt 


NY YH TTY 
(37 Oke) 





Liisa 








to3oe 











(Patents Pending) 


Blandin Console 
75 E 








This beautiful Blandin Console is finished in 
a hand rubbed lacquer-Mahogany—in English 
Brown. It will take any panel up to 7” high 
with room for ‘‘A”’ storage battery, “B” and 
“C” batteries and battery charger. This is one 
of the finest radio cabinets on the market and 
will dress up any set. 








The 
panel 7x18, 7x21, 7x24 or 7x26. Grooved for 
ys” panel. Panel may be mounted either ver- 
tical or slanting. Ample room for dry batteries. 
Handsomely finished—hand rubbed lacquer. 


Blandin Phonograph Co., Inc. 
1000 16th St., Racine, Wisconsin 


New Blandin Duplex shown here takes 








Radio Cabinets 
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St. Louis Radio Show 
Both W. A. Ward of the Manhat- 
tan Electrical Supply Co. and Mel- 


| ville B. Hall, of the Brown & Hall 


Supply Co. are among the officers of 
the St. Louis Radio Trades Associa- 
tion, which among other activities 
will promote the St. Louis Radio 
Show in the Coliseum the week of 
October 12, 1925. Colin B. Kennedy 
is president of the Association. The 
headquarters of the Radio Show are 
in the Coliseum. 

Extreme care was exercised in se- 
lecting the dates for the show, and all 
opinions centered on the week of 
Oct. 12, as the most logical time for 
St. Louis. All felt that a worth-while 
Radio Show would aid very mater- 
ially in starting an early fall interest 
in radio. The week of October 12— 
does not conflict with either the New 
York or Chicago show, nor with any 
other important shows scheduled, 
thus affording manufacturers the op- 
portunity of utilizing their New 
York exhibits in St. Louis, and 
reaching the Southwest market at an 
early date. 


Pacific Radio Exhibition 


The second annual Pacific Radio 
Exposition to be held August 22 to 
28 in the Civic Auditorium, San Fran- 
cisco, Calif., will be a huge success, 
according to reports. 


* * 


Of a total | 


available floor space of 23,500 square | 


feet, 17,293 square feet has already 
been contracted for by various 
branches of the industry. It is un- 


derstood that about 5,000 square feet 


| is still available. | 
The exposition will be open to the 
| trade from 10 a. m. to 2 p. 


m., each 


| day for six days, and will be open to 


Blandin 





the public from 2:30 to 11:00 p. m., 


| for seven days. 


* * * 


Lindley Reports Good Business | 


The Lindley Electric Supply Co.. 
Philadelphia, Pa., reports that 
business 
shows an increase 
responding months of last year. 





its | 
for the first five months | 
of 65% over cor- | 


IN THE INDUSTRY ” 


MODERN 


MODERN TRANSFORMERS are 
leaders in their field of usefulness, 
having always enjoyed extreme 
popularity because of their quality 
of tone and powerful amplifica- 
tion, which are unsurpassed. 





MODERN TRANSFORMERS rep- 
resent the very highest possible 
design 


achievement in quality, 


and workmanship. 


Sold Through 
Jobbers Exclusively 


The Modern Electric Mfg. Co. 


— largest transformer manufacturers, mak- 
sformers exclusively for Radio 
purposes. 


Toledo, Ohio 








TRANSFORMERS 











Sell 
EAGLE 


THE NEW 
EAGLE 
RECEIVERS in 
Performance 
Stability and 
Appearance 


Have No Peer 


Spread Eagle Superiority 








Eagle Radio Company 
17 Boyden Place - Newark, N. J. 
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They Like Him in Denver 

A. C. Cornell, manager of the West- 
ern Electric Co. in Denver has been 
elected chairman of the Electrical 
Co-operative League of that city for 
the coming year. He is well known 
in electrical and utility circles of the 
Rocky Mountain region and is one of 
the founders of the Denver league. 
Cornell is a native of Rochester, 
N. Y., but he received his elementary 
education in the New York city 
schools and later attended New York 
University and Washington Univer- 
sity in St. Louis and it was in that 





A. C. Cornell 


city that he joined the Western Elec- 
tric Co. He will complete twenty 
years of service with that organiza- 
tion next October. He was transferred 
to Denver in August, 1917, and 
July 1, 1921, he was named manager 
of the Rocky Mountain district. 

He has served as treasurer of the 
Rocky Mountain division, N. E. L. A. 
for a number of years and has been 
a member of the Rocky Mountain 
Committee on Public Utility Infor- 
mation since its formation in 1922. 
He is also a member of the A. I. E.E. 
and Society for Electrical Devel- 
opment and of various clubs in Den- 
ver including the Rotary, Denver 
Athletie Club, Lakewood Country 
Club, Mt. Vernon Country Club, Den- 
ver Motor Club, Denver Press Club 
an is vice-president of the Park Hill 
Hvights Improvement Association. 


HUA TK 








Cornell has been a representative of 

th jobbers’ division on the advisory , 
boird of the Electrical Co-operative | 
League since its organization in 1921. | 



















“I am very well 
pleased with my 
NATIONALS and 
their fine Velvet 
Vernier Dials,” 
writes Mr. Surber. 


NATIONAL 


AG sae Reason Why Radio Dealers Should 
and CONDENSERS— 


Stock NATIONAL Velvet Vernier DIALS 


Manufacturers of the genuine and justly famous Browning-Drake Transformer. 








SURBER’S HARDWARE 


CEALERS 100 
HARDWARE - FURNITURE - IMPLEMENTS 
STOVES - LINOLEUMS - RUGS 


FRANCESVILLE. INDIANA 
November 28, 1924. 
e- 
National Company, Inc., 
Cambridge, Mass. 
Dear Sirs: 

I have at hand the December Q 3 T, and note the 
National's advertisement of condensers. The records 
shown are indeed remarkable but I believe that you 
would be interested in knowing of my DK. 

T use a 2-tube low-loss tuner, with two Wational 
condensers. With this receiver I have heard either or 
both New Zealand and Australia eleven mornings out of 
thirteen. I have carried on two way communication 
with Z4AA, Z4AG, Z2AC and ASBQ. I have also heard 744K 
and two other Australians. These distances come close 
to 6,000 miles. 
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I am very well pleased with my Nationals and their 
fine Velvet Vernier Dials. 


Wishing the National Company the best luck ani 
contimed success, I am 


Very truly yours, : 


Stanley Surber, 9-EPZ 











COMPANY, Inc., Cambridge, Mass. 


Engineers and Manufacturers 


atents Pending. 








HIS No. 
service wh 
age capaci 


250 volt, 3 wire. 
tically every elec 


that will. 


Chicago | 
Philadelphia 











No. 80—30 Amp. 250 V., selective 


It’s a 2-wire switchbox type—30 amp., 250 volt—of better than 
average construction. Jt stands abuse, its contacts are polarized 
and fit to a nicety. A similar type, No. 81, is furnished in 30 amp., 


Remember also—we are manufacturers of receptacles for prac- 


in stock that fits the need, we are always ready to produce one 


RUSSELL & STOLL COMPANY 
53 Rose Street :: New York, N. Y. 


HEAVY 
DUTY 


Receptacles 
and Plugs 


—for motion picture 
theatres, schools, hos- 
pitals, hotels, public 
buildings, etc. 


80 is a husky receptacle and plug for heavy 
erever the application requires more than the aver- 
ty. 


trical requirement. If there isn’t an R & S device 


Cleveland Detroit Buffalo 
Birmingham Boston Los Angeles 
San Francisco 




























































94 THE JOBBER'S/AJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


The Allen-Bradley Line 
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Good 
Profits 


Quick 


Turnover 


Allen-Bradley Co. 


Electric Controlling Apparatus | 
492 Clinton Street Milwaukee, Wis. 








Garfunkel Bros. Build Solidly 

Garfunkel Bros., of 286 First St., 
Jersey City, N. J., were until four 
years ago large electrical contractors. 
At that time they entered the job- 


bing field and have been successful as 





is evidenced by the size of their build- 
ing and stock carried. They occupy 
an entire four-story building. The 
stock is kept in a manner second to 
none as to orderliness and represents 
leading standard lines. Norbert Gar- 
funkel, general manager and _ sales 
manager, has contructed in the dis- 


| play room a cleverly. arranged display 


board on which about 10 or more 
manufacturers will have their lines 
displayed. 

The picture shows Herman Gar- 
funkel, president, at the left and 
Norbert on the right. The third 
brother, Henry A., vice-president, is 
not in the picture because he hap- 
pened to be away on his honeymoon 
trip to Yellowstone Park when it was 
taken. He was married June 14. 
* 





* 


Treadway Moves to Larger 
Quarters 

The Treadway Electric Co., Little 
Rock, Ark., has moved to 206 Scott 
St. which is in the wholesale district. 
The company now has a floor space 
of 27,000 sq. ft. 

C. V. Moberg has been employed 


as a new salesman and Paul Allen 





* 





has been added to the inside organiza- 
tion. 





Camp Co-operation V 

Organization of the next conferenc 
of Electrical Leagues and Clubs- 
Camp Co-operation V—to be held a 
Association Island, Henderson Har 
bor, N. Y., September 8 to 12, inclu 
sive, and sponsored by The Societ, 
for Electrical Development, is goiny 
ahead rapidly. 

Among the subjects that will b. 
included in the business program ar: 
the following: What Leagues ar: 
Doing; Planning the Business Pro 
gram and Financing a League; Man 
aging League Activities; The Socia! 
Side of the League; League Industria! 
Activities; Local Legislation and Th: 
Red Seal Plan. One of the inter 
esting and important League sessions 
will also be devoted to women’s work 


in the electrical industry. 
%* & & 


Pearls, Doughnuts, Buckles 
and Crullers 

The Frank H. Stewart Electric 
Co., 37 North Seventh St., Phil 
adelphia, held its annual outing and 
picnic on June 20 at Knights’ Park. 
Collingswood, N. J. Sixty of the 78 
employees of the company were pres- 
ent. A prize of a string of Richelieu 
pearls was given the girl winning the 
most points in the girls’ contests and 
a leather belt with sterling silver 
buckle and watch chain went to the 
man gaining the most points. A ball 
game was held between the Dough 
nuts and the Crullers which the 
Doughnuts won by a score of 13 to 7, 
which indicates that the Crullers had 
no success in punching holes in the 


Doughnuts. (Not so good.) 

























STUDIO 









This is the attractive home of the Ger- 
funkel Bros. Co. of Jersey City, N. |, 
which is building up a name for pro 
gressiveness and square business dealing. 
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Delinquent Accounts Still 
Climb 

The accompanying tabulation shows 
the number of delinquent accounts re- 
ported to the National Electrical 
Credit Association by member manu- 
facturers and jobbers during May, 
1925, and June, 1925, as compared 
with the same months the previous 
year, together with the total amounts 
and average amounts of the delin- 


quencies, 

Branch Number of 

and Accounts Total Average 
Month Reported Amount Amount 
Central Division 
May, 1924... 957 $110,184.85 $115.18 
May, 1925...1066 125,851.18 118.06 
June. 1924.... 889 108,723.48 122.80 
June, 1925.... 900 102,866.77 118.74 
New York 
May, 1924.... 866 51,725.00 141.00 
May, 1925.... 388 55,157.00 163.00 
June, 1924.... 386 49,488.00 147.00 
June, 1925.... 415 58,414.00 129.00 
Philadelphia 

May, 1924.... 827 82,961.99 10080 
May, 1925.... 227 82,786.17° 144.21 
June, 1924.... 248 28,063.46. 1138.16 
June, 1925.... 259 86,497.91 140.92 
New England 

May, 1924.... 70 6,883.85 98.34 
May, 1925.... 116 12,981.98 111.91 
June, 1924.... 88 7,021.00 79.78 
June, 1925... 87 15,810.85 175.74 
Pacifie Coast 

May, 1924.... 28 3,180 00 1138.57 
May, 1925.... 27 2,101.04 77.82 
June, 1924... 22 3,877.89 176.25 
June, 1925.... 17 2,198.62 129.04 

* * * 


Mutual Electric Succeeds 
Funsten in Kansas City 

The new firm, which purchased the 
stock, fixtures, etc., of the Funsten 
Electrie Co., Kansas City, is the 
Mutual Electric Co. The officers of 
the company are as follows: I. D. 
Leffler president; E. F. Bollinger, 
vice-president; K. L. Day, treasurer, 
and G, E, Chase, secretary. 

Mr. Leffler was formerly con- 
nected with the Funsten Electric Co. 
as sales manager and was with it for 
a period of more than 15 years. 


Mr. Day is a new man, but in the 
past has been in the automobile busi- 
ness in Kansas City. 

Mr. Bollinger for a number of 
years was with the Westinghouse 
Electric & Mfg. Co. Later on he 
was with the Square-D Co. and re- 
cently with the Mutual Electric Ma- 
chine Co. of Detroit. 

Mr. Chase has been in the elec- 
trical contracting and retail business 
at Junction City, Kansas, for a good 
Many years, 

‘n addition to those mentioned Mr. 
Anderson is a stockholder and will 
travel the Western Missouri territory. 


In addition to the above informa- 
tion, the company reports that it has 
four salesmen out and will have one 
or two more in the near future. It 
expects to continue handling most of 
the manufacturers’ lines that was 
formerly handled by the Funsten 
Electric Co. and will continue to do 
business at the same location. 

Recently, the services of M. W. 
Coursey were secured, who was for- 
merly with the E. L. Overton Co. of 
Topeka. Mr. Coursey will travel the 


eastern half of Kansas, 
eo s 


William A. Re Qua 


(Continued from Page 21) 


Qua has it, though of a matured and 
mellow kind which does not savor of 
egotism. It is a pride with the sharp 
edges worn off by many abrasions in 
those early “basement” days when he, 
who was considered one of the best 
builders’ hardware men in the state 
of New York, was obliged time and 
again to meet his fellow townsmen 
and his customers in an old blouse, 
delivering a package here and another 
there, as the case required. It hurt. 
But he would be a jobber. 





American to Make Radio Drive 

The American Electric Co., St. 
Joseph, Mo., will put on a number 
of expert radio salesmen this year as 
it has made plans to do the largest 
radio business in the history of the 
company. It is the only jobber of 
Stromberg-Carlson sets in its terri- 
tory and has the Day-Fan line exclu- 
sively in Kansas, 35 counties in Mis- 
souri and four counties in Nebraska. 

One of the biggest radio sales cam- 
paigns in the history of the company 
is well under way and will be in full 
swing within the next 30 days. From 
three to five times more radio business 
this year than last year is anticipated 
by the company. 

* * # 
Franklin Opens Branch 
Pittsburgh 

The Franklin Electric Co., 50 
North Seventh St., Philadelphia, has 
opened a branch at 1005 Liberty St., 
Pittsburgh, in charge of Lawrence C. 
LeVoie, who was formerly Pittsburgh 
manager for the Music Master Corp. 
At present the Pittsburgh stock will 
be confined to radio, but electrical 
supplies may be added in the future. 
Three men are traveling out of this 
branch, but it is expected that there 
soon will be six. 


in 


Electrical Industry Loses a 


Pioneer 


One of the best known and most 
respected men of the electrical in- 
dustry on the Pacific Coast has passed 
away—Tracey E. Bibbins, president 
of the Pacific States Electric Co., 
San Francisco. Death, due to heart 
failure, occured on July 3, at his home 
in Berkeley. He was a native son of 
the Golden State, born in 1866, and 
his entire business career of 36 years 





T. E. Bibbins 





had been spent in the electrical fra- 
ternity. By the sheer ferce of his 
own determination he was destined to 
become one of the West’s pioneers in 
the industry and later one of its most 
prominent and influential members in 
that section. 

In 1889, he helped construct the 
first electric street railway in Oregon, 


later joining the Edison Electric 
Manufacturing Co., which  succes- 
sively became the Edison General 


Electric Co., and the present General 
Electric Co. In 1895 he was trans- 
ferred to the San Francisco office and 
rose to the position. of local manager, 
which he attained in 1912. Although 
Mr. Bibbins was instrumental in or- 
ganizing and developing the Pacific 
States Electric Co., he did not join 
its ranks until 1916 when he became 
its president. 

Credit is due Tracey Bibbins for 
the progress not only of his own 
company but for the present unity 
which exists among the supply job- 
bers on the Pacific Coast. 
born organizer who was active in all 
things electrical on the Coast. In 
addition he took an interest in the na- 
tional affairs of the jobbers, being an 
active member of the Electrical Sup- 
ply Jobbers Association and at the 
time of his death a member of its 


He was a 


executive committee. 












































































96 


THE JOBBER’S/A)SALESMAN 





— 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 











SM 


SUPER 
PARTS 


Announcing—A New 
Line of Silver- 


Marshall Parts 


The LMA 


has 


radio industry 
been eagerly A 
awaiting the _ an- 
nouncement of _ the 
new _ Silver-Marshall ,-¢% 
line of Super Parts 
for the _ impending 
season. Now we are 
ready to start the big 
Fall push with some 
of the biggest and 
best sellers ever of- 
fered the radio trade, 
at the most attractive 
proposition you can 
find. 

The new S-M Straight-line-wave in length con- 
denser leads the new line of S-M Parts. Entirely 
silver-plated, it presents an attractive appearance, 
and for actual performance it cannot be sur- 
passed. Used in the new super-autodyne re- 
ceiver and approved by authorities everywhere. 







The S-L-W Condenser. 
Retails at $6.00, $5.75 
and $5.50. 


New Transformers Ready 


The adoption of 
bakelite casings for 
the famous Silver- 
Marshall long wave 


creased efficiency 30 
per cent and won in- 
stant favor with the 
fans. These trans- 
formers are known 
from coast to coast 
and are nationally 





The S-M Intermediate advertised. They 
transformer, with new were admittedly the 
bakelite case. outstanding feature 

of the Silver-Mar- 


shall super-heterodyne design that won first prize 
in the recent Los Angeles Radio Show. 
in sets of two 210’s and one 211. Retail at 
$8.00 ea. 


The S-M Oscillator 


The Silver-Marshall Oscil- 
lator Coupler, with new 
design and increased effi- 
ciency, completes the na- 
tionally known  Silver- 
Marshall super-heterodyne 
unit—advertised in all the 
radio magazines every 
month, and in the coun- 
try’s leading newspapers 
every week. Silver De- 
signs have been before the 
radio public every month 
in the year. The demand 
for this Fall is already 
being filled. Orders placed 
now are assured of imme- 
diate delivery. 





The S-M 101B 
Oscillator coupler. 


Silver-Marshall Follows a Strict Jobber 
Policy — Your Protection of a Square 
Deal. Write for Complete description 
of S-M Parts and Exclusive Jobber 


Proposition for your Territory. 


Silver-Marshall inc. 


115 S. Wabash Ave., Chicago 





| ter to install two 30 in. fans. 





transformers has in- | 


Sold | 
| the safer figure. 


Beating Your Bogey 
With Fans 


(Continued from Page 6) 


the building. For instance, if the room 
is 50 ft. wide and 150 ft. long and 
the ceiling is 10 ft. high the capacity 
is 75,000 cu. ft. Dividing 75,000 by 
6 it is learned that a fan having a 
capacity of 12,500 cu. ft. of air per 
minute is required. Referring to the 
table furnished by manufacturers it 
is found that a 42 in, fan will be 
the proper size. However, it is bet- 
As can 
be seen by the above example it is 
not a difficult task to figure the proper 
size fan for any installation. 

The same method is employed for 
restaurants and lunch rooms with the 
exception that a two-minute air 
change should be figured. The fan 
should be installed in the kitchen 
and be placed as near the range as 
possible. A common practice is to 
install one fan for both the dining 
room and kitchen. A grille in the 
partition between the dining room and 
kitchen is provided. The air is drawn 
from the dining room, through the 
grille into the kitchen and then ex- 
hausted by the fan. 

Theatre and church ventilation is 
figured on a slightly different basis. 
Here the seating capacity is the ac- 
cepted factor. Under summer condi- 
tions in the more temperate states 40 
cu. ft. of air per minute per person 
should be figured. In the southern 
states 60 cu. ft. of air per minute is 


Two fans should be 


| installed and both operated in the 


| summer time. 


In the winter one fan 
may be left idle and the other will 


| give satisfactory results without re- 
| moving the heat. Simply multiply the 





seating capacity by 40 or 60 which 
gives the cu. ft. of air per minute re- 
quired. Then pick the size of the fan 
from the price book supplied by all 
manufacturers. Fans should be in- 
stalled at least eight feet from the 
floor, and in the smaller theaters 
should be placed back of the stage. 
This arrangement assumes that the 
doors are in the opposite end. All 
side openings should be kept closed 
and the air given a straight sweep 
the entire length of the building. 
Registers or grilles should be used 
to conceal the fans. Larger theaters 
require more study of course, but as 
a general rule the fans are placed 
either back stage or preferably a roof 
ventilator is used. Other methods 


are employed according to the c:n- 
struction of the building. If the 
theater is extremely large it is just 
as well to work with the manufactur- 
er’s specialist, who will be on the job. 

In lodge halls the capacity is <e- 
termined on approximate number of 
seats provided allowing six sq. ft. of 
floor space for each occupant. For 
instance, a lodge hall 84 ft. by 40 ft. 
contains 3,360 sq. ft. Dividing by 
6 equals 560, the number of seats. 
This number multiplied by 35 equals 
19,600 cu. ft., the volume of air to 
be removed per minute. Use two 36 
in. fans each with a capacity of 9,800 
cu. ft. of air per. minute. Always 
issue instructions for provisions to be 
made for air to enter the room as air 
cannot be exhausted unless an equal 
amount enters the room. 

The examples given do not in any 
way cover the field. But they do in- 
dicate that the manner of figuring fan 
sizes is practically the same, and that 
the installation itself is a matter of 
simple logic. 

It is well to point out to dealers 
that a great volume of business exists 
among the following prospects: 


Banks 
Basements 
Creameries 
Dance halls 
Drying 
Factories 
Farm Barns 
Furnaces 
Garages 
Kitchens 
Lodge halls 
Multi-story buildings 
Offices 
Paint spray shops 
Paint spray booths 
Restaurants 
Residences 
Roof ventilators 
Stores 
Theaters 


Roof ventilators are becoming ex- 
ceedingly popular and are rapidly re- 
placing the old gravity type of ven 
tilator. Here alone is a city of pros 
pects. Scattered throughout towns 
may be seen many gravity ventilators. 
Each is a ready prospect for roof 
ventilators, for all that it is necessary 
to do is to remove the gravity type 
and fit the motor type in its place. 
There is one thing which should al- 
ways be borne in mind; for ventilat- 
ing offices, stores, banks, in fact, any 
place where quietness is necess«ry. 
the slow speed fans only should be 
used. In restaurants, hotels, kite!ens 
and factories, where slight noise of 
operation is of no consequence, (!ie? 
the high speed apparatus should be 
used, 

















or FP 
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It is pleasing to note how well the 
jobbers’ salesmen are taking hold of 
this specialty. The manufacturers 
who have spent and are spending a 
great deal of money in educating the 
public in proper ventilation are find- 
ing the jobber a real distributor of 
exhaust fans. During the writing of 
this article when data was being col- 
lected from various manufacturers, the 
jobber’s salesman was commented 
upon quite favorably. One manufac- 
turer had 1,500 jobbers’ salesmen on 
his mailing list whom he is educat- 
ing on his products. Another stated 
that the salesmen were going ahead 
selling exhaust fans with very little 
requests for help. It is an excellent 
field and one on which the surface 
has hardly been scratched. With the 
jobber’s salesman increasing his con- 
fidence in his ability to sell this prod- 
uct and with the realization of the 
manufacturers that the jobber is a 
logical and economical outlet for his 
products the results for the next few 
years should be highly satisfactory 
to all. 





Regular Territory Sales- 
men and Commercial 
Lighting Units 


(Continued from Page 10) 


week, and month after month. Is it 
5 per cent, 10 per cent, 25 per cent? 
Then consider the balance. How many 
of the latter have any real reason for 
not selling lighting? Doesn’t it leave a 
good majority that have had the pros- 
pects yet have never been “sold” on 
the idea? That could be shown by 
you or someone else? The chances are 
that it does. 

Here’s an actual instance of that 
very thing. A contractor-dealer in a 
mid-western city had been doing a 
dandy business in units for schools. 
He hadn’t sold very many units for 
stores, however. 

‘I don’t know why I can’t get more 
of the store business,” he complained. 
“This unit is 100 per cent in the 
schools, but zero in stores right now. 
I've told any number of them how 
better lighting will increase their 
business, but it won’t get started.” 

Well,” replied the salesman, “do 
you really believe that good lighting 
wil) increase sales?” 

Surely !” 

Well, if it’s that good, why don’t 
you use some of it?” popped the sales- 
ma looking up at the antiques that 











Contractors will have their little jokes. 
This one, J. C. Williams of the J. C. 
Williams Elec. Co., Ashland, Ky., says that 
he is so busy installing Beardslee home 
lighting equipment that Ashland people 
now move their houses down to his store 
rather than take a chance on somebody 
else’s service 





served as light sources in the dealer’s 
store. 

A dull red spread over the con- 
tractor’s face. “By George, you're 
right at that! Fix me up!” 

And that was found to be the cause 
of the trouble for the lop-sided effect 
of his lighting business disappeared 
and in a short time he began to get 
the profitable store jobs. 

Take some typical instance that 
you think of, Charley Smith for in- 
stance. His town has, say, 100 stores 
of all kizds. He has never sold any 
commercial lighting to speak of—just 
one or two fixtures here and there 
If his is the 
average electrical establishment, it is 


that have come to him. 


as badly in need of better lighting as 
any in town. He has not realized the 
value of good lighting himself and 
consequently has not persuaded any- 
one else. 

And there lies the whole thing in a 
nutshell, If you can get Charley and 








In the center is T. H. Brindley, vice- 
president and general manager, W. A. 
Roosevelt Co., La Crosse, Wis. We won- 
der how many who call on him know he 
was a University of Wisconsin football 
star a few years ago. On his left is his 
brother John W. (Jack) Brindley. On 


his right is the well known H. & H. repre- 
sentative “Charlie” Westman. 





Bill and Jack enthusiastically inter- 
ested in what good lighting will do 
for a merchant and for a town, your 
battle is more than half done. Any- 
one who thoroughly believes in good 
lighting can sell it and will sell it. 
The greatest drawback to lighting 
sales is that the electrical merchants 
themselves are not sold on the idea 
and no one can get up any great 
amount of enthusiasm in something in 
which he does not himself believe. 


Now this “conversion” may be 
brought about by a good talk, it may 
take a number of them, but it can be 
accomplished, sooner or later, if the 
subject has the least spark of pride 
The most 


encouraging sign is when he decides 


in his trade or business. 


to bring the illumination of his own 
store and windows up to, or prefer- 
ably a little above the standard. If he 
won’t use better lighting himself, he 
isnt going to push it aggressively and 
even if he were determined to get re- 
sults he would appear very inconsist- 
ent in the eyes of his community if he 
wouldn’t use for himself that which 
he recommends for others. He’d be 
like the bald-headed barber who tried 
to sell hair-restorer. 

Tell him what others are doing. He 
will be interested in hearing how other 
electrical men have made a success 
of selling better lighting in the com- 
wercial field. “Rub it in” to him a 
little, if necessary, about what he is 
missing. Tell him what is being done 
in other cities his size and in the 
bigger cities as well. The use of the 
practical example is always valuable. 

Persuade him to make a list of all 
the prospects in his city or town, by 
actual canvass preferably. This will 
give you something to work on with 
him. Sales letters for him to send out 
are valuable, but only insofar as they 
can be followed up by personal calls 
promptly. Pick out two or three of 
the best prospects and call on them 
with him. Your calls will be more 
effective if you have a sample unit 
along. Your willingness to do this 
with him will doubtless secure for you 
an order for a couple of samples. 
That, of course, is a long step in the 
right direction. Then keep everlast- 
ingly at him! 

Emphasize the importance of his 
keeping track of new stores, schools, 
ete., and getting on the job early. 
Someone will sell lighting for every 
place built and this is the easiest way 
for him to get started. 
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There is no more crying need in the 
wide field of merchandising to-day 
than that of better illumination. More 
light means more sales. The soil is 
fertile and well prepared. He who 
sows no seed will reap no profits; he 
who sows seed liberally and unceas- 
ingly will find a yield of new business 
of surprising proportions. 

Lastly,—and this applies to such 
good better lighting merchandisers 
that you may have as well as to the 
beginners,—preach the doctrine of a 
proper price for a good job! Many 
a contractor builds up a good lighting 
business only to sink the profit in un- 
wise and too close bidding. The gen- 
eral tendency on the part of a great 
many contractors is to pare the quo- 
tation to the core, and the unexpected 
things that always crop up, eat up 
what little profit is figured. 

The installation of better lighting 
is a valuable service and should net a 
better than average return. Many 
jobs are awarded to bidders other 
than the lowest because of better 
equipment or more intelligent service! 

What improvement in your commer- 
cial lighting business will 1925 show? 
The answer is very much up to you! 


What Sales Managers 
Think About 


(Continued from Page 15) 


catalogs, etc., is religiously cared for. 
Quite often this matter is a great deal 
more than just an. illustration and de- 
scription, Talking points and advan- 
tages are furnished the retailer to 
help him make sales. 

At the present time, entertainment 
to get business is out of order. How- 
ever, when a customer is buying your 
goods on merit, service, etc., when he 
is already sold, then it is not only 
proper, but right that he be shown 
the courtesy of a real good friend. 
We aim to be liberal in the matter of 
legitimate entertainment. 

We issue a monthly net price book 
in pocket size showing all standard 
material, with special pages for fea- 
turing various specialties or lines. 
This size is so handy, the salesmen 
are encouraged to actually sell from 
it. This makes the customer all the 
more familiar with the booklet and he 
is always on the lookout for it. <A 
radio catalog is issued, also a large 
300-page supply catalog, covering fix- 
tures and commercial lighting. 

An annual sales meeting is held 


which is so conducted as to definitely 
establish the greater part of the year’s 
policies, plans, and expectations. At 
this big meeting sensible quotas are 
named after frank discussion of con- 
ditions in the various territories. The 
only other meetings held during the 
year are special ones to sell the men 
a new line or when some radical 
change of method or policy requires 
everyone to hear it explained. 

The foregoing covers the routine 
problems of the sales manager. Need- 
less to say there are many others bob- 
bing up from time to time—new com- 
petition to be met—changes in the 
policies of our suppliers and our com- 
petitors—new problems of distribu- 
tion, etc. The successful solution of 
each question as it arises means hold- 
ing our own or gaining a bit. Con- 
sequently all our men are urged to 
keep an ear to the ground and to be 
ready with suggestions and assistance. 
We are strong for co-operation and 
not very particular as to who gets 
credit so long as the house prospers. 


Let There Be Light 


(Continued from Page 12) 





magnificent house of yours. So it 
is not in any way related to you per- 
sonally that I have been compelled 
to call, but rather to give you an 
opportunity of becoming an inspira- 
tion to others. I come to solicit your 
name for our list of those employing 
servants who swear that they have 
done all within their power to re- 
move the rough spots in the domestic’s 
everyday life. No money required. 
The list when the names are gathered 
will be worded simply to the effect 
that undersigned has provided for 
the comfort and well-being of his 
own servants, such as plenty of 
windows to let in God’s glorious sun- 
light; ample time for recreation; 
modern working devices to minimize 
laborious drudgery; the best in elec- 
tric lights so that the evening hours 
can be spent in comfort and recrea- 
tion, minus eyestrain, and so on down 
the line. Of course it is unnecessary 
for me to relate all this in connection 
with you for a casual glance about 
this room will readily convince me 
that such an ideal of ours has long 
been pursued by you on your own 
initiative.” 

Mr. Porley was almost gasping as 
Beacon allowed an air of finality to 
become identified with his speech. 
The honest and upright gentleman had 


never been touched so deeply before. 
Being a devoutly religious man, lh: 
was much affected by the though 
that he had unconsciously neglected t 
provide the necessary comforts fo: 
his servants. He seemed to be 
awakened and cornered by his own 
selfishness, He was in a sort of 
daze when Beacon produced a littl 
notebook and asked him to sign as an 
acknowledgement that he would be « 
party to such a highly altruistic pro- 
ject. 

He drew back in confusion from 
the proffered book, stammering: 
“Why, er—I, er—cannot sign now 
There are some things you have men- 
tioned that I have not attended to 
yet; some things that I have never 
before thought of, but which coming 
from such a commendable society of 
our church makes me realize how es 
sential they are.” 

Beacon betrayed great 
and surprise. 

Mr. Porley anticipated this and 
hastily went into a detailed account 
of the appointments of his house. 
When he finished Beacon exclaimed: 
“Mr. Porley this is almost unbeliev- 
able. A house as pretentious as this; 
a man as rich as you and so religious! 


agitation 








The camera was not in the right position 
to get all of the salesmen of the Mididle 
States Electric Co. into the picture. H0W- 
ever, the boys we did catch, reading {rin 
left to right, are: Ed. Jennings, H. !!. 
Heinze, Al. Holland, W. H. Lartz, W. !io!- 
berg, Trumbull Electric Mfg. Co.; W. W: 
Cox, and G. B. Stanley, secretary, Belind 
Holland and under the cap is one eye °! 
“Mail ’em in Potts” trying to spot an 0 
der. 
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Think of it, not an electric light in 
the house! This is the biggest shock 
[ have received in many a day. It 
pains me beyond words that I cannot 
have your name on this list. The 
name of a man so well-known and 
so influential would prove a boon to 
others. It is regretable. But pos- 
sibly at some other time I may have 
the pleasure. In the meantime I must 
say, good-by.” 

“Just a minute,” said Mr. Porley, 
struggling to stifle a lump gathering 
in his throat, as Beacon made a false 
movement towards the door. “I shall 
look into the matter of having my 
house altered immediately. It has 
never been a matter of money; just an 
everzealous clinging to bygone things. 
I have never been obliged to defer 
attaching my signature to any move- 
ment designed to help others. And 
by heavens! I'll not begin now. 
What, sir, would you suggest I should 
do to begin putting by house in order? 
Do you think I should put more win- 
dows in the servants quarters which 
occupy the entire upper story? This 
is an old house and I know the win- 
dows on top are very small.” 

“That’s exactly what I would do if 


I were you Mr. Porley. We cannot 


give anyone too much of the sun’s 
glorious beams. But, on second 
thought, I think it would be better to 
have your house wired for electricity 
first, and give them the benefit of 
the best in artificial illumination at 
night when they have a few hours to 
themselves for reading. Surely they 
would appreciate this better than any- 
thing else.” 

The old gentleman had _ quite 
properly “fallen” for the suave sales- 
man’s catch-all. 

“T'll follow your advice,” he said, 
happy as a child with a new toy. 


‘Do you know I have been pestered | 
to death lately by salesmen trying to | 


make me put in electricity. But, to 


save my neck I don’t remember a | 


ingle concern whose representatives 
ave called. They generally leave 
ards downstairs but I have always 
rdered them destroyed. I’ll look the 
arious concerns up in the phone di- 
ctory. Any reputable one will do.” 
“Oh, I wouldn’t do that if I were 
ou,” protested Beacon. ‘You would 
mply be run to perdition if it were 
nown that you wanted a salesman to 
ll. A more satisfactory plan would 
to wait and give the order to the 


ene 














“JUST RIGHT” —Jobbers say: 


POLICY of sales and distribution 

that is distinctly a JOBBER 
PLAN must necessarily be so; it can 
be nothing other: 


Couple with such a policy, a quality of 
goods that ranks second to none, a serv- 
ice to the trade that is generally recog- 
nized as excellent, a price consistent 
with policy, quality and service—and 


there you are. 


Supporting the Jobber, we in turn get support 
We have something for Jobbers in any of our 


conduit lines. Note the well-known brands: 


“ELECTRODUCT’”’ 


(Enameled Type) 


“XDUCT’’ 


(Galvanized Type) 
RIGID STEEL CONDUITS 


““LOOMFLEX”’ 


THE BEST NON-METALLIC 
CONDUIT MADE 


AMERICAN CIRCULAR 
sue. LOOM CO. 2X 


3 
= 90 West St., New York = 
2 > - 

4 


s BOSTON, PITTSBURGH, CHICAGO, 
a LOS ANGELES 
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first reputable house’s representative 
who calls.” 

“A capital idea!” ejaculated the old 
gentleman, enthusiastically, “I'll go 
downstairs and leave word for the 
next one who calls to be sent up to 
me.” Beacon went down with him 
and took his leave congratulating him 
on his excellent decision and advising 
him that, like Abou-ben-Adhem, his 
name would lead all the rest when the 
list would be ready. 

Beacon hurriedly sought out a drug 
store and immediately phoned his 
friend the sales manager to send up 
at once one of the company’s salesmen 
with some estimates. Then he casu- 
ally sauntered back to the company’s 
office smoking a big black cigar. He 
was greeted like a returning hero, 
much to his amazement and discom- 
fort. He was reluctant at first to tell 
the particulars, but when pressed by 
the president he gave the detailed 
aceount appended above, embellished 
with many personal observations and 
particulars and aphorisms of his own. 

“It may not be done according to 
Hoyle,” he said, in conclusion, as the 
salesman came back with the signed 
order for electrifying Porley’s house, 
“but results count. Besides, the ser- 
vants will benefit.” The two hundred 
dollars was paid over on the spot. 





Excursions in Jobbing 
(Continued from Page 9) 


as overcrowded, he replied in the neg- 
ative. Plumbing supplies, — strictly 
speaking, are handled only by plumb- 
ing jobbers, though many items are 
shared in common with hardware and 
mill supply houses. It is well known 
that plumbing fixtures cannot be pur- 
chased by consumers except threugh 
master plumbers. This condition se>ms 
to prevail almost universally in the 
industry, and has seemingly the same 
respect and observance as the most 
rigid and clearly defined of any of 
our trade customs. 

A fundamental difference between 
the plumbing and electrical con- 
tracting businesses seems to be that 
the electrical contractor usually en- 
vag-s to do the wiring only, leavinz 
the fixtures and appliances to be sold 
by someone else, whereas the plumber 
does the complete job. He not only 
pipes the house, but sells and installs 
the bathtub and all other appliances. 
If this practice could be introduced 
into our’own industry, it would afford 
the electrical supply jobber himself a 


much larger field for the sale of his 
goods, and would do much to eliminate 
the type of contractor known as curb- 
stoner or carpetbagger, whose work 
stops with the bare wiring of the 
house; whose ideas of competition 
are based largely on cheapening the 
job both as to character of material 
and completeness of installation, and 
who does so much to discount the 
efforts of manufacturers and central 
stations toward popularizing the use 
of electrical conveniences. 


As the plumber parallels our work 
in the installation of house building 
materials, the mill supply jobber celis 
to our industrial customers. The fig- 
ures here shown are furnished by a 
house doing about a $5,000,000 busi- 
ness a year, and whose name, in its 
home town, is a synonym for prosper- 
ity. The figures are somewhat incom- 
plete, because they do not include di- 
rect shipments. They atone for this, 
in a degree, by representing perfect 
accuracy. It will be noted that the 
concern’s gross earnings over a period 
of 18 years have averaged between 
18 per cent and 22 per cent. I have 
not their operating expense figures, 
but I judge their cost of doing busi- 
ness is well below this. Only two 
items show gross profits lower than 
their probable operating percentage. 
The concern caters particularly to its 
machine tool business, which shows a 
very satisfactory margin. It experi- 
ences little competition from manufac- 
turers, because its customers are prin- 
cipally industrials who are largely de- 
pendent upon nearby’ warehouse 
stocks, and to whom the question of 
a shut-down is far more serious than 
a possible saving in price. Here, at 
least, is one case where service com- 
mands its proper remuneration. 


The automotive equipment indus- 
try maintains an association to which 
may of our own members belong, and 
which is in many respects similar to 
ours, but with the fundamental differ- 
ence that its membership embraces 
both jobbers and manufacturers. The 
result is that the working out of prob- 
lems of distribution in this industry, 
which is even younger than ours, has 
been facilitated to a marked degree, 
and so far as I can learn, those con- 
stant conflicts arising in the electrical 
business, as to who is and who is not 
the jobber’s customer, as well as the 
commodities which the jobber should 
or should not handle, have been re- 
duced to a minimum. It will be noted 





from the tabulation presented, that 
earnings in this industry are quite the 
highest of all the industries investi- 
gated. 

The statistics presented relative t. 
total gross earnings, operating ex 
pense, turnover and credit losses on 
this as well as on the drug, hardwar. 
and dry goods field were furnished b. 
the Harvard Bureau of Business R« 
search, and apply to the calendar 
year 1923. 

The sale of shop equipment seems 
to be the favorite line of endeavor in 
the automotive supply business. The 
average volume per order is relatively 
large, and the profit makes the busi- 
ness worth while. The sale of tires 
has apparently passed from the con- 
trol of the automotive equipment job- 
bers. Many of them continue to 
handle tires in small quantities for 
the convenience of their customers and 
to round out their lines; but the great 
bulk of the business is handled by ex- 
clusive tire dealers, who maintain 
service stations, and buy direct from 
manufacturers; or by stations oper- 
ated by manufacturers themselves. 
The same may be said, though in a 
minor degree, of the storage battery 
business. 

The percentages shown were fur- 
nished by a member of our organiza- 
tion, who combines the automotive 
with his electrical supply jobbing 
business. The miscellaneous informa- 
tion was secured from a number of 
exclusively automotive supply distrib- 








This is a snapshot of E. M. Cuddy, for- 
merly general manager of the electric#! 
department of the Syracuse Supply Con 
pany, which was sent through the courtesy 
of George Miller of the Rome Wire Co. 
Mr. Cuddy is now in business for himse!f 
under the name of the Cuddy Electric! 
Supply Co. West Fayette St., Syracus:, 
N. Y., and is gazing intently into the future 
while fortifying himself with the late: 
copy of THe Jopper’s SALESMAN. 


ae 
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The EMF 
Electrical Year 
Book Contains 


Over 3,100 practical defi- 
nitions of electrical prod- 
ucts. 


Over 51,000 listings of 
manufacturers under the 
products they make. 


Over 7,700 company 
entries. 


Over 6,800 electrical 
trade names. 


A Geographic Section 
for locating nearest source 
of supply of any electrical 
product. 


All alphabetically ar- 
pag soos Pn easy to use as 
telephone directory. 


Condensed catalog ex- 
hibits of prominent manu- 
facturers. 





















Who uses the 
EMF ELECTRICAL YEAR BOOK 





iy iy 


7a 30310 hd 





aM 
uit ‘it aT Ii] | 
Wiel li _— Mit 


A uh 


and how they use it 





J. H. Burns, General Manager, 
Mc Carthy Bros. & Ford—Butffalo, N. Y. 


“We receive splendid assistance 
from the EMF ELECTRICAL 
YEAR BOOK, which we have 
been using regularly since its in- 
ception. It is used in both our 
engineering and jobbing depart- 
ments, and we couldn’t do with- 
out it,” says Mr. Burns. 


The EMF not only tells the 
jobber what to buy and where to 
buy it, but it is the means of his 
filling thousands of orders that he 
would have to pass up without it. 


Every trade name used in the 
industry is listed in the EMF, 
giving the product for which the 
name is used and the manufac- 
turer. 


The EMF is the only trade- 
name directory in the industry. It 
is indispensable to all jobbers who 
use it for that reason alone. But 
it also contains over 1,000 pages 
of trade information that every 
jobber should have at his finger 
tips. 


If you have a copy. of the EMF use it; 
if not, get in touch. with us. 


ELECTRICAL TIRADE PuB.isuHinc Co. 


Also Publishers of The Jobbers Salesman 
53 WEST JACKSON BLVD. CHICAGO 





Whatever you want roknow-if its electrical-look in the EMF 
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Here you see the new Western Electric house opened June 1, at Hackberry and 
Duval Sts., San Antonio, Tex., and with J. E. Lowrey in charge under the title 


of sales manager. 


This building has an area of about 20,000 sq. ft. 





utors, none of whom, however, had 
figures available such as.were desired. 

It might be remarked in passing 
that this business is apparently more 
seasonal in its nature than ours. 

The hardware jobbing business is 
another which has many points in 
common with ours. It has a seeming 
advantage over us, however, in that 
it is a much older business, its trade 
practices are more settled, and it does 
not appear to offer the attraction our 
business does to jobbers in other lines 
seeking to increase their activities. In 
the sections of the country with which 
I am familiar, the number of -hard- 
ware jobbers, and other jobbers han- 
diing hardware, does not by any 
means equal the number of concerns 
distributing electrical supplies. The 
average volume of the individual hard- 
ware jobber must exceed several times 
that of the electrical jobber in the 
same territory. 

The jobber furnishing the figures 
does a business in normal years of 
$3,000,000. He has been in business 
about 20 years; is well financed, and 
is one of two hardware jobbers in a 


town of about 150,000 population. 


In this line, as well as in the major- 
ity of other lines investigated, my in- 
formant had no complaint to make of 
what is generally known by the broad 
name of “price-cutting.” Little, if 
any, of his commodities, are sold on 
the basis that we sell wire, pole line 
hardware, and other highly competi- 
tive materials. There is no great ten- 
dency to secure business on articles 
whose prices are nationally adver- 
tised, by quoting a lower price than 
that offered by the manufacturer. 
Neither is he embarrassed very fre- 
quently by competition from other 
manufacturers, and never by competi- 
tion from his own. He does complain, 
however, of the competition his retail- 
ers encounter from the five and ten 
cent stores, and it appears that in the 
larger cities the department stores 
are making inroads on his business. 

The drug business, while radically 
different from our own, affords con- 
siderable interesting information. The 
figures shown are furnished by a 
dealer doing a business of $3,500,000 
in a town of 200,000. He has two 

















No. 1 shows Jack Childers who has charge of the city sales of the Southwest 
G. E. Co., pointing out something or other to H. R. Victor, of the Trumbull Co., on 
his right and Herb Wilson, of the Wakefield Brass Co., on his left. 


No. 2 gives us an idea of what a lighting specialist looks like. 


W. F. Dansboe 


of the Southwest G. E. Co., standing beside his means of transportation. 


No. 3, reading from left to right: 


Andy Anderson and Frank Ewell, both of 


the Ewell Fixture Co., Fort Worth, Tex.; Jim Parker and W. F. Dansboe, of the 
Southwest G. E. Co. 





Jim is certainly looking downhearted. about something. 





competitors, one slightly larger an 

one slightly smaller than he. All thr: 

have been remarkably successful. T'| 

oldest concern has been in busine: 

over 50 years; the others about 25 an 

i0 years, respectively. Competitio: 

while keen, is not vicious. The dru 

jobbing business does not seem to b 
overdone, and the drug jobber ha 
many lines which are his exclusive], 
though he shares many others wit 

non-druggist competitors, as, fo: 
example, stationery, candy, tobacco. 
and certain electrical devices such «, 
flashlights, batteries, heating devices 
and incandescent lamps. 

The drug business is about as ol! 
and well settled as any American 
enterprise, innovations and changes in 
trade practices are few, and seldom 
radical or fundamental. The adoption 
of the Eighteenth Amendment to the 
federal constitution, and the passage 
of the Volstead law, however, have, in 
a measure, considerably upset tlic 
customs and traditions of this indus 
try. In former years, the wholesal: 
liquor business was a well recognized 
and profitable adjunct to the activities 
of many drug jobbers. Not only did 
this appreciable volume disappear al- 
most overnight, but the enforcement 
of the prohibition law has brouglit 
into being competition of an entirely 
novel character. In one very large 
city, for example, where were former- 
ly five recognized wholesale druggists. 
there are now over 100 whose real 
business is large scale bootlegging. 
These concerns buy liberally of pat- 
ent medicine manufacturers 
makers of other druggists’ staples, to 
camouflage their illegal operations, 
and then unload these staples on tlic 
drug industry at prices which bear 1c 
relation to their cost, in order that ad- 
ditional orders may be placed and 
thus the semblance of a drug jobbing 
business kept up. 

The dry goods business is possibly 
the oldest and most definitely settled 
of all. Nevertheless, the growing i'- 
portance of the super-departmen! 
store, the mail order house, and ‘i 
newly created chain department store, 
is having its effects upon this indus- 
iry, one of the most serious of whic! 
is the increasing concentration of 
retail buying power and a restrict 0" 
of the field in which the dry goods 
jobber can operate. Indeed, the me's 
ing and syndicating of departm 0! 
stores bears a close resemblance to ‘!1¢ 
syndication of public utilities, wt! 


and 
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which we, ourselves, are so familiar, 
and the result to the dry goods job- 
bers is the same as we have experi- 
enced, though not as yet in such 
marked degree. 

The figures shown are furnished by 
a jobber whose business is normally 
about $4,000,000 per annum, but 
which in 1919 exceeded $10,000,000, 
and which, in other years, has exper- 
ienced considerable, though less vio- 
lent, fluctuations. 
shown similar fluctuations, and he has 
found it a matter of the utmost diffi- 
culty to accommodate his operating 
expense to his earnings. 

The grocery jobbing business is 
now in many localities, on trial for its 
life. In the retail grocery business, 
the chain store idea reaches _ its 
climax. 
tional in extent, but the majority are 
operated by local jobbers. In many 
instances, the controlled chain is the 
jobber’s only local and 
eventually the jobbing house becomes 
merely a purchasing agent for the 
chain. 

In my 


customer, 


own city, there are at 
‘east seven distinct chains, each con- 
trolled by some particular jobber, 
and operating about 350 units. Com- 
petition between these chains is so 
keen that foodstuffs may be bought in 
the smallest retail quantities at prices 
lower than those at which many job- 
bers can buy. The situation is the 
despair of the remaining local gro- 
cery jobbers and the representatives 
of manufacturers producing nationally 
advertised foods and grocery special- 
ties, 

The only saving feature for the 
isolated jobber is that he still retains 
much of his out of town trade, al- 
though the local chains have estab- 


lished many units in surrounding 
small towns, and the practice seems to 


he growing. 
I trust that these brief excursions 
| have made into the provinces of our 
business neighbors may contain suffi- 
cient items of interest to warrant the 
‘mount of your time I have consumed. 
"or one thing, they have convinced 
ie that our own business, while easily 
isceptible to vast improvement, is a 
ood one, and that we are not wast- 
g our lives and efforts by engaging 
it. 
\bstract of an address before the Sev- 
teeth Annual Convention of the Elec- 
cal Supply Jobbers Association at Hot 
rings, Va., June 4, 1925. 


His earnings have | 





Some of these chains are na- 





25 Year 
Search 
a Ends! 


Home Water System 








a good pump that SELLS. 











of rich possibilities. 


resorts. 


Some territories are still available. 


well pump. 


Old No. 


|—has been con- 


tinuously operating for 
over forty-four months, 
equivalent to 100 years 


actual service without a 


repair or adjustment of 


any kind whatsoever. 


One Moving Part 


WRITE 
Decatur Pump Co. 


Decatur, IIl. 








Electrical jobbers have been looking years for a 
Shallow Well Pump that would stand up. The 


common query of your salesmen has been— 


“Why don’t we handle Shallow Well Pumps?”’ 


And you have been just as anxious as they to get 


The Burke Super-Turbine unit—a guaranteed 
water system, with but One Moving Part—ends 
your search of 25 years and opens a market 


Prospects are waiting for this pump. It is a big 
seller in small towns, on farms and at summer 


Action on 
your part will mean an opportunity to capture a 
big business in a market waiting for this shallow 
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MANUFACTURERS 











Roach-Appleton Expands 


Roach-Appleton Mfg. Co. has re- 
cently absorbed the Economy Electri- 
cal Specialty Co. and taken over its 
basic patents covering “Economy” 
Bar Hangers, which are now and have 
been for some time marketed under 
the trade name of “‘Raco. 

The Roach-Appleton Co. manufac- 
tures a complete line of bar hangers 
including both deep and shallow off- 
set, old work hanger and universal 
box cleat hangers. It also manufac- 
tures the well known line of “‘Raco” 
switch and outlet boxes. The gen- 
eral office and factory are located at 
38982 Barry Ave., Chicago, with 
branch offices and warehouses in New 
York City, Boston, Philadelphia and 
Los Angeles. 


” 


* * * 


Jewitt Opens Station 

The Jewitt Radio & Phonograph 
Co., Pontiac, Mich., will open its new 
5,000-watt broadcasting station, WJR, 
15, on 517 meters 


on August wave 


length. 


Name of “Bissell” Sold 
The Bissell Motor Co., Toledo, O.., 
has changed its name, temporarily, 
to the Super Service Cleaner Co., 
which will be used until a permanent 
name has been decided upon. This 
was done because the right to the 
name “Bissell” for carpet cleaning 
devices sold to a vacuum 
sweeper company in Grand Rapids, 
Mich. The Super Service Cleaner 
Co., of which F. Bissell is managing 
director, will continue to make clean- 
ers under their present names of 
“Super Service,’ ‘““New Home” and 
“School.” - 
* * * 


It’s Not Soapstone 

The Swartzbaugh Mfg. Co. Toledo, 
O., points out that erroneous informa- 
tion concerning the ‘“Everhot Junior” 
combination cooker and food container 
has been published. The element has 
been said to be embedded in a soap- 
cement. The is not 
soapstone but a patented composition 
of exclusive manufacture. 


has been 


stone material 























An unusual and attractive display of lamps and illuminating glassware makes the 
Chicago office of the Jefferson Glass Co., Follansbee, W. Va., look decidedly “dif- 


ferent.” 


Paul D. Burress, Chicago and Milwaukee representative (jobber division), 
was caught by the photographer entertaining two prospects. 








Change in Merchandising of 
Brandes Products 

For some time past the radio ap- 
paratus C, Brandes, Inc., has_ been 
furnishing its customers has 
manufactured by its chief manufac- 
turing subsidiary, Brandes Products 
Corp., Newark, N. J. In order to 
simplify the marketing of its prod- 
ucts it has seemed advisable to change 
this method of distribution so that 
orders from its customers shall be 
made direct to Brandes Products 
Corp., and that when the same are 
filled they will be billed direct by the 
latter. Effective July 1, therefore, 
C. Brandes, Inc., will act merely as a 
holding company for its several do- 
mestic and foreign subsidiary corpor- 
ations, but inasmuch as the respective 
officers in all of these companies are 
the same, its merchandising policy 


will not be affected by the change. 
* ” * 


Music Master Contracts With 
Sleeper Corp. 

More than half of the factory 
capacity of the Sleeper Radio Corp. 
will be devoted to the production of 
one of the models of the new Music 
Master receiving sets according to the 
terms of a contract reported to be 
just negotiated between these two 
corporations. Music Master turned 
to the Sleeper Corp. because its fac- 
tory is one of the best equipped and 
most highly organized in the radio 
industry and has long been recognized 
as a producer of highest quality radio 
products. | 


been 


* & & 


National Carbon Opens Pitts- 
burgh Branch 

The National Carbon Co., on June 
15. opened a new district sales offic 
and warehouse at 600 Second Ave.. 
Pittsburgh, Pa., which will carry « 
complete stock of Eveready flash 
lights, Eveready radio batteries, Co 
lumbia Eveready dry cells and Ever 
ready miniature lamps and automo 
tive brushes. W. H. Haile has been 
appointed district manager with R. P 
Tolles as assistant district manager. 
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Rice Joins De Forest 

C. A. Rice, formerly manager of the 
radio department of the Electric Ap- 
pliance Co., Chicago, has become dis- 
trict sales manager of the De Forest 





C. A. Rice 


Radio Co., western department, which 
is headquartered at 302 S. Michigan 
Ave., under the direction of Hiram L. 


Lanphear, assistant general sales 
manager with general supervision 
over De Forest territorial matters. 


The western department embraces 
all the territory from Pittsburgh to 
Denver. 

Mr. of the 
formed men on radio in the business. 
He operated one of the very first 
“Wireless Telephone” sets on a sub- 
marine chaser during the war and 


Rice is one best in- 


later put in two years as a Marconi 
marine operator. 
* ©. * 


Radio Manufacturers 
Consolidate 
The E-Z-Toon Radio Co., of In 
dianapolis, Ind., has been consolidated 
with the Kurz-Kasch Co., of Dayton, 
QO. This 


making 


means better facilities for 
the E-Z-Toon 
which have been manufactured by the 


radio dials 


former for several 


C] 


company years. 
as. Sparks, formerly assistant gen- 
il manager of the Kellogg Switch- 
ird & Supply Co., and later gen- 
eral manager of the E-Z-Toon Radio 
Co., will continue with the business in 
t of the Kurz-Kasch Co., 


cializing in new radio equipment. 


service 


SALESMAN 





OF THE 





Rise of the Mockenhaupts 
The Chicago Day-Fan Co. has re- 
cently been organized to handle the 


JOBBER IS THE MOST 


products of the Dayton Fan & Motor | 


Co. in Chicago and northern Illinois. 


The new organization will also dis- | 


standard radio accessories, 


such as tubes, loud speakers, bat- 


tribute 


teries, battery chargers, etc. 

B. J. Mockenhaupt 
known as Bert) who heads the new 
company, has been for over 20 years 
in the jobbing and agency business in 
Chicago. Right here it might not be 
amiss to mention that Leo G. Mocken- 
haupt, mentioned 
Bert, has recently been promoted to 
manager of the Western Di- 
vision of Harvey Hubbell, Ince. 


brother of above 


sales 


and Bert can well qualify as the elec- 
trical Siamese twins, rising in the 

world at the same time, as ’twere! 

* * * 

Strong Advertising Trio 
On July 1, E. G. Frank and R. G. 
Spedden joined forces with S. M. 
Fecheimer who had been the head of 
the Industrial Advertising Co., De- 
troit. They will operate under the 
name of Fecheimer, Frank & Sped- 
den, Inc., and will move to new and 
415 Brainard St., 
and will render a complete service in 


larger offices at 


all fields of marketing and advertis- | 


ing, including industrial, mercantile, 
financial and general advertising. 








These two Atlantic City tourists are 
Fred Chambers (with the pipe) and Don 
Catheart. Fred is general sales manager 
of the Jefferson Glass Co., Follansbee, W. 
Va., and Don is from the New York office. 
By the way, R. W. Gunther, formerly with 
the Miller Co., Meriden, Conn., is also with 
the company and will be located in the 
New York office. 


(commonly | 
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“AMERICAN Brand” 
WEATHERPROOF Wire AND CABLES 


HAS NO EQUAL 




















SHOW QUALITY 


Quality is a part of 
“American Brand’ and 
*“*A-1.”’ All you need is a 


sample of each to show to 
convince prospects 
that these two lines are 


best suited for their needs. 


your 
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New Electrical Products, Illustrated 

















A slot machine hair dryer for 
public bath places, etc., has been 
put on the market by the Shelton 
Electric Co., Long Island, N. Y. 
The machine costs 10 cents an 
hour to operate and the charge 
is 10 cents for five minutes. The 
machine weighs 60 lbs. and may 
be easily moved about. The 
cabinet is made of steel, white 
enamel, rust proof, totally en- 
closed, nickel trimmings. 

When a dime is dropped in the 
slot, the current is turned on, 
and the machine throws a large 
volume of hot or cold air for 
five minutes at the end of which 
time it is automatically shut off. 








Two of the products of the Frank 
E. Wolcott Mfg. Co., Hartford, 
Conn., are the 1% Ib. traveling or 
boudoir iron, called the “Torrid, 
Jr.,’ and the waffle iron illustrated 





above. The iron may be tucked in 
an overnight bag as it comes in a 
tidy green draw-string bag. The 
waffle iron is 6 in. high with 71/ in. 
aluminum grids. 








The Decatur Pump Ce., Decatur, 
Ill., is manufacturing a shallow well 
pump which is unique in the fact that 
it has but one moving part, is 
self priming and fully automatic. 
The pump is equipped with an Emer- 
son induction repulsion type motor 
and a 42-gallon tank. The pump is 
designed to handle shallow wells up 
to and including 25 ft. in depth. 








The Combination Blow Torch 
Mfg. Co., Chicago, has de- 
veloped a soldering iron blow 
torch which is equipped with 
an attachment plug for brand- 
ing irons to be used in connec- 
tion with it. These branding 
irons enable industrial plants to 
mark all personal property 
with their label which mark 
cannot be effaced. 








The “Redio” iron illustrated here 
is manufactured by the Waage 
Electric Co., 5102 N. W. Ravens- 
wood Ave., Chicago. It is designed 
as a good substantial iron with ex- 
cellent value at a nominal price. 
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The Wadsworth 
Co., Covington, Ky., has just 
brought out a new type of motor 


Electric Mfg. 


starting switch. There are no 
springs on the inside of the cabinet, 
eliminating danger of short circuit 
due to breakage, etc. The switch 
can be thrown from starting to 
neutral position without going into 
running position. It has a baked 
enamel finish with drawn cabinet 
cover. 








George Richards & Company, Inc., 
557 W. Monroe St., Chicago, have 
announced the manufacture of al 
attachment plug, to be known as 
the “Henco Pul-Cord” attachment 
plug, catalog No. 251. This plug 
embodies new and improved fea- 
tures throughout its design. Any 
possibilities for short circuits are 
eliminated by a barrier between the 
opposite polarities. In addition, th 
terminals are relieved from strail 
by placing cord ends over a strai! 
relief “bridge” in the center 0 
the cap. 
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New Electrical Products, Illustrated 








The Acme electric cord and wire 
stripper is manufactured by A. 
Laubscher, 77 Fort Pleasant Ave., 
Springfield, Mass. Photo to left 
shows the tool stripping cord, photo 


to right shows simple method of 
slitting covering of double or re-m- 
forced cable. The jaws are made of 
the finest specially prepared steel 
and all parts are interchangeable. 











The Edison Electric Appliance 
Co., Chicago, has added four new 
products to its line. Above is shown 
the RA-73 automatic range. This 
range has a white enamel cooking 





top, a working table oven top and 
among other features an automatic 
maintained temperature control. 


The toaster illustrated is also one 
of the new preducts. It is made 
entirely of steel and finished in pol- 
ished nickel. The other products are 
the G-10 triplex grill and the 
114F22 iron. 








The Rodale Manufacturing Co., 
492 Broome St., New York, is now 
in production on a two-piece plug 
made out of cold molded insulation, 
of very attractive design and techni- 
cally correct in every detail. This is 
a pony type plug. 








The American Wiremold Co., Hart- 
ford, Conn., announces a new Wire- 
mold fitting in its adjustable offset 
connector. This fitting eliminates 
offsetting Wiremold conduit in con- 
necting with surface type panel 
cabinets. 


| 




















The “Serve-U-Lite” is a product 
of the Serve-U Products Co., New 
Hyde Park, N. Y. It is really a 
combination flashlight and lamp. Off 
and on light is accomplished by 
raising the centerpiece and turning. 
Standard two-cell battery of any 
make is used. It is made in nickel 
or brass and equipped with Mazda 
bulb. 








New single and double flush re- 
ceptacles have recently been added 
to the C-H wiring device line of the 
Cutler-Hammer Mfg. Co., Milwau- 


kee, Wis. They are small and shal- 
low, made of C-H “Thermoplax” cold 








moulded insulation, convenient for 
wiring and installation. They have 
T-slots for accommodating standard 
attaching caps and are rated at 
10A, 250V. The catalog numbers 
are 7910 for the single receptacle 
and 7920 for the duplex. 
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Pass & Seymour, Inc., Syracuse, 
N. Y., are placing on the market a 
special new device for old house work 
where loom boxes and the BX type of 
surface boxes are used frequently. 

These devices with short chain anc 
cord, insulated chain and the keyless 
type are all fitted with a 214 in. por- 
celain shade holder. The deep recessed 
back is 5°; in. in diameter with a re- 
cess 414 in. wide and 114 in. deep. 

The manufacturer claims that these 
devices may also be used for switch 
boxes, for 314 in. and 4 in. outlet boxes, 
whether mounted flush with the sur- 
face or extending from the wall an 
inch or more. ‘The devices are snow 
white, of highly vitrified porcelain, with 
a deep crystal glaze. 





A combination wall bracket 
hanger, that can be used on various 
wall boxes such as “Gem X,” switch 
stud, 8 in. or pan-cake boxes, with 
additional advantage of a double 
hook and % and % pipe threaded 
holes, is now being placed on the 
market by the B. & L. Metal Stamp- 





ing Co., Inc. 159 Jamaica Ave., 
Brooklyn, N. Y. The illustration 
shows one used on a switch box. The 
other, oblong, holes, are spaced so 
that fWo holes will fit any one of the 
above mentioned wall boxes for 
brackets. The brackets may be had 
with a crossbar or with a _ knob- 
cap in front. The combination 
bracket hangers can also be turned 
over on the other side or reversed 
upper end downward to suit various 
requirements. In addition to the 
above, the same concern is making 
two other styles of box bridges for 
wall brackets. 




















Chicago Fuse Mfg. Co., Chicago, 
has placed on the market new “Gem” 
sectional switch boxes that save in- 


stallation time. In place of being 
screwed to cross members, which 
have to be nailed to adjacent studs, 
this new type of box has a mount- 
ing bracket on one side which, as 
shown in the illustration, is simply 
nailed to the stud. On the opposite 
side is a slotted wing which ac- 
commodates the lath. The boxes are 
standard “Gem” construction made 
in three styles, one for flexible loom, 
one for armored conductor, and the 
third for conduit. 





A new motor starting switch for 
use with time limit protective cut- 
outs has just been brought out by 
the Square D Co., Detroit. 

The switch can be used with mo- 
tors of three horsepower and below 
on 110 volts, and with motors rated 
above three horsepower up to and 
including five horsepower on 220 
volts. 








Wa = a 

Four new types of show window 
reflectors have been produced by the 
engineers of Curtis Lighting, Inc., 
Chicago. 

“Jack” (illustrated here) is a 
“high-trim” reflector for deep win- 
dows. Its “Jill” is a “low-trim” re- 
flector of 150-watt size. 

The other two new reflectors— 
“King” and “Queen”—use 200-watt 
lamps. “King” is a distributing 
type reflector for use in large deep 
windows. “Queen” is for use in 
large shallow windows. 





An electric driven ironing ma- 
chine which is able to deliver 5 hp. 
at the moment the pressure is ap- 
plied, through the use of a 1% hp. 
motor, is that manufactured by the 
Prosperity Co. This machine, called 
the “Ezypress,” is enabled to do this 
by means of flywheel momentum. A 
flywheel is attached to a Westing- 
house 14 hp. motor, and the opera- 
tions are controlled by a_ clutch 
mechanism. The head of the ma- 
chine is locked under pressure by 
one-half revolution of the cam 
which is actuated by the full force 
of the energy stored in the flywheel 
for each operation This power 
driven ironing machine is built very 
rigid and compact 
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“Balkite’’ and How It Operates | 


— 


all ‘““Balkite” radio power units are | 


As is probably well known by now, 


based upon the same principle, that is 
the use of balkite a rare metal devel- 
oped for this: purpose. Balkite is 
really a commercial name for the rare 
metal tantalum. This metal because 


of the difficulties of manufacture and | 


of working has heretofore never been 
available in any large quantity for 
commercial purpses. Several years ago 
the Fansteel Products Co. of North 


SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Chicago, Ill., succeeded for the first | 


time in working out methods of manu- 
facture which would allow for this 
metal to be produced economically in 
such shape as to be commercially us- 
able, that is, in the shape of rods, 
sheet or wire. Up until several years 
ago not more than a ton of tantalum 
had ever been produced in the history 
of the world. Last year alone the 
company produced approximately 
3000 lbs. of this metal. 

The development work for produc- 
ing this metal all took place in the 
laboratory of the Fansteel company 
under the supervision of Dr. Clar- 
ence Balke, after whom the metal was 
named “Balkite.” Some of the diffi- 
culties which the manufacture of. tan- 
talum presents may be readily under- 
stood from the fact that tantalum is 
named after the Greek god ““Tantalus”’ 
who for punishment was put in a shal- 
low lake, the water of which receded 
whenever he attempted to drink. So 
surrounded by water, he was always 
thirsty. Above his head hung a clus- 
ter of grapes which receded whenever 
he attempted to reach them. Tan- 
talized with both food and drink he 
was doomed to do without either. 


The ordinary source of household | 
current is alternating, that is consists | 
of impulses alternating to and from | 


the light socket, usually at the rate of 
60 complete alternations a_ second. 
\nother way of stating this is that 
alternating current consists of alter- 


nating positive and negative waves. | 


Current for radio use whether derived 
‘rom a storage battery or otherwise 
ust be uni-directional or entirely pos- 
itive in direction. It is obvious that 
{ alternating current is allowed to 
nter a battery this current will also 


ow out as rapidly as it flows in be- 


ause of the double nature of the | 


wave, 
In order to charge a storage battery 
rom a lamp socket or to secure cur- 


rent for radio use a means must be | 


und to allow the impulses tending 


























The ciniel 
Timberlake Reflector Screen 


For attractive colored lighting effects in display windows | 


This new improved light reflector screen is made in two sections (see 
illustration) which is a decided advantage over the old type screen. 
The colored Gelatine is quickly inserted between the two screens, which 
when closed hold the Gelatine firmly in place. 

The Timberlake improved light screen is the most practical and dur- | 
able device of this kind on the market. It is instantly adjustable to any 
glass or metal reflector not over ten inches in diameter. Furnished 
either with or without the colored Gelatine sheets. Proper lighting is 
the making of attractive window displays. i 


Write for Circular No. 
36, you'll find it valuble. 


J.B. Timberlake & Sons Co. 


Jackson, Michigan ‘| 
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Dealers Say 
fame) Emerson Junior 
—— Can’t Be 
Beat” 


Emerson Junior is increasingly popular with your dealers—Emerson 
Quality all thru—with the famous Emerson |1-inch hollow hardened 
steel shaft—rigid cast frame—highly polished black enamel finish—can 
be used as a wall fan—sliding lever switch in base. Lists with cord and 


plug for $11.00. 


Boost your June fan sales with 
this popular-priced fan and the 
complete line of Emersons. 


Immediate Shipments. 
The Emerson 


Electric Mfg. Co. 


2018 Washington Ave., 
St. Louis, Mo. 
50 Church St., New York City 


Emerson 
Junior 
9-Inch Fan 


or 
110 V., 60 Cy. 
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to put energy into the storage battery 
to pass into it and to check completely 
the impulses in the opposite direction. 
The “Balkite” charger is based on 
the phenomenon that when the metal 
“Balkite” is immersed in an acid solu- 
tion it will permit electrons to flow 
from it into the solution but will not 
permit them to flow to it from the 
solution. ‘This construction of a bat- 
iery charging device employs no mov- 
ing or adjustable parts. The metal 
itself is unattacked by the solution and 
therefore does not waste away in use 
or upon standing idle for long periods. 
Its valve action is obviously independ- 
ent of timing with the alternations of 
the line current and cannot fail to 
yperate even when the frequency of 
these alternations changes rapidly. 
During that part of the alternating 
current cycle when electrons (as 
atoms of electricity are called) are 
normally from the _ balkite 
electrode through the electrolyte and 
out to the battery, current flows into 
the battery and it is being charged. 
Alternating current, the current 
usually available for household use, 


flowing 


carries impulses in both directions, and 
therefore would, if connected directly 


to a storage battery, take energy out 
of the battery as fast as it puts it in. 
Balkite allows impulses to go through 
it in one direction only and will pro- 
duce an un-directional current, suit- 
able for charging. By using two 
electrodes and a split secondary in the 
transformer both halves of the alter- 
nating current is used. Accompany- 
ing this passage of current some water 
in the electrolyte solution is used up 
and passes off as a gas causing slight 
bubbling in the cell. It is necessary 
that distilled water should be added 
from time to time to replace this slight 
evaporation. 

A valve of balkite metal does not 
require excitation by the storage bat- 
tery itself for operation and can there- 
fore charge a completely dead _ bat- 
tery. The lead connecting the charger 
to the battery may be left perma- 
nently attached without danger of 
back leakage. 

* * * 
Carter Radio Moves 

On May 21, the Carter Radio 
Co. moved its offices from the Repub- 
lic building to new and enlarged of- 
ces and factory space at 300 South 
Racine avenue, Chicago. 








During the month of June the Arrow Electric Co. had its annual sales conference 
and at that time took a group picture of its sales organization as well as the men in 


the office here at Hartford, Conn. 


Reading from left to right the men are: Bottom 


row—S. A. Griswold, Hartford; J. G. Gurling, Hartford; C. H. Wilmot, Hartford; 
F. R. Shields, Hartford; A. F. Schwolow, New Haven; G. C. Griffith, Hartford, J. W. 


Connelly, Hartford. 


Second row—F. Alley, Hartford; R. S. Hurd, Hartford; N. P. 


Belcourt, Hartford; R. L. Wildauer, Chicago; E. R. Grier, Hartford; A. C. Nelson, 
Boston; S. B. Gregory, San Francisco; G. R. Wentworth, Syracuse; J. Searls, St. 


Louis; W. H. Green, Baltimore. 


Third row—H. P. Humphrey, Washington, N. J.; 


A. P. Deacon, New York; F. S. Peck, Boston; C. J. Henry, Detroit; A. H. Hardy, 
Chicago; C. A. Ten Eyck, Hartford; E. B. Grier, Hartford; J. J. McCoy, Pittsburgh; 
C. H. Durant, New York; J. D. Springett, New York; E. F. Webster, New York; 





A. W. Bevin, Hartford. Top row 


M. F. Green, Baltimore; W. F. Taylor, Hartford; 


A. H. Nero, Hartford; J. E. Roberts, Seattle; H. C. Pond, Hartford; P. K. Murdock, 
New York; B. C. Perkins, Hartford; H. Bloom, Chicago; P. Ramsey, Atlanta; 
E. J. Smith, Syracuse; W. H. Harrington, Hartford. 








“Union” Renewable Fuses 

Simplified in Con>:iruction 

A noteworthy development in the 
design and construction of electrical 
fuses recently has been made by the 
Chicago Fuse Mfg. Co., Chicago. It 
consists of modifications in the com- 
pany’s line of “Union” renewable 
fuses of the knife-blade type. The 
aim of the manufacturer has been to 


>? 














New ‘“Union’’ Renewable Fuse 


add features of durability and easy 
renewal to that of consistent and re- 
liable performance and thus to mini- 
mize the cost of fuse maintenance 
wherever “Union” fuses are used. 

The accompanying _ illustrations 
show the details of design and con- 
When the fuse is taken 
apart for renewal of the fusible ele- 
ment, there are only three loose parts 
—the fibre case to which the threaded 
brass ends are securely attached; the 
knife-blades which are connected by 
a rigid fibre bar and to which the fus- 
ible element is bolted; and one of the 
loose screw caps which hold the knife- 
blade member in position. 

All that is necessary to disassemble 
the fuse is to unscrew the two caps, 
and then slip out the entire knife- 
blade member after one end of it 
has been shifted slightly to get it 
out of its locked position. One of 
the caps can be removed, but the 
other is held on the knife-blade by 
two nibs. Assembly is accomplished 
just as readily, and the ease and 
quickness with which the entire oper- 
ation can be done, together with the 
small number of loose parts, reduces 
time and trouble in making renewals 
to a minimum. 

Extra heavy grey horn fibre is used 
in the construction of the case so that 
it will withstand the pressure devel 
oped by the blowing of the fusibl: 
element. The brass ends are securel\ 
attached to the fibre, and venting, 
which is an important feature of fus: 
operation, is accomplished by mean: 
of a number of grooves cut longitud 
inally in the fibre where attachme' 
is made to the brass ends. After th: 
ends are put on, these grooves becom 


struction. 
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ducts which are large enough and of 
sufficient number to permit the escape 
if the gases caused by the volatiliza- 
tion of the fusible element and to re- 
lieve the case of the pressure gen- 
erated; yet they are small enough so 
that the flame is effectually quenched 
before it reaches the outside. Als», 
vents prevent molten metal 
from getting into the threads of the 
caps and causing them to stick and 
make removal difficult. 

From the illustrations it also will 
be noted that the simplified design 
gives large openings in both casing 
ends, thus making it easy to inspect 
or clean the inside. 


these 


The knife-blade member, to which 
the fusible element is attached, con- 
sists essentially of two sections of flat 
copper which are connected by a rigid 
fibre bar. 
by 


These connections are made 
means of rivets and screws, and 
the manufacturer states that the as- 
sembly is so rigid and substantial that 
the copper blades are positively held 
in position and perfect alignment, as- 
suring permanent contact with the 
clips. The connecting bar, which is 
attached by means of screws, may be 
readily replaced in the event of dam- 
age or breakage. 

The fusible element direct 
contact with both knife blades and is 
held down at each end by a stud and 
washer. 


makes 


When making renewal these 
studs need to be loosened only slightly, 


and the fusible element, which ‘is 


THE BELIEF THAT THE SALESMAN OF THE 


JOBBER IS 


notched at both ends, can be slipped 
in and the studs tightened; there are 


THE MOST 


no through bolts, with heads that have | 


to be held or nuts that can be lost 
The design «f the 
fusible element is an exclusive feature 
of “Union” renewable 
is. claimed that they blow without 
violence or flash, fusion occurring mid- 


or misplaced. 


“uses, and it 


way between contacts so that the wetal | 


parts are always clean. 

The manufacturer states that these 
fuses will be fully approved by the 
Underwriters and are made all 
standard ratings—from 65 to 600 am- 
peres, 250 or 600 volts. 

* & * 
Jewett Dealer Plan 
E. H. Wilkinson and T. F. W. 


Meyer, general manager and general 


in 


sales manager, respectively, for the 
Jewett Radio & Phonograph Co., 
Pontiac, Mich., recently returned to 
the factory after an extended trip 


through the east puttiay the finishing | 


touches on the new distributors’ and 
dealers’ franchises-plan in that ter- 
ritory which has been under way for 
several months. 

The Jewett slogan “Fair prices, 


rigidly maintained’ must be very 


strictly adhered to under this new | 


system, because every dealer handling 
Jewett products throughout the 
country must come well recommended 


as to his stability by a Jewett dis- | 


tributor, or one of the factory district 
representatives in the field. 








lhirty-four reasons why Frankelites are such heavy sellers. 
en during a recent get-together dinner tendered by the Frankelite Co., Clevelaud, 


{ 


help sell more “Diamond F” lighting fixtures. 
rris, Sid Mendelsohn, Chas. Ramsdell, Irwin Smylovitz, Martin C. Horwi'7, Chas. 


Fox. Second Row: Jack Horowitz, R. C. “Tommy” Thomas, Leo D. Taylor, William 


This photograph was 


Frem left to right, Top Row: Abe 


ll” Braff, Sam Sudak, Jimmy Horowitz, Nat Ozan, I. “Izzy” Frankel. Third Row: 
Dunbar, Jimmy Shea, Tommy Morrisen, “Pat” McNulty, Max Kurland, L. L. 


n” Turoff, M. S. “Mort” Brockman, Ed. Holz, 
Fourth Row: Leo Melovan, S. H. “Sol” Wolfe, ©. 
W. “Tom” Woodward, Abe Peskin, Meyer 


M urice J. Lackritz. 
1 \z, Harry Frankel, Dave Frankel, T. 
Co en, 


“larence J. 


Pagel, Harry Bell, 
J. Rueth, B. 


IMPORTANT MAN IN THE INDUSTRY.” 








SAY \\ Woes ream 
2. GALWADUCT 
i 








eaea 
Vata 


yeeee 


- 


"LORICATED 


‘ed) 


. ae, a 


(Exam 


Maly 


* 


(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.” 


They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 


Pittsburgh, Penn. 














DEFT SURG -STANMAD 


y= are selling conduit, the 
contractor is selling a com- 
pleted job, the mechanics are sell- 
ing their time and skill—all to 
exceptional advantage when the 
conduit is Pittsburgh Standard. 


“Reaches the job ready to in- 
stall.” Costs no more, saves 
most, pays best. 








Pittsburgh Standard 
Galvanized Conduit 


The first choice many 
experienced Electragists. 


Enameled Metals Co. 


PITTS2URGH, PA. 
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Powerlet Switch- 
box Series are 
made in deep and 
in single 
and two gang for 
mounting all 


shallow, 


makes of push 
button switch and 
rectangular base 


receptacles. 


Twenty different 
types for % and 
¥% inch conduit. 


Large wire cham- 
bers. 


The conduit hubs 


are an_ integral 
part of the body, 
so that. rigidity 


and alignment are 
assured. 


Write for 


handy pocket size 


our 


catalog on Power- 
lets. There you 
find all the 
selling points of 


this well 


will 


known 
line. 


1848 W. 14th St. 








SATISFACTION 
IN EVERY 
POWERLET SALE 


SS — | 
POWERLET 


Type SE 
hallow 


4071 
Cover 


MULTI ELECTRICAL MANUFACTURING CO. 


CHICAGO, ILL. 











Good 
Clean 
Knockouts 


The American Electric 
Switch Co. 
Manufacturers‘of Electric Switches 


General Offices and Works at 


MINERVA, OHIO 


District Offices in Principal Cities 
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Our genial friend, Frank B. Rae, Jr., of 
Cleveland, sends the following, with the 
picture of him and Mrs. Rae: “Enclosed 
is a souvenir of my vacation, taken in the 
side doorway of what is left of the church 
at Montfaucon. You may recall that Mont- 
faucon is the highest point anywhere in 
the vicinity of Verdun and served as head- 
quarters ard observation point for Prince 
Ruprecht. According to the dope, 
Ruprecht was a pretty gay bird, having a 
bathroom among other luxuries some hun- 
dred feet underground and all lined with 
red marble. For me, I do not recall any 
red marble bathrooms while I was con- 
nected with the Army, indicating that 
Ruprecht is somewhat smarter and more 
forehanded than I am. This particular 
point interested me because it was a bat- 
tery on Montfaucon which blew our outfit 
to pieces on the opening day of the 
Argonne—three out of 19 of us getting 
away unGer our own power. Altogether, 
that was quite a thrilling 30 seconds. 
Looking at the picture and thinking back 
over that rather desperate incident, I think 
we might title this snapshot—‘He Who 
Laughs Last Iaughs Best.’ ” 


Hearl Joins Sage 


Sage, manufacturers’ 
representative, Chicago, announces 
that: Ernest C. Hearl has now become 
associated with him and hereafter the 





Tioward L. 


company name will be Sage & Hearl, 
Inc., 208 N. Canal street, Chicago. 
Mr. Hear] was formerly with Ohio 
Distributing Co., Chicago. 
* * 
Chicago Fuse Moves 
delphia Office 
The Chicago Fuse Mfg. Co. of Chi- 
ago, manutacturers of “Union” and 
“Gem” fuses and “Union” outlet and 
“Gem’ switch boxes, has moved its 
Philadelphia office from the Weight- 
man building to 517 Packard build- 
ing. 


Phila- 


MOST IMPORTANT MAN 


IN THE INDUSTRY.” 





Miller Handles G. E. Rocky 
Mountain Sales 


Robert Miller has been appointed 
manager of the Rocky Mountain sales 
district of the General Electric Co.., 
succeeding Harry JY. Randall who is 
on leave of absence because of ill 
health. B. J. Wheatlake succeeds 
Mr. Miller as iocal office manager at 
Salt Lake City and Mr. Randall has 
been assigned to special duties at the 
general otlice of the company in Sche- 
nectady. Mr. Miller’s headquarters 
will be in Denver. 

* * * 
Appleton Changes Coast 
Organization 

On April 1 the Appleton Electric 
Co., Chicago, Ill., ceased to be rep- 
resented by R. P. Tillotson & Co. 
in Los Angeles and on that date 
opened its own branch and warehouse 
at 340 Azusa street. The (Los An- 
geles office is in charge of D. G. 
Welling who has been appointed dis- 
trict manager and who has been with 
the Appleton Electric Co. for 13 
years, during which time he has gained 
wide knowledge of the line. 

* * * 
Canadian Sun-Ray Rep- 
resentative 

Sun-Ray Lighting Products, Inc., 
has appointed Burton M. Fudge, 89 
Ontario Ave., Hamilton, Ont., as rep- 
resentative in Canada for Sun-Ray 
products. 











Here is a man that fired a boiler and 
hiked poles for a central station, secured 
some additional education from the Gen- 
eral Electric Co., then “stepped out” and 
became a star salesman for the Freem:'- 
Sweet Co., Chicago, for a period of mine 
years. A. D. Hill is his name and tlie 
purpose of printing “Don’s” picture is t? 
announce his taking over the Chic:x0 
“Loop” territory for the Illinois Elec. ‘0. 
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Soars High 

at Times 

Tork clocks are 
These pictures were 

Coast division of tae 
the company, on a 


hoine 


perfectly at 
taken by C. I. 


In the Midst 
of the Reck’es 
an} 
White, 
Tork Clock Co., a brother of E. 
cular trip threugh his mountain territory 


At Castle Rock 
Springs 

here, even in the wilds of the Kockies. 

district manager of sales for the Pacific 

Cantelo White, presiuent of 





Speciai “Eveready” 
Ofter on Flashlights 

An opportunity for dealers to make 
a rapid turnover on“Eveready” fash- 
lights has just been announced by the 
National Carbon Co., Inc. The com- 
pany has put out a special offer of 18 
fashlights—Nos. 2604 and 2631 
(black and nickel cases)—in a combi- 
nation display and selling container 
to retail at $1.25 
with battery and including all the 
“Eveready” refinements. 

The flashlights are those which have 
hitherto retailed at $1.85 apiece and 
which will continue to do so, except 
when bought under the special offer 
with the combination display and sell- 
ing container. The flashlights offered 
in the special deal are not built down 
to meet a price, but are exactly the 
same as they have always been at the 


apiece, complete 


$1.85 price. 

If anything they are of better value 
the inclusion of the latest 
device designed by the company, a 
ring hanger which is attached to the 
screw cap on the base of each flash- 
light. The lights have also the safety 
lock switch and the octagonal lens 
ring. 2604 and 2631 are 
the two-cell type. 

* * * 


Burg Covering Three States 


through 


Numbers 


The Burg Electric Sales Co., manu- 
facturers’ representative, with offices 
it 832 Union Square, New York, is 
overing the states of New York, 
New Jersey and Connecticut at the 


resent time. 
Chis company would consider an 
dditional line or two in its territory. 


Package 





Robbins and Myers Appoint 
New Distributor 

warl Andren Co., 259 
Mass., 


cently been appointed distributor for 


The 


sfESS 


Con- 


street, Bostor, has re- 


THE MOST 


Robbins & Myers moters for New 
Engletid territory. i.arger quarters | 
at 250 Congress street, Bostoa, lave | 
been secured. Telephone number 
Liberty 4300. 





V. G. Fullman, formerly sales manager 


for the Steel City Electric Co., Pittsburgh, 
Pa., is now president of the Fullman 
Mfg. Co., Latrobe, Pa., manufacturers 


of automobile accessories, metal stampings, 
etc. The Fullman Mfg. Co. expects to 
soon place on the market a line of elec: 
trical specialties to be sold to jobbers ex- 
clusively. 
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A Fact Seling Tape 


“Canton Friction Tape” (the older 
brother of ‘Slipknot Tape”) because 
it’s just a Jitile better than most | 
other friction tapes and gets more 


than its share Jf repeat orders 


This reason alone is st‘ficient to in- 
duce you to pui your best selling 
efforts forth on “Canton” at every 


opporiunity. 


You can sell this competitive tape 
with unccualled adhesive powers 
Ley it. 

Samples gladly forwarded. 


Plymouth Rubber Co., Ine. 
CANTON, MASS. 














r \O 
OUNGsTowN.Of 


Steelduct 


Steelduct electro galvanized conduit 
has an exceptionally clean and smooth 
surface both inside and out. It is noted 
for its lasting qualities. 





Steelduct enameled conduit is dis- 
tinguished by its tough black enamel. 


Both types of Steelduct rigid steel con- 
duit appeal to particular architects, 
contractors and engineers. Every length 
of enameled conduit is fitted with a 
thread protector of an improved type. 


Jobbers and their salesmen will find 
Steelduct easy to sell. Get in touch with 
us regarding our jobber’s proposition. 


The Steelduct Company 


YOUNGSTOWN CHIO 
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AISLELITES 














Cultivate This Field 


You and every other jobber’s 
salesman can sell complete instal- 
lations of Aislelights to motion 
picture theatres and auditoriums 
in your territory. The field is un- 
limited. 


Aislelites are used almost every- 
where to light the aisles of mo- 
tion picture theatres with a dif- 
fused light that eliminates over- 
head and sidelights and makes 
going in and out of theatres safe || 
and quick. 





Every architect and electrical contractor 
in your territory will buy or specify 
Aislelites if he knows all the excellent 
features—you tell them and you'll sell 
them Aislelites. 


EXHIBITORS SUPPLY 
COMPANY 


825 S. Wabash Ave., Chicago, Ill. 




















Welcome! 








“Central Black” 
(Enameled) 





“Central White” 
(Galvanized) 


Welcome meets you — Sales 
greet you when you mention 
“Central.” You can serve the 
most exacting conduit de- 
mands with “Central.” Easy 
to cut and thread. Coating 
will not crack nor flake. 
“Central” is the contractor’s 
time and profit saver. 


Central Tube Company | 
PITTSBURGH 
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Consolidated Offers Prize lining which is only about 20 per cent 
A prize of fifty dollars is offered of the entire thickness, the combina- 
to jobbers’ salesmen by the Consoli- tion giving maximum strength with 


dated Lamp & Glass Co., of Corao- low absorption. 
for a name for its new The Consolidated company desires a 


name which will not only identify the 
unit, but one which it is hoped will 
have a sales “punch.” The selection 
of the name will be made by a com- 
mittee consisting of P. B. Zimmerman 
of National Lamp Works of General 
Electric Co., S. G. Hibben of Wes- 
tinghouse Lamp Co., and Howard 
Ehrlich of THe JossBer’s SALESMAN. 

Suggestions must be mailed on or 
before September 1, addressed to 
Consolidated Lamp & Glass Co., 
Coraopolis, Pa. 

* * * 
Luminaire Designs 

A collection of luminaire designs 
of the various periods have been 
Modes Tis Peeinet grouped together in the form of a 
book by the Luminaire Studios of 


polis, Pa. 


b] 
commercial lighting unit shown here. 

This glassware is not only hand- 
some in appearance, but the unique 
design gives very advantageous dis- 
tribution of light. It is supplied in 





| both white and cased glass in 10-in., Curtis Lighting, Inc., Chicago. The 


12-in., 14-in., and 16-in. sizes, and volume is a treatise on scientifically 
with either of two styles of decora- planned illumination incorporated in 
tion or plain. For the benefit of luminaires of authentic period design 
those not familiar with the techni- and consistent with the architectural 
calities of glass making, it may be purpose and spirit of their intended 
explained that “cased glass” consists installation. 

of an outer shell of strong, clear crys- Supplementing this edition is a 
tal glass having a transluscent white book of characteristic designs. 

















When a “Day Fan” radio salesman gets into a city he takes a sample room and 
mounts these full-page newspaper advertisements on the wall, and on the table dis- 
plays the latest sets and window trimming material. This gives the jobber 
birdseye picture of the mammoth advertising campaign that the Dayton Fan 4 
Motor Co. is running this year. The company is using full pages in all the principe 
cities as well as trade paper advertising. This is one of the biggest advertising can 
paigns on radio that is being run this year. It is reported that so far thei: 
jobbers have placed $2,000,000 worth of orders for “Day Fan” sets. 
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Tabb Directs Precise Corp. 
Sales 

After approximately 10 years with 

the Western Electric Co., J. W. Tabb 

has taken the position of sales man- 

ager with the Precise Manufacturing 

Corp., Rochester, N. Y. 

At the annual sales conference of 
the representatives and officials of the 
company June 15 to 18, J. L. Me- 
Laughlin, research engineer of the 
company (of “One-Control” fame) 
submitted to the assemblage a_per- 
fected variable plate condenser of 
new and novel design, as well as the 
Precise company’s latest and_ best 
audio transformer. Further, Mr. Mc- 
Laughlin submitted and demonstrated 
new re-designed ‘One-Control”’ 
super. These items will be exhibited 
for the first time to the public at 
the Fourth Annual Radio Exposition, 
Grand Central Palace, New York, in 
September. 


his 


* * * 
Phenix Re-incorporates 
Phenix Radio Corporation, 114 


East 25th St., New York, announces 
a re-incorporation with an active cap- 
ital of $215,000. W. A. Eisenhauer, 
formerly in charge of advertising 
with Radio News, remains president 
of the corporation; R. E. Lacault, 
E. E., formerly associate editor of 
Radio News and Radio Research En- 
gineer with the French Signal Corps 
Research Laboratories, is vice-presi- 
dent; Ernest Willvonseder, formerly 
treasurer of American Chicle Co., is 
secretary. 








Jobbers are warned not to talk out of 
turn when these boys are around for they 
represent the concern that makes the far- 
famed Dictograph, used by detectives all 
over the world—the Dictograph Products 
Corp. of New York, also manufacturers of 
“Dictogrand” loud speakers. From left 
to right they are: John Craig of the Chi- 
cago district; Bob MacFarland from Phila- 
delphia way; Cliff Dumble of Bean Town; 
P. W. (Perc) Andrews, manager of the 
radio division of Dictograph; Charley 
Vesey, his able assistant, and Casey Jones 
from Cleveland. Casey is a .400 hitter 
ind unlike his namesake of baseball fame 
doesn’t strike out in a pinch. 
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Dictograph Window Contest 
Winners 

First prize of $150 in the Dicto- 

graph Products Corp., window trim 

contest, went to Broestl’s Music Store, 

Warren Road and _ Detroit 








Broestl’s Prize Window 


Cleveland. 
panying picture. 


It is shown in the accom- 


Second prize, $125, went to the 
Lake Erie Electric Co., Marlowe St. 
and Madison Ave., Cleveland. 


The contest was held the first three 
months of this year and was highly 
successful. 

* 


* * 


Day-Fan Big Advertising 
Contract 


The largest non-cancellable radio 
advertising contract ever run in a 
Chicago newspaper was recently made 
with the Chicago Tribune by the Day- 
ton Fan & Motor Co., Dayton, Ohio. 
It covers to the amount of 
seven full pages and 11 quarter pages. 
The more than 1,000,000 circulation 
of the Tribune will make the Day- 
Fan dealer franchise an exceedingly 
valuable one throughout the Chicago 
district. The amount of the contract 
was $30,500. 


space 


* * % 


Hickerson on Long Swing 

J. M. Hickerson, manager of the 
department of publicity of the Miller 
Co., Meriden, Conn., passed through 
Chicago the last of July on a tour 
will take to the Pacific 
including Vancouver, thence 


which him 


Coast 





Ave., | 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 














back by a zig zag course to the cen- | 


tral west, then through the south to 
Jacksonville, Fla. 
* *& * 


Luckiesh Heads I. E. S. 
M. Luckiesh, director of the Light- 
Research Laboratory, National 
Lamp Works of General Electric Co., 
Nela Park, Cleveland, has recently 
been elected president of the Illum- 
inating Engineering Society. 


ing 


BlueBell 


Bell Ringing 
Transformer 






Salesmen— 


Here are 5 points to remember when selling 
the BlueBel/: 
1. Guaranteed by the manufacturer, 


2. Fully approved by the Under- 
writers. 


3. Small enough to fit in any box. 


4. Wiring diagram with every 
transformer. 


5. May be returned to the factory 
for free repair or replacement 
if not satisfactory. 


KILLARK ELECTRIC MFG. CO. 


3940-48 Easton Avenue, ST. LOUIS, MO. 














Book: Oadillac 


DETROIT’S FINEST 
HOTEL 
1200 rooms with bath 


$4 and up 
475 rooms at $4 and $5 


Parlor Suites $14, $16, $18 per day 
Sample “Rooms $5 and $8 per day 
Club Breakfast 85c and $1.00 


Special Luncheon Served Daily in 
English Grill and Blue Room $1.25 


Dinner De Luxe in Blue Room 
and English Grill , : $2 


(Except Sundays) 
Venetian Room a la Carte 


THE BOOK-CADILLAC 
HOTEL COMPANY * DETROIT 


ROY CARRUTHERS, Pres. 
WASHINGTON BLVD. AT MICHIGAN AVE. 
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For SERVICE and DEPENDABILITY 


TECCO Wiring Devices 


CONSULT AGENCIES 


E. R. BRYANT A. 8S. DE VEAU 
} Congress St. 53 Park Place _ 
| Boston, Mass. New York, N. Y. 
S. H. STOVER & CO. 
W. A. LEISER & CO, Century Bldg. 
1607 Sansom St. Pittsburgh, Pa. 
Philadelphia, Pa. 
POPKIN BROS. 
A. I. CLIFFORD CO. Madison Theatre Bldg. 
Odd Fellow’s Bldg. Detroit, Mich. 
Indianapolis, Ind. 
7 Eremical Bld 
| SAGE & HEARL ee ee 
| 208 N. Canal St. Gt. Louis, Mo. 
| Chicago, Il. ELECTRICAL SPECIAL- 
TY CO. 
| J. F. MEYN San Francisco, Cal. 
| 406 Mutual Bldg. Los Angeles, Cal. 
Kansas City, Mo. Seattle. Wash. 


Trenton Electric & Conduit Co., Inc. 
Trenton, New Jersey 











“Absolutely 


O. K. when it left our store.” | 





GENERAL 
‘| PORCELAIN CO. 


Harry Hess, the new sales manager, | 
Inland Glass Co., Chicago. Mr. Hess was | 
formerly with Moe-Bridges Co., Milwau- 
kee, Wis. 





Can you definitely tell your 
customers this? Not unless 
your tubes are permanently 
marked. You can _ prevent 


75% of your replacements. 
aimed, P . Jefferscn Issues Jobbers’ 
An Etch-O-Tube Outfit will Catalog | Manufacturers of 
do this quickly and cheaply. The new jobbers catalog just issued | | Standard Knobs, Tubes and 
|| Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
: Fittings, Fuse Blocks, Switches, 
ware and both table and_ boudoir V.T. Sockets, Radio Specialties. 
lamps which are sold _ exclusively | 
through electrical jobbers. The cata- | 








Write to by the Jefferson Glass Co., Follans- | 


n ‘ bee, W. Va., illustrates the complete | 
Union Electric Company : 
Pittsburgh, Pa. 


line of Jefferson illuminating glass- | 
| 









































ooo log is of the loose-leaf variety and is | 
s @ | printed in fo ‘olors, bringing t | 
ry a | ur colors, bringing out | 
[ YAGER’S - the actual designs and color schemes | MLKNS 
i aS , assws ‘o . ee = 
Soldering a of the glassware in a realistic man The Perfect Reproducer 
& 2 ner | 
lad eae Lad Hear it and be Convinced. 
= Salts Paste | R a a " P . | Tone loud and pleasing. 
— They will stand all the pushing = Jewitt Appoints Distributor | pagar od and 
a you can do. They sell because - The Jewitt Radio & | menage aeons pee 
m| they do good work and are s Co., ‘Pontiac, Mich., announces the| | gyen gare $28.00 
a priced reasonably. | appointment of the Jewitt Distribut- Atteesten Cente 
e ° ’ . . ‘ —— yr 
7 ALEX. R, BENSON CO., Inc. m ing € 0., 16 Hudson St., New York, Discounts 
~ Hudson, N. Y. a | to be its exclusive Metropolitan Dis- Manufacturers 
Be For list of distributors see McRae’s - trict distributor for all Jewitt prod- | Snerican Electric 
= 1924 Blue Book. ~ ucts, pmeavinny.... 
= fn |] State'& 64th Sts. Chicago, U.S.A. 
FL Le Lil et le ll 











Every Business|. | 


of consequence ought to have proper card 
PRESENTATION 


WIGGINS| 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card users—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 

Send for 






ACME PIPE STRAPS 


Complete Factory Stock 
an SPOT SHIPMENTS 
All for one! So say George Sentiteh “tt, at tbe 





One for all 
Sundstrom, “Ralph” Forsythe and “Al” 
Hanavan, of the American Wiremold Co. JOBBERS ONLY 
The John &. Wiggins Company | Its always fair weather with these hustlers 


Betabnetes 8088 —rain or shine, they’re on the firing line— ACME PIPE STRAP CO. 





vers Plate Makers 


eee. Wabash Ave. 
105 Peoples Gas Bide. CHICAGO 


calling on Mr. Jobber, and, “struttin’ their 


stuff’ before architects and contractors, DETROMT, MICH. 
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PUT YOUR WIRES ON svi SURFACE WITH | 


WIREMOLD 


V tHE WIREMAN 'S FRIEND | 











CEDAR POLES 


Northern 
White Cedar | 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 

















PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 

















aAT THE SALESMAN OF THE 


| sentatives the 


| Downs 


| sippi. 


| line 


| into inches, 


| field, 
“| Type L constant speed polyphase in- 





JOBBER 











Here are some members of the live and 


| well known sales organization called Holly 
which represents the Eastern Tube | 
General Porcelain Co., and | 


Bros., 
& Tool Co., 


others in the Windy City. From left to 


right they are: Fred Holly, Miss Levinson, | 


Ed Holly, O. T. Gleich and O. C. Gleich. 
With two sets of brothers it looks like 
a bunch that would be hard to beat. They 
are located at 207 South Green street, Chi- 
cago, should anybody ask. 





Strong Representatives for 
Circle F 

The Circle F. Mfg. Co., 
N. J., has added to its list of repre- 
following: Walter H. 
Arcade Bldg., St. Louis; 
Co., 208 God- 
chaux Bldg., New Orleans; B. B. 
& Sons, 2126 Iglehart Ave., 
St. Paul. 

The Walter H. Dyer Co. is to cover 
the state of Missouri and the territory 
formerly the Wood & 
Lane Co. The Graham company is to 
Louisiana, Alabama and Missis- 

The Downs Co. is to cover 
Minnesota, North Dakota and South 
Dakota. 


Trenton. 


Dyer & Co., 


Warren C. Graham 


covered by 


cover 


* * * 


Latest Trade Literature 

. Inc., 110 Brook- 
Cambridge, Mass.—Four new 
National “Regnaformer”’ 
(a new type of radio frequency trans 


National Company 
St., 
bulletins on: 
condenser 


former); ‘“Velvet Vernier” 


and dial; folding wall rack and 
“Presto” blueprint and drawing 


water column illuminator, and 


These 


holder; 
cell door hardware 
are 814 101% 
left-hand margin, 
the 


bulletins 


by ins. and along the 


about 1% in. from 
is a printed scale divided 
for 


edge, 
halves and quarters, 
convenience in punching by those who 


| wish to put them into binders—a very 


| helpful idea. 


The Robbins & Myers Co., Spring- 
O.—Three new bulletins on 


Type RA repulsion 
L_ poly- 


duction motors, 
inductien motors and Type 


phase induction motors. 


IS THE MOST IMPORTANT 
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Radio Products 


Audio Transformers 
Voltmeters 


A. C. Tube Step-Down 
Transformers 


A, C. Tube Audio 


Transformers! — 


DONGAN ELECTRIC MFG. CO. 
2993 Franklin Street] | Detroit optich. 


ransformers of TT 15 5.Years’’ 








MITCHELL’ MOULDING CO. 


FOREST PARK - : ILL. 







Sed E 
(mouceine) 


Manufacturers of pole or ground 


wire moulding, tree and_ other 


mouldings used in electric wiring. 


Write for list of styles and prices. 











Wrigley Toggle ‘Bolts 


“Wrigley ‘ 
For Quality” 


PATO |. DEC.3,1901 






= Made of heavier 
i 

po 2a gauge steel. 

= =o 

la ow Can be put through 

& = o smaller holes than 

” > s the ordinary toggle 

= a bolt. 

So 

= First toggle bolt 


made. 


THE THOMAS£WRIGLEY CO. 
504 Sherman St., Chicago, III. 











fa 
1 


: 





NOR’ 

WESTERN RED 
GUSRANTEED GRADES 
24Hour:< Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashInOn BELL Poles 


SEND ania ~~ 14 CONTAINING 
< ILUABLE 
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Your Customers Know 


MATTHEWS PRODUCTS 


A large advertising campaign backed by years of noteworthy performance of Matthews Specialties 


has brought their story of superiority to your customers. When you mention the name Matthews 
to a man you create a feeling of confidence in his mind for you and the merchandise you sell. 





HQ Matthews Fuswitch 


Type 
200 amperes, 7500 volts 


Matthews Holdfast 
Lamp Guards 


The above types of Matthews Fuswitches can readily be 


Type 


Fuswi 
100 amperes, 7500 volts 


OK Matthews 


converted 





tch 


into Matthews Disconnecting Switches by replacing the fuse cartridge 


with a disconnect blade. 


Matthews Scrulix Anchors 





Matthews Handy Holdfast 
Portables 





















N°300 
Ne375 

















+ +1 





N° 1200 N°1000 N°800 NPGSER rem R ruresen wets 
Matthews Scrulix Anchors, Specifications of Anchors and Tools 
Size of Weight 
Matthews Cable Clamps Trade Diameter Galvanized Ibs. Length 
for dead endings and cor- Nos. of Anchor Rods per 100 Overall 
ners 3/0 to 1,000,000 C. M. 612-R 6 in. 4 in. round 750 6 ft. 
Cable 658-R 6 in. 5% in. round 1050 6 ft. 
758-R 7 in. 5% in. round 1200 6 ft. 
858-R 8 in. 5% in. round 1500 6 ft. 
567 Wrench 2900 5ft 4in. 
865 Ratchet Handle 1500 37 in. 
300 Auger (3 in.) 1650 5 ft. 11 in. 
375 Auger (334 in.) 1750 5 ft. 11am. 
800 8 in. 1% in. square 3700 6 ft. 
1009 10 in. 1% in. square 5700 6 ft. 
1200 12 in. 142 in. square 7900 6 ft. 
No. 567 must be used with 612-R, 658-R, 758-R and 858-R. No. 865 


is used with No. 567 where 
Auger is used in hard ground 
758-R. No. 
1000 and 1200. 
special order at additional charge. 


before 





*“Note: 
Matthews Corporation are 
ter on our complete list.” 


Only of the many 


shown on this page. 


a very few 
Send for 


a ratchet handle 
installing 612-R, 658-R 
375 is used in hard ground before inst: alling 858-R, 
Longer rods and wrench tubes can be furnished on 


items manufacturd by the W. 
descriptive mat- 


is ne 


eded. 


N. 


W. N. MATTHEWS CORPORATION 


3712 Forest Park Boulevard 
ST. LOUIS, MO. 


No. 300 


and 
890, 


BETTER DESIGN — BETTER SERVICE— BETTER RESULTS—Since 1899 
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‘shortened name, 


there are. 


EVEREADy COLUMBIA 


It is not a “Hot Shot” unless it is a 
Eveready Columbia 
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HOT SHOT 
BATTERY 


FOR MOTOR IGNITION 
Md ittery 
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CARBON co. ». INC. 
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|) EVEREADY Columbia Hot Shots are known to users the country 


over because of their dependability in all kinds of service. 
Eveready Columbia Hot Shots are sometimes asked for by the 
“Hot Shots.” Of course customers mean 
Eveready Columbia Hot Shots, for they are the only Hot Shots 
Look for the name on the label. 

Impress upon your trade that it is good business for them to 
sell Eveready Columbia Hot Shots. Urge your dealers to sell 
only products of recognized merit, such as Eveready Columbia 
Dry Batteries. By so doing, you will assist them in building a 


bigger and more profitable business for themselves and propor- 
Htionately a larger volume of sales for you. 


< 
¢ 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC., New York—San Francisco 
e Atlanta Chicago Dallas Kansas City Pittsburgh 


anadian National Carbon Co. Limited Toronto, Ontario 





Popular uses 
include— 

gas engine ignition 
tractor ignition 
starting Fords 

firing blasts 

heat regulators 
doorbells 

buzzers 

ringing burglar alarms 
protecting. bank vaults 
calling Pullman porters 
motor boat ignition 


telephone and 
telegraph 


lighting tents and 
outbuildings 


electric clocks 
running toys 


radio “A” 


VIGWN109 44 VAUAAT 


Eveready Columbia Hot 

Shot Batteries contain 4, 

5 or 6 cells in a neat, 
water-proof steel case. 





Fahnestock spring clip 

binding posts on the 

Eveready Columbia 

Ignitor at no extra cost 
to you. 


| COLUMBIA 





“SALES EASY—PROFITS SURE” 
declare 134 “Red Spot’ Jobbers 


leading electrical supply jobbers 
now recommend and sell “Red 
Spot” Hangers. 





Easy sales, sure profits, and satisfied 
customers—are the three reasons why. 





If you have any doubt, compare “Red ee 


the popularity 
of ‘‘Red Spot” 


Spot” point by point with any commer- ince neat 


cial hanger made. Below is the list of ge 
points to consider. 


} price. 


The F. W. Wakefield Brass Co. 


VERMILION, OHIO 


RED & SPOT 


Pacific Coast Representative: GEO. A. GRAY COMPANY 


San Francisco and Los Angeles 














Twenty-two gauge metal inherent with fix- 
ture. 


Deep flange insures neat covering of outlet 
box. 


Individual switch may be mounted within 
canopy either by knock-out in flange or by 
special patented switch mounting which at- 
taches firmly to main support of the fixture. 


Neatly reamed oversize wireways. 


“Absotite” brass chain having 120 pounds 
tensile strength. 


Notched loop holds glassware in perfect bal- 
ance. 


Can be wired without removing socket. 
Proper lamp position always obtainable. 


Porcelain socket makes insulating joint un- 
necessary. 


Bevel pointed screws in 5-thread bushing 
insures safe hold on glassware and prevents 
holder screws from loosening. 

















Upset threads prevent holder screws from 
being removed thus insuring three-point sup- 
pert on glassware. 


“Red Spot” nameplate guarantees every unit 
to be in accordance with the Wakefield Speci- 
fications. 


Snug fitting holder excludes dirt and insects. 


Silk covered 14 gauge asbestos covered 
stranded cord supplied with each “Red Spot’ 
Hanger. 


Approved by the National Board of Fire 
Underwriters. 


Carefully packed in individual cartons. 
Heavy plated extra durable finish. 
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